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Are  Application  Service  Providers  Right  for  You? 

Find  out  at  the  Network  World  Reality  Check  on  ASPs. 
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now  for  complete  seminar  information  and  to  register. 
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REALITY  CHECK 


Reality  Check  Programs 
Separate  Fact  from  Fiction 

Network  World's  Reality  Check  series 
takes  a  hard  look  at  emerging  trends 
and  technologies,  letting  you  see 
beyond  the  veil  of  hype  to  find  out 
what's  real  and  what’s  not.  These 
FREE  events  bring  together  top-notch 
industry  analysts  with  the  market's 
most  innovative  vendors  to  dispel  the 
myths  and  deliver  the  data  you  need 
to  make  the  business-critical  decisions 
required  of  you  as  an  IT  professional. 


Separate  Fact  from  Fiction  at 
Network  World's  Reality  Check  on  ASPs 

The  Hype 

Some  say  adopting  an  Application  Service  Provider  (ASP)  model  for  application  outsourcing  will  radically 
change  the  way  most  organizations  do  computing.  With  offerings  ranging  from  traditional  services  such  as 
payroll,  human  resources  and  accounting,  to  advanced  applications  like  inventory  management,  Enterprise 
Resource  Planning  (ERP)  and  Customer  Relationship  Management  (CRM),  it  sure  sounds  like  ASPs  could 
save  your  company  time  and  money.  But  how  will  they  affect  your  network  and  your  IT  organization? 

ASPs  are  not  created  equal  and  they're  not  for  everyone.  But  there  may  be  one  out  there  that  will 
enhance  your  organization's  network  capabilities  and  help  you  gain  a  competitive  edge. 


Jim  Metzler 


Learn  from  the  Leader 

Dr.  Jim  Metzler  is  a 

founding  member  of 
Ashton,  Metzler  & 
Associates,  an  industry¬ 
leading  consulting 
group  focused  on 
assisting  organizations 
in  improving  their  performance  by 
leveraging  Information  Technology  and 
Human  Resources.  With  more  than  28 
years  of  professional  experience,  Jim 
has  aided  many  vendors  in  refining 
product  strategies,  and  has  assisted 
over  100  enterprises  in  evolving 
their  network  infrastructure.  His 
areas  of  expertise  are  software  tool 
development,  network  design  and 
hardware  product  management,  and 
engineering  management  for  high¬ 
speed  data  services.  He  is  a  dynamic 
and  experienced  presenter  who 
conducts  tutorials  on  both  local-  and 
wide-area  networking  throughout  the 
LJ. S.  and  Europe,  and  is  on  staff  at 
Northeastern  University's  State-of-the- 
Art  Program  in  Networking.  Together 
with  Lynn  DeNoia  he  has  published 
Layer  3  Switching: 

A  Guide  for  IT 
Professionals. 


Ashton,  Metzler 
&  Associates 

Leverage  Technology  and 
Talent  for  Success 


The  Promises 


ASPs  say  they  can  free  you  from  the  hassles  and  up-front  costs  of  deploying  and  managing  applications, 
taking  the  strain  off  your  budget  and  staff,  letting  you  move  much  more  quickly  in  this  age  of  e-business. 
But  to  gain  these  benefits,  you'll  have  to  develop  a  close  relationship  with  one  or  more  ASPs.  Is  that  an 
arrangement  you  feel  comfortable  with? 

The  Truth 

Attend  Network  World's  Reality  Check  on  ASPs.  This  FREE  event  brings  together  top-notch  industry 
analysts  with  the  market's  most  innovative  vendors  to  dispel  the  myths  and  deliver  the  data  you  need 
to  make  the  business-critical  decision  as  to  whether  or  not  ASPs  are  right  for  your  organization. 

Attend  this  FREE  event  and  return  to  the  office  knowing: 

•  What  types  of  services  various  ASPs  offer 


•  How  ASP  service  offerings  e 

•  What  is  working  well  in  todc 


:re  likely  to  change  over  the  next  6-12  months 
ay's  ASP  marketplace 

•  What  the  associated  risks  of  each  type  of  ASP  service  are 

•  Why  the  ASP  Supply  Chain  and  its  components  are  so  important 

•  How  to  prepare  your  network  for  the  realities  of  outsourced  applications 

•  To  what  degree  you  can  expect  security,  application  control  —  even  your  own  career  — 
to  be  affected  by  this  new  relationship 

Seminar  Tour 

May  31  . Boston,  MA . Sheraton  Needham 

June  1  . .  .  .New  York,  NY  ........  .Marriott  Financial  Center 

June  12  . Los  Angeles,  CA  . Marriott  Downtown 

June  13 . San  Francisco,  CA  . . Grand  Hyatt 

June  28  ......  .Dallas,  TX  . Hyatt  Regency 

June  29 . Chicago,  1L  ......  . . Hyatt  Regency,  O'Hare 

July  12 . Washington,  DC . Holiday  Inn  and  Suites,  Alexandria,  VA 

July  13 . Atlanta,  GA  . Crowne  Plaza,  Ravina 


A  comprehensive  set  of  materials  is  included  with  your  FREE  registration: 

•  Workbook  complete  with  presentation  materials  from  the  event  moderator  and  presenting  sponsors 

•  Access  to  an  online  resource  guide  with  related  Network  World  articles,  live  links  and  vendor  information 

•  White  paper  courtesy  of  Ashton,  Metzler  &  Associates  —  "Defining  Today's  ASP  Supply  Chain" 

If  you  are  unable  to  attend  the  event,  please  go  to  our  Web  site  or  call  us  to  order  the  materials  kit  for  $18, 
plus  shipping  and  handling. 


Seating  is  FREE  but  limited,  so 
Visit  our  Web  site  or  call  us  to 


hurry  and  reserve 
Jay  to  make  your 


www.nwtusion.c 
(800)  643-4668 


VIP#:  WRAP 


To  become  a  sponsor  of  this  event,  please  contact 
Andrea  D'Amato  at  (508)  490-6520  or  adamato@nww.com. 
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Business  telecom  surcharges  will  remain 
despite  widely  publicized  FCC  order.  Page  12. 


ROUTER  RACE  HEATS  UP 


It's  not  just  about  Cisco,  say  Foundry’s  Bobby 
Johnson  (far  left)  and  Juniper's  Scott  Kriens.  Page  23 


PDAs,  Web  phones  and 
palm-sized  computers  are 
embracing  Java.  PAGE  8. 
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Whetftier  your  firm 
is  Negotiating  a 
megabucks  merger 
or  is  vulnerable  to 

t 

getting  gobbled  up 
by  0  competitor, 
we'll  tell  you  How 
to  quickly  inte- 
grate  IT  systems 
so  the  new  compa¬ 
ny  can  get  on  with 
business.  Page  68. 


Can  the  EMA  come  back? 


Once  influential  messaging  industry  group  trying  to  turn  around  fortunes . 


BY  JOHN  FONTANA 

The  association  that  guided 
electronic  messaging  through 
its  formative  years  and  helped 
turn  it  into  a  business  staple  is 
now  struggling  for  survival 
and  trying  to  redefine  itself. 

The  Electronic  Messaging 
Association  (EMA),  once  the 
preeminent  messaging  indus¬ 
try  group,  is  battling  industry 
change  and  three  years  of  what 
some  call  mismanagement. The 
organization’s  annual  confer¬ 


ence  in  April  was  poorly 
attended,  and  critics  took  that 
as  a  sign  that  the  EMA  was  on 
its  deathbed. 

But  the  EMA,  which  now 
calls  itself  the  E-Business 
Forum,  says  it  is  simply  an 
organization  in  transition.  The 
Forum  is  defining  messaging’s 
role  in  e-commerce  as  mani¬ 
fest  in  technologies  such  as 
directories,  security,  supply- 
chain  management  and  Web 
services.  Some  say,  however, 
that  the  EMA  has  lost  focus 


and  won’t  survive  the  year 
unless  it  can  clearly  articulate 
See  EMA,  page  120 


Covering  developments  at 
the  seam  between  enterprise 
and  public  networks. 


Stories  this  week: 

•  New  gear  targets  speeds 
between  T-1  and  T-3. 

•  Cabletron's  Riverstone  spinoff 
aims  to  supercharge 
metropolitan-area  nets. 


New  tools  tame 
Napster  traffic 


Traffic  shapers  offer  relief  from  new  ’Net  apps. 


BY  CAROLYN  DUFFY  MARSAN 

New  traffic-shaping  devices 
promise  to  prevent  Napster 
and  similar  bandwidth  hogs 
from  overwhelming  campus 
and  corporate  networks,  an 
advancement  early  adopters 
say  will  loosen  bans  on  these 
increasingly  popular  Internet 
applications. 

Among  the  colleges  recent¬ 
ly  lifting  restrictions  to  Nap¬ 
ster  are  Plattsburgh  State  Uni¬ 
versity,  Buffalo  State  College, 
Williams  College,  College  of 
St.  Benedict  and  St.John’s  Uni¬ 
versity,  which  have  all  pur¬ 
chased  network  traffic 
shapers  to  classify  and  control 
Napster  and  other  network 
applications.  Napster  lets 
users  share  digital  music  files 


over  the  Internet. 

The  experience  colleges 
have  had  taming  Napster 
offers  an  important  lesson  to 
corporate  network  managers 
facing  similar  threats  from 
other  bandwidth-intensive 
applications  such  as  Gnutella, 
iMesh,  Freenet  and  CuteMX. 
All  these  applications  let 
users  swap  large  files  includ- 
See  Napster,  page  1 19 
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HELP  DESK 


Learn  howto  control  Napster 
and  Real  traffic  on  your  network. 


New  firewalls  emerge  by  ellen  messmer 
to  handle  what  traditional  ones  can't 

The  firewall  has  traditionally  served  as  the  sentry  between  the 
outside  world  of  the  Internet  and  the  internal  corporate  network. 
But  the  next  generation  of  firewalls  will  be  inside  the  corporate 
network's  perimeter  on  Web  servers,  PCs,  modems  and  silicon  chips. 


See  Firewalls,  page  20 


The  Quantum®  Snap  Server  is  the  ideal  solution  for  upgrading  your  network  storage.  It  offers  the 
perfect  combination  of  quick  and  easy  installation  at  prices  far  below  what  you  would  pay  for  a 
traditional  NT  server.  It’s  pre-configured  to  work  in  all  major  network  environments,  which  means 
you  really  just  plug  it  in  and  turn  it  on  -  with  no  network  downtime.  In  fact,  the  Snap  Server  is  so 
hassle-free,  it  installs  in  less  than  5  minutes!  Simply  call  1-888-343-SNAP  or  visit  our  website  at 
www.snapserver.com  for  more  information. 


Quantum 

If  it’s  important  to  you,  save  it  with  us. 


©2000  Quantum  Corporation.  All  rights  reserved.  Quantum  and  the  Quantum  logo  are  trademarks  of  Quantum  Corporation,  registered  in  the  U.S.A.  and  other  countries. 
Snap  Server  is  a  trademark  of  Quantum  Corporation.  All  other  product  names  are  trademarks  of  their  respective  companies. 
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Performance  Pentium-class  processor  with 

•  Quantum  Ultra  ATA  hard  disk  drives 

•  RAID  0,1  or  5 

!  •  Unlimited  license,  easily  supports  100  clients 

!  Compatibility  Simultaneous  support  for  Windows  95/98, 

|  2000,  NT,  NetWare,  UNIX  and  Macintosh  networks  and 

j  clients  across  TCP/IP,  IPX,  NetBEUI  and  AppleTalk 

Network  Security  Integrates 
|  with  NT  Domain  Controller  and 
i  NetWare  Bindery  servers  or  local 

^  user  list 

Price 

10GB  -  $499 

20GB  -  $999 

40GB -$1799 
120GB  -  $2999 

Guarantee  Unconditional 

30-day  money-back  guarantee 
on  all  Snap  Servers,  plus  3-year 
parts  &  labor 

fCJWf* 


www.snapserver.com 


C  2000  Loc«nt  Technologies 


stackable 

switching 

system 


the  Cajun  P330  can  do  everything  a 
modular  switch  does. ..and  can  do  it  at 

half  the  price! 

Lucent's  Cajun  P330™  can  do  multi-service 
applications  (right  out  of  the  box).  Resilient 
like  a  modular  switch  (without  the  big  price 
tag),  it  grows  right  along  with  your  business. 
So  the  more  you  need  it  to  do,  the  more  it 
can-do!  What's  more,  it's  easy  to  get  running 
(and  it  keeps  running)  without  a  big  to-do. 
Go  to  www.lucent.com/ins/can-do  (info-central 
for  special  promotions)  to  see  how  the 
Cajun  P330  stacks  up.  It's  the  stackable 
that  can-do!  it  all. 

We  make  the  things  that 
make  communications  work." 
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JUNE  5,  2  000 

8  Java  poised  to  take  off  in  the  mobile  market. 

9  Akamai  to  air  new  Web  traffic  management  service. 

10  SuperComm  sparks  a  switching  evolution. 

10  More  back-and-forth  at  the  Microsoft  trial. 

12  Business  users  left  with  few  benefits  from  FCC  decision. 
12  Foundry  enhances  load-balancing  software. 

14  Big  Blue  makes  mainframe  Linux  push. 

14  TurboLinux  to  announce  layoffs,  new  CEO. 

16  SAN  vendors  joust  over  future  of  Fibre  Channel. 

18  Nortel  opens  up  its  Open  IP  routing  software. 

19  Analysts:  Merger  is  mixed  blessing  for  Baan  users. 

122  New  York  bank  may  breathe  life  into  Iridium. 

124  Trend  Micro,  Network  Associates  settle  dispute. 


Infrastructure 

23  Juniper,  Foundry  size  up  the  router  race. 

23  Nortel  revs  up  hybrid  communications  server. 

24  CommVault  bolsters  network  back-up  package. 

24  Marathon  boosts  Windows  NT  server  performance. 

28  NaviSite,  ArrowPoint  team  for  applications  services. 

30  Dave  Kearns:  Will  Gates  cry  on  the  shoulder  of  a  TechEd  audience? 


Carriers  &  ISPs 

33  Unintended  consequences:  Antislamming  law  complicates  RB0C  mergers. 
33  Nextlink  buys  $306  million  worth  of  dark  fiber  in  Europe  from  Level  3. 

41  Daniel  Briere  and  Beth  Gage:  Web  help  for  those  buying  telecom  services. 


SPECIAL  FOCUS:  VOICE  OVER  DSL.  Early  adopters  sing  the  praises 
of  voice  over  DSL.  Page  44. 


The  success  of  a  corporate 
merger  or  acquisition  ■ 

hinges  on  the  ability  of 
IT  to  quickly  consolidate 
systems.  Here’s  what 
American  Electric  Poiver, 

Cisco  and  First  Union  Bank  do  to  ensure 

■  •. ■ 

their  companies’  deals  pay  dividends.  Page  68. 

Motivating  the  troops:  How  to  prevent  your  staff 
from  fleeing  once  they  catch  wind  of  a  pending  deal. 


VoIP  gateways:  We  looked  at  three  voice- 
over-IP  gateways,  and  the  0RCA  GX-8 
from  Nuera  Communications  was  the 
winner.  Cisco's  AS  5300  gateway  came  in  a 
close  second.  Page  77. 


Management 

Minimizing  mutiny:  Tips  for  keeping  your  IT  staff  from  jump¬ 
ing  ship  during  corporate  changes.  Page  83. 


The  Edge 


49  Tiara  forges  links  between  T-1  and  T-3  speeds. 

49  Cabletron  spinoff  aims  for  next-generation  carriers. 

Enterprise  Applications 

53  Critical  Path:  E-mail  outsourcing  plus. 

53  BindView  smooths  way  to  Windows  2000. 

54  Software  simplifies  the  process  of  establishing  Web  interactions 
54  IBM,  SAS  bolster  business-to-business  exchanges. 

58  Scott  Bradner:  Say  what  you  mean  and  mean  what  you  say. 


Technology  Update 

61  Server-side  caching  pays  off  for  e-commerce  sites  by  improving  response  times. 

62  Gearhead:  Mangled  mass  storage. 


Editorial:  Spit  out  of  the  Vortex.  Page  66. 

Chuck  Yoke:  Best  technology  is  not  always  the  best 
business  choice.  Page  67. 

Linda  Musthaler:  ASP  model  gets  high  marks.  Page  67. 

Backspin:  Crazy  and  customers:  More  chaos.  Page  126. 

'Net  Buzz:  Start-up  WebMiles  looks  to  one-up  frequent  flier 
programs.  Page  126. 


Net  Know-It-All . Page  8 

Ask  Dr.  Intranet . Page  61 

Message  Queue . Page  66 

Editorial  and  advertiser  indexes . Page  118 
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Limited  time  only:  Value  Web’s  dedicated  server  for  just  $299  a  month,  including  bandwidth. 


YOU  WANT  THE  CFO'S 
THOUGHTS  OIU  THIS? 


Look  around  if  you  want,  but  you  won’t  find  a  dedicated  server  for  less  than  this.  You  get  a  scalable  Cobalt  RaQ™  3i,  a  Web  monster 
that  can  handle  35  million  hits  a  day.  You  keep  it  at  our  ultra-secure  data  center,  connected  directly  to  the  Internet  with  fat,  redundant  OC-3 
and  T3  lines.  Yet  you  pay  just  $299  a  month  —  a  fraction  of  what  you’d  pay  to  establish  the  same  performance  and  security  on-site.  You 
also  get  your  first  month  free.  Making  this  introductory  offer  a  true  no-brainer.  Even  for  you  know  who. 


ValueWeb 

Powerful  tools  make  powerful  people. 


Free  first  month  when  you  sign  up  before  June  30, 2000. 

Call  1-800-346-1319  and  mention  offer  1438  or  visit  www.valuewebjiet/cfo-nw 


COBALT 

NFTWORKS 


ValueWeb  is  a  trademark  of  FloridaNet,  Inc.  All  other  product  names  are  trademark  of  their  respective  owners. 
©2000  FloridaNet,  Inc.  All  rights  reserved.  Referral  code:  1438 


THIS  WEEK 


ONLINE 


www.nwfusion.com 


RESEARCH 

Spider  Bytes:  The  Web's  best  tools  and  tips 

To  celebrate  the  launch  of  The  Edge,  our  new  magazine  section  and  site 
(www.nwfusion.com/edge/),  we  offer  you  this  expanded  set  of  Web  good¬ 
ies  on  optical  networking  (DocFinder:  8426): 

•  Brush  up  on  optical  networking  with  a  tutorial  from  the  WebProForum. 

•  What's  the  All-Optical  Networking  Consortium?  This  joint  effort  by  AT&T 
Labs,  MIT  and  Digital  gives  you  a  glimpse  into  the  early  days  of  optical 
networking. 

•  Find  out  how  the  military  is  using  optical  networking  with  an  ATM  twist. 

•What  are  passive  optical  networks?  Learn  how  they're  bringing 
broadband  to  the  local  loop. 

Newsletters 

From  the  "Frame  Relay"  newsletter,  DocFinder:  8427 

"There  is  a  key  difference  between  the  frame  relay  and  ATM  headers. 
Frame  relay  has  two  explicit  congestion  notification  bits:  the  FECN  and  the 
BECN  bits.  But  ATM  has  no  BECN  bit,  so  there's  no  place  to  put  frame 
relay  BECN  information  in  ATM  cells." 

Sign  up  for  this  and  other  free  e-mail  newsletters  online  at  DocFinder:  3850 
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Tracking  the  top  200  network  companies.  DocFinder:  8228 

A 

Wed.  closing 

52-week  high 

52-week  low 

STOCK 

HEX 

165.59 

200.00 

159.19 

BARNEY'S  RUBBLE 

The  best  of  the  NetFlash  daily  newsletter 

Flaw  found  in  Pretty  Good  Privacy  5.0 

Pretty  Good  Privacy  lived  up  to  its  name  as  researchers 
discovered  a  flaw  in  older  versions  that  could  expose  crypto¬ 
graphic  keys.  It's  a  good  thing  the  specification's  inventors 
turned  down  their  original  choice  for  a  name.  Amazingly 
Great  Privacy  just  doesn't  seem  to  fit.  DocFinder:  8434 

New  York  launches  online  sex  offender  registry 

Andy  Warhol  once  said  everyone  would  be  famous  for 
15  minutes.  But  if  you're  a  sex  offender  living  in  New  York 
state,  you'll  be  well-known  for  a  lot  longer  than  that.  Your 
face  and  address  will  be  plastered  all  over  the  Internet. 

DocFinder:  8435 

MSN  browser  requires  a  commitment 

Do  you  love  Microsoft  and  everything  it  does?  If  so.  The 
Microsoft  Network  (MSN)  is  a  dream  come  true.  First,  in 
order  to  use  the  updated  client,  you  have  to  sign  up  for 
Microsoft  HotMail.  Then  you  download  Microsoft's  Internet 
Explorer.  Once  inside,  you'll  see  links  to  Microsoft  Mes¬ 
senger  (instant  messaging),  Windows  Media  Player  and 
Microsoft  Money  Central.  Need  a  car?  Microsoft's  CarPoint 
is  right  at  your  service.  Want  a  little  unbiased  news?  MSNBC 
is  at  the  ready.  I  doubt  if  this  is  Judge  Thomas  Penfield 
Jackson's  favorite  online  service.  DocFinder:  8436 

IBM  laying  off  around  1,000  U.S.  services  staff 

Big  companies  can  be  so  bizarre.  IBM  announced  it  is  lay¬ 
ing  off  1,000  people  in  its  services  division,  while  at  the  same 
time  the  company  wants  to  hire  15,000  to  20,000  folks  for  the 
same  division.  What  a  way  to  crush  an  ego.  DocFinder:  8437 

—  Doug  Barney,  executive  editor,  news 

Sign  up  for  this  e-mail  newsletter  online.  DocFinder:  3850 


FORUMS 

"We  use  a  whole  slew  of  operating  systems. 
NetWare  and  Unix  [have  their]  place  for  sure,  but 
the  average  user  would  fall  down  with  convulsions 
and  froth  at  the  mouth  were  we  to  install  NetWare, 
Unix  or  any  non-Microsoft  software  on  their  work¬ 
stations.  Microsoft  apps  work  best  with  Microsoft 
servers.  Period." 

—  from  “Unix  is  King”  forum.  DocFinder:  8428 


COLUMNISTS 
View  from  The  Edge 

Beware  of  service  provider  camouflage 

Service  providers  often  want  to  mask  their  choice  of  ATM, 
frame  relay,  pure  IP  or  Ethernet-based  carrier-edge  devices 
behind  the  generic  term  "bundled  services."  But  what  they 
choose  and  how  well  they  interoperate  will  be  critical  to  their 
success.  DocFinder:  8429 

Compendium 

Stuff  you  need  to  know 

Want  a  snazzy  presentation  or  a  jazzed-up  trade-show  demon¬ 
stration?  Hire  Newt  Gingrich.  Also  find  out  what  Elian's 
favorite  NIC  is.  DocFinder:  8430 

Help  Desk 

Ordering  DSL 

Problem:  A  reader  wants  to  connect  several  warehouses  around 
the  country  to  the  corporate  network  using  DSL.  DocFinder:  8431 


What  is  DocFinder? 


We've  made  it  easy  to  access  articles  and  resources  online.  Simply  enter  the  four-digit  DocFinder 
number  in  the  search  box  on  the  home  page,  and  you'll  jump  directly  to  the  requested  info. 
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Lucent  grabs  optical  start-up 

Lucent  last  week  ponied  up  $4.5  billion 
worth  of  its  shares  to  purchase  Chromatis 
Networks,  a  start-up  provider  of  metro¬ 
politan-area  optical  networking  switches. 
Lucent  already  has  optical  switching  systems 
for  carrier  trunking  between  local  and  long¬ 
distance  central  offices.  But  it  needed  a  fam¬ 
ily  of  optical  switches  that  service  providers 
could  place  at  customer  locations  to  multi¬ 
plex  voice,  data  and  video  streams  onto  high¬ 
speed  local  fiber.  Chromatis'  products,  which 
are  just  hitting  the  market,  feature  technol¬ 
ogy  called  selective  wave  division  multiplex¬ 
ing  (SWDM),  which  lets  service  providers 
turn  on  additional  optical  wavelengths  only 
when  and  where  needed.  Lucent  officials  say 
they  chose  Chromatis  over  several  other 
start-ups  because  its  SWDM  and  other 
money-saving  features  are  attractive  to  new 
service  providers  with  limited  capital  that 
hope  to  bring  broadband  services  to  the 
enterprise  network  market. 


State  law  targets  virus  makers 

Pennsylvania  lawmakers  apparently  have 
had  their  fill  of  computer  viruses.  Gov.  Tom 
Ridge  recently  signed  into  law  a  bill  that  calls 

for  prison  terms  of 
up  to  seven  years 
and  a  $15,000  fine 
for  those  convicted 
of  intentionally 
spreading  a  com¬ 
puter  virus.  In  addi¬ 
tion,  those  con¬ 
victed  will  also  be 
required  to  pay 
restitution.  The  bill  was  written  last  year  at 
about  the  time  the  Melissa  virus  was  causing 
problems,  but  the  measure’s  sponsors  say  it 
wasn’t  a  direct  response  to  that  episode.  The 
law  is  scheduled  to  take  effect  next  month. 


moderate  view  that  ultimately  will  be  a 
change  for  the  better,  according  to  Mitch 
Kapor,  who  founded  Lotus  and  the  nonprofit 
Electronic  Frontier  Foundation.  “I  think 
we  re  at  a  particularly  important  moment 
now  in  the  evolution  of  the  Internet,”  Kapor 
said  during  the  opening  keynote  speech  at 
the  biannual  Harvard 
Internet  &  Society 
conference  last  week. 

The  “retreat  from  a 
kind  of  giddy  eupho¬ 
ria"  is  occurring  as  a 
consequence  of  the 
recent  correction  on 
the  technology-heavy 
Nasdaq  stock  market, 

Kapor  said.  One  effect 
has  been  that  the  free 
flow  of  funding  for 
start-up  technology- 
related  companies  has 
slowed.  But  Kapor 
thinks  the  current  state  of  affairs  is  an 
improvement  on  the  ’Net’s  heady  past 
because  businesses  that  have  actual  business 
models  and  can  “make  money  rather  than 
just  chase  dreams”  will  now  be  the  ones  that 
obtain  funding  from  venture  capitalists. 

A  win  for  Transmeta,  Linux 

Fledgling  processor  makerTransmeta  said 
last  week  that  Gateway  2000  will  use  its 
Crusoe  chips  and  Mobile  Linux  operating 
system  in  Internet  appliances  the  company 
is  developing  with  AOL.  Gateway  and  AOL 
will  put  Crusoe  processors  and  Mobile 
Linux  in  two  appliances  that  are  designed  to 
give  customers  convenient  access  to  the 
Internet. The  first  is  expected  to  ship  before 
the  holiday  shopping  season,  with  the  other 
following  early  next  year.  The  appliances  are 
expected  to  cost  less  than  $500. 


Mitch  Kapor:  Reality 
has  overtaken  some 
of  the  hype  sur¬ 
rounding  the  'Net. 


Trade  negotiators  find  "safe  harbor" 

The  European  privacy  laws  of  1998  that 
put  stringent  requirements  on  protection  of 
personal  data  have  been  a  bone  of 
contention  between  the  U.S.  and  Europe, 
threatening  to  disrupt  trade  relations  as 
Europe  demanded  that  the  U.S.  adopt  equiva¬ 
lent  privacy  laws  for  data.  Last  week,  how¬ 
ever,  the  European  Commission  took  a  major 
step  toward  easing  the  tension  by  voting  to 
approve  the  “safe  harbor  agreement”  negoti¬ 
ated  by  U.S.  and  European  officials  more  than 
a  year  ago.  Ihat  agreement  would  give  U.S. 
multinational  firms  a  voluntary  set  of  guide¬ 
lines  on  how  to  manage  data  about  European 
citizens  stored  in  databases  here.  The 
European  Parliament  is  expected  to  vote  later 
this  month  on  the  safe-harbor  agreement. 

Kapor  lauds  "retreat"  from  "euphoria" 

The  early  hype  surrounding  the  Internet 
and  dot-com  mania  is  giving  way  to  a  more 


IBM  forms  e-comm  alliance 

IBM  last  week  linked  up  with  eight 
Internet  services  companies  to  create  a 
global,  mobile  e-commerce  alliance  designed 
to  help  businesses  develop  wireless  content 
and  services  for  mobile  phones,  personal  dig¬ 
ital  assistants  and  Internet  appliances.  The 
eight  vendors  are  Agency.com,  answerthink, 
Luminant  Worldwide,  Organic,  Rare  Medium, 
Razorfish,  R/GA  Interactive  and  US 
Interactive. 

In  exchange  for  support  from  IBM,  the 
companies  will  create  a  percentage  of 
their  wireless  Web  software  and  services 
on  IBM  middleware.  The  percentage  was 
not  specified  in  a  written  statement  from 
IBM.  The  companies  will  also  conduct 
training,  joint  marketing  and  business 
development  programs.  The  initiative  is 
part  of  IBM’s  ongoing  effort  to  work 
with  other  vendors  that  agree  to  use  IBM 
technology. 


Java  poised  to  take  on 
greater  mobile  apps  role 


Java  2  Micro  Edition  to  be  on  display  at  JavaOne. 


BY  JOHN  cox 

SAN  FRANCISCO  —  At  this 
week’s  JavaOne  show,  Sun 
will  attempt  to  focus  the 
attention  of  some  40,000  pro¬ 
grammers  on  the  latest  tech¬ 
nologies  for  building  Java- 
based  applications  that  run 
on  mobile  devices. 

Sun  and  other  firms  see 
Java  as  the  ideal  technology 
for  building  a  new  breed  of 
Web-based  business  applica¬ 
tions  that  can  be  extended  to 
users  of  personal  digital  assis¬ 
tants  (PDA),  handheld  com¬ 
puters  and  cell  phones. 

Java  jives 

The  reason  is  simple. 
“Because  of  all  the  different 
sizes  and  shapes  of  these 
devices  and  the  different 
operating  systems,  the  quick¬ 
est  way  to  deploy  business 
applications  on  them  is  to 
write  them  in  Java,”  says  Larry 
Roshfeld,  a  senior  vice  presi¬ 
dent  at  Aether  Systems,  a 
wireless  integrator  in  Owings 
Mills,  Md.  “Java  makes  even 
more  sense  in  a  highly  frag¬ 
mented  market  than  in  a 
homogenous  market.” 

Despite  unstable  early 
code,  limited  network  con¬ 
nectivity  and  other  shortcom- 


Net  Know-It-All 


for  the  answer  to  this  week's  question  and 
more  net  trivia,  visit  Network  World 
Fusion  and  enter  2349  in  the  Search  box. 


This  week's  question 


j  What  company  topped 
the  most  recent 
Network  World  200, 
which  ranked  the 
leading  network 
industry  companies 
based  on  1999  revenue? 


www.nwfusioii.cam 


ings  in  Java,  some  of  the  earli¬ 
est  programmers  working 
with  a  new  version  of  Java  for 
handheld  devices  —  Java  2 
Micro  Edition  (J2ME)  — 
remain  enthusiastic. 

JavaOne 


“What  Java  brings  to  the 
table  for  users  is  interesting 
network  applications  [on 
handheld  devices] ,”  says  Frank 
Greco,  CEO  of  CrossRoads 
Technologies,  a  New  York 
development  company.  “For 
developers,  it  brings  many, 
many  potential  customers.” 

Motorola  is  among  the 
device  makers  hoping  to 
exploit  Java’s  capabilities.  At 
JavaOne,  one  company’s 
semiconductor  business  will 
demonstrate  a  Java  version  of 
the  company’s  iDEN  handset, 
which  is  dubbed  Condor  and 
is  slated  for  availability  later 
this  year.  What  Motorola 
wanted  for  the  phone  was 
applications. 

“Java  will  bring  to  the  wire¬ 
less  handset  an  enormous 
amount  of  flexibility  because 
of  its  programmability,”  says 
Anne  Marie  Larkin,  a  vice 
president  with  Motorola’s 
wireless  software  group.  By 
mid-2001,  Motorola  plans  to 
be  shipping  a  line  of  Java- 
based  personal  cellular 
devices  for  games  and  other 
interactive  entertainment 
applications. 

Because  there  are  so  many 
types  of  handheld  devices, 
hardware  manufacturers  and 
software  developers  have 
been  pressuring  Sun  to  create 
a  Java  structure  that’s  flexible 
and  adaptable. 

J2ME  is  designed  now  as 
core  code,  on  top  of  which 
are  added  specialized  fea¬ 
tures  and  APIs.  J2ME  has  at 
least  two  virtual  machines, 
the  more  complete  one  for 
somewhat  larger  devices 
such  as  Nokia’s  Commu¬ 
nicator  line  of  handsets, 
which  blend  a  cell  phone  and 
a  computer.  The  second  vir- 
See  Java,  page  122 
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Akamai  rolls  out  traffic  management  services 


BY  DENISE  PAPPALARDO 


CAMBRIDGE,  MASS.  —  Akamai  is 
launching  a  service  this  week  that  will 
let  business  users  better  manage  their 
global  Web  site  content. 

FirstPoint,  Akamai’s  global  traffic 
management  service,  is  designed  for 
businesses  that  have  multiple  Web 
servers  on  the  Internet.  The  service  is 
designed  to  route  end-user  requests 
over  the  ’Net  to  the  least  busy  server 
hosting  the  desired  content. 

The  service  differs  from  content  dis¬ 
tribution  packages  such  as  Akamai’s 
flagship  FreeFlow  offering.  FreeFlow 
caches  Web  site  content  on  servers  at 
the  edge  of  the  Internet  and  directs 


Akamai  offers  traffic 
management 


Akamai's  latest  service,  FirstPoint, 
includes  features  such  as: 


•  Proactive  measurement  and  mapping  of 
Internet  and  Web  server  performance, 
including  packet  loss  and  latency. 


•  Automatic  detection  of  the  most  optimal 
Web  site  for  each  end-user  request. 


-  Ability  to  recognize  congested  Web  servers 
and  reroute  traffic  accordingly. 


Fully  managed,  24-7  service. 


users  to  the  geographically  closest 
cache  servers.  FirstPoint  uses  propri¬ 
etary  software  algorithms  to  determine 
which  server  will  offer  end  users  the 
fastest  access  to  cached  material. 

Akamai  has  deployed  “agents” 
throughout  its  network  that  look  for 
outages,  congestion  and  latency,  says 
Amy  Swotinsky,  product  manager  at 
Akamai.  After  Akamai’s  FirstPoint  sys¬ 
tem  analyzes  the  data  the  agents  have 
collected,  the  system  creates  network 
maps  that  are  used  to  direct  each 
request  for  content  to  the  most  opti¬ 
mal  server,  Swotinsky  says.  These 
network  maps  can  be  updated  every 
10  seconds. 

Ticketmaster  Online-CitySearch  has 
been  testing  Akamai’s  FirstPoint  service 
for  about  two  months  and  has  noted 
performance  improvements  and  faster 
download  times,  says  Sean  Moriarty, 
vice  president  of  Internet  systems  at 
the  company.  “We  plan  to  integrate  the 
service  across  all  of  the  Web  sites,  but 
we  will  still  be  exercising  due  diligence 
as  far  as  continued  testing  because  the 
service  is  so  new.  But  we  are  very 
impressed  with  the  results  so  far,” 
Moriarty  says. 

FirstPoint  does  have  competition. 
Speedera  Networks  launched  a  similar 


service  last  month  called  Global  Traffic 
Management.  Speedera’s  service  also 
automatically  routes  end  users  to  the 
closest,  best  performing  content  server. 


However,  one  of  the  biggest  differ¬ 
ences  between  Speedera’s  service  and 
Akamai’s  is  the  price.  Speedera’s  service 
is  $3,500  per  site  per  month.  Akamai’s 


service  is  $5,500  per  site  per  month. 

The  reason  for  the  difference  in  price 
could  be  related  to  size:  Speedera’s  net¬ 
work  comprises  30  locations  today 
(with  100  planned  for  year-end),  while 
Akamai’s  network  is  already  collocated 
with  more  than  160  ISPs. 

Akamai:  www.akamai.com 


“Give  me  one  good  reason 
to  build  my  metro  networks 
with  Anritsu’s 
MultiFlow 5000  Switch." 


LinkingVty 

the 

World  // 

U//y 


We  can  do 
better  than  that. 


1.  LAN,  MAN,  WAN  connectivity  in  one. 

2.  Layer  2/3/4  switching  at  wire  speed. 

3.  OC-48,  available  now. 

4.  Gigabit  Ethernet— 1000BASE-T/SX/LX. 
5. 100BASE-TX/FX. 

6.  IP,  IPX  and  AppleTalk  routing. 

7  ■  ATM  0C-3  andV.35. 

8.  Full  hardware  redundancy. 

9.  Operation  over  DWDM. 

10  ■  Load  balancing  and  link  aggregation. 

11  ■  IPsecVPNs. 

12  ■  QoS  traffic  prioritization. 

13  .  RIP  and  0SPF. 

14.  4  models,  one  for  any  size  network. 

15  ■  Up  to  32  Gigabit  Ethernet  ports. 

16  ■  Web-based  management. 

17  ■  Its  built  by  Anritsu. 

18  ■  It’s  supported  by  Anritsu. 

It’s  got  Anritsu’s  flexible  leasing. 

It’s  priced  lower  than  you  know  who. 


19. 

20. 


Now  you  have  an  alternative  for  delivering  data  around  town  and 
around  the  world.  The  MultiFlow  5000  from  Anritsu.  No  one  else 
puts  so  much  connectivity,  performance  and  support  together  so 
affordably.  And  because  Anritsu  is  a  billion-dollar-strong  supplier 
to  80%  of  the  telecom  industry,  you  know  it’s  reliable.  So  visit 
www.us.anritsu.com.  Or  call  1-800- ANRITSU  today. 


Please  see  us  at 
Supercomm  2000  Booth  #6423 


/inritsu 


MultiFlow  5000 
Multilayer  Switch 


MultiFlow  5128 
12-slot  chassis. 

128  Fast  Ethernet  or  32  Gigabit  ports. 


MultiFlow  5064 
8-slot  chassis. 

64  Fast  Ethernet  or  16  Gigabit  ports. 


MultiFlow  5048 

Standalone  with  32  Fast  Ethernet  ♦ 
2  Gigabit  ports.  2  expansion  slots. 


MultiFlow  5024 

Standalone  with  24  Fast  Ethernet  + 
2  Gigabit  ports. 


Multilayer  Switching 


©2000  Anritsu  Company  MultiFlow  is  a  trademark  of  Anntsu  Company 
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Me w  gear  paves  way  for  converged  services 


BY  TIM  GREENE 

ATLANTA  —  SuperComm 
2000  this  week  will  feature  new 
gear  to  enable  streamlined 
packages  of  network  services 
for  enterprise  customers. 

Key  among  the  new  equip¬ 
ment  are  switches  that  handle 
voice  and  data,  making  it  less 
expensive  and  faster  for  service 
providers  to  provision  new  ser¬ 
vices.  Customers  of  such  pro¬ 
viders  wind  up  with  more  flex¬ 
ible  voice,  video,  data  and  Inter¬ 
net  services  that  they  can  buy 
from  a  single  carrier. 

Newcomers  Oresis  Commu¬ 
nications  and  Telica  as  well  as 


veteran  player  General  Data- 
Comm  (GDC)  will  wheel  out 
switches  that  will  let  upstart 
carriers  jump  into  local  markets 
and  give  established  local  carri¬ 
ers  tools  to  migrate  to  cheaper, 
more  efficient  nets. 

Telica  will  announce  a  plan 
to  package  its  multiservice 
switches  with  Redback  Net¬ 
works’  gear,  wltich  manages  the 
services  customers  buy  from 
service  providers.  That  combi¬ 
nation  will  enable  voice  and 
data  services  to  be  delivered 
over  a  single  line,  and  traffic  to 
be  sorted  at  the  edge  of  the  car¬ 
rier  network  and  switched  into 
carrier  voice  or  data  backbones. 


Oresis  will  unveil  its  first 
product,  the  Isis-700  Integrated 
OmniService  switch,  which  the 
company  says  will  cut  carrier 
edge-switch  costs  in  half  and 
cut  provisioning  times  tor  new 
services  to  hours  rather  than 
weeks.  Oresis  will  then  demon¬ 
strate  the  Isis-700  simulta¬ 
neously  handling  voice  and 
video  circuits,  as  well  as  frame 
relay,  ATM  and  IP  traffic. 

GDC  will  announce  it’s  team¬ 
ing  with  Taqua  Systems  to  en¬ 
able  voice,  video  and  data 


switching  using  GDC’s  NexEra 
packet  voice  and  data  gateways 
to  take  packet  traffic  and  trans¬ 
late  it  into  traditional  voice  traf- 
fic.Then  Taqua  s  Open  Compact 
Exchange  local  access  switch 
would  route  voice  traffic  toward 
traditional  voice  networks. 

Tellabs  also  will  introduce  a 
new  line  of  switches  that  can 
handle  local  traffic  or  trunking 
between  carrier  offices. 

Carrier  Broadwing  will  intro¬ 
duce  local  voice  services  that  it 
will  support  using  switches 
located  hundreds  of  miles  from 
the  customer.  Customers  will 


More  on  the  show, 
page  124. 


be  able  to  buy  bundles  of  local 
and  long-distance  voice  ser¬ 
vices  as  well  as  data  and 
Internet  access.  Rather  than 
installing  local  phone  switches 
in  each  city  where  it  offers  ser¬ 
vice,  the  carrier  will  use  a 
switch  extension  that  draws 
some  of  its  features  from  a  com¬ 
plete  local  switch  in  Cincinnati, 
the  company  says.  That  archi¬ 
tecture  saves  money. 

Also  making  a  move  on  local 
services  networks  is  net.com, 
previously  N.E.T.,  to  go  with  its 
new  mission:  building  service- 
creation  equipment  for  broad¬ 
band  networks.  The  company's 
gear  will  let  carriers  add  content 
such  as  network-based  applica¬ 
tions  to  broadband  access  ser¬ 
vices.  It  will  introduce  its  first 
new  product  since  its  name 
change.That  device,  Scream200, 
is  a  hardware  platform  to  sup¬ 
port  voice  over  DSL.  B 


Microsoft  not  budging  on  antitrust  case 


BY  JAMES  NICCOLAI 

Microsoft  last  Wednesday 
issued  what  the  company 
thought  would  be  its  final 
response  to  the  U.S.  govern¬ 
ment's  proposal  to  split  the  soft¬ 
ware  titan  into  two  separate 
companies,  paving  the  way  for 
District  Court  Judge  Thomas 
Penfield  Jackson  to  issue  a  final 
ruling  in  the  case  at  any  time. 

But  last  Thursday,  Jackson 
gave  the  U.S.  Department  of 
Justice  and  the  states  that  have 
sued  Microsoft  for  antitrust  vio¬ 
lations  until  today  to  file  addi¬ 
tional  comments  on  Microsoft’s 
latest  brief. 

Jackson  said  Microsoft  would 
then  have  until  June  7  to  file  a 
response  to  the  government’s 
comments. 

In  its  court  filing  last  week, 
Microsoft  repeated  its  criticism 
that  the  government’s  proposal 
to  break  up  the  company  is 
extreme  and  out  of  proportion 
to  the  judge’s  findings.  The  soft¬ 
ware  vendor  offered  a  detailed 
critique  of  the  government’s 
proposal,  in  which  it  addresses 
for  the  first  time  the  logistical 
and  economic  realities  that 
such  a  move  would  entail. 

Highlighting  the  complexi¬ 
ties  of  dividing  a  giant,  global 
corporation  that  has  sub¬ 
sidiaries  in  75  countries,  Mic¬ 
rosoft  asked  Judge  Jackson  to 
grant  it  one  year  to  submit  a 
detailed  proposal  of  the  steps 
the  company  would  take  to 


Judge  Jackson:  Decides  govern¬ 
ment  should  take  closer  look  at 
Microsoft  response. 


divide  itself  in  two.  The  Justice 
Department’s  proposal  submit¬ 
ted  last  week  allowed  four 
months  for  Microsoft  to  pull 
such  a  plan  together. 

The  company  criticized 
what  it  referred  to  as  a  “glaring 
omission”  in  the  Justice  Depart¬ 
ment’s  breakup  proposal  —  its 
failure  to  provide  a  clear  defini¬ 
tion  of  what  constitutes  an 
internet  browser.”  The  defini¬ 
tion  is  crucial,  Microsoft 
argued,  because  the  govern¬ 
ment  has  asked  the  court  to 
limit  how  the  operating  sys¬ 
tems  side  of  Microsoft’s  busi¬ 
ness  can  develop  the  product. 

The  filing  also  addressed  gov¬ 
ernment  criticisms  of  Micro¬ 
soft’s  last-minute  “offer  of 


proof”  submitted  last  week,  in 
which  it  listed  evidence  and 
witnesses  (such  as  Compaq 
CEO  Michael  Capellas)  that 
Microsoft  would  have  present¬ 
ed  had  it  been  given  more  time 
to  argue  against  the  breakup. 

The  Justice  Department  last 
week  called  the  submission  “a 
cynical  ploy  calculated  to  raise 
diversionary7  issues  on  appeal,” 
and  criticized  Microsoft  for  not 
submitting  it  earlier.  Microsoft 
said  the  offer  of  proof  had  been 
prepared  for  use  only  if  Judge 
Jackson  chose  to  terminate  the 
remedies  phase  of  the  trial 
without  further  hearings.  No 
appropriate  occasion  had 
arisen  earlier  to  submit  the  fil¬ 
ing,  the  company  added. 

Jackson,  in  his  final  ruling,  is 
anticipated  to  side  with  the  gov¬ 
ernment’s  request  that  Micro¬ 
soft  be  broken  up.  Microsoft  has 
vowed  to  appeal  the  decision,  a 
process  that  could  delay  any 
structural  changes  for  months 
or  even  years.  The  government 
has  recommended  that  certain 
behavioral  restrictions  be  ap¬ 
plied  in  the  meantime. 

Niccolai  is  a  senior  editor 
with  IDG  News  Service  in  San 
Francisco. 


More  on  Microsoft 
and  its  legal 
issues  with  Sun. 
Rage  54. 


Device  stretches  Gig  Ethernet 


BY  PHIL  HOCHMUTH 

BOTHELL,  WASH.  —  Allied 
Telesyn  this  week  will  an¬ 
nounce  a  device  that  can 
stretch  the  range  of  Gigabit 
Ethernet  connections  over 
multimode  fiber  up  to 
2  kilometers. 

The  new  stand-alone, 
modem-sized  device,  the  AT- 
EX1001SC/GM1  Gigabit  Ether¬ 
net  extender,  could  be  helpful 
to  enterprise  network  archi¬ 
tects  who  have  balked  at  the 
use  of  Gigabit  Ethernet  for 
long-distance  networking  — 
such  as  linking  branch-office 
LANs  together,  or  as  a  WAN 
communications  technology. 

In  the  past,  users  have  had 
to  replace  multimode  fiber¬ 
optic  cables  with  more  costly 
single-mode  fiber  to  use 
Gigabit  Ethernet  as  a  long- 
haul  medium. 

The  AT-EX 1001 SC/GM 1 
can  be  used  to  connect  two 
Gigabit  Ethernet  devices  over 
multimode  fiber  at  a  distance 
of  up  to  2  kilometers  —  four 
times  the  500-meter  limit  of 
standard  IEEE  802. 3z  Gigabit 
Ethernet  over  multimode 
fiber. 

The  device  requires  no  man¬ 
agement  software  and  can  plug 
in  to  standard  Gigabit  Ethernet 
switches,  routers  or  network 
interface  cards. 

“Customers,  such  as  banks 


or  insurance  companies, 
who’ve  deployed  FDDI  may 
want  to  deploy  Gigabit  Ether¬ 
net,  but  they  don’t  want  to  rip 
out  all  their  multimode  fiber  to 
do  so,”  says  James  Mustarde, 
director  of  marketing  for  Allied 
Telesyn. 

By  letting  customers  keep 
their  existing  wiring  infrastruc¬ 
tures,  Mustarde  says  Allied 
Telesyn’s  product  provides  “an 
almost  transparent  transition  to 
Gigabit  Ethernet.” 

Devices  that  can  extend 
Gigabit  Ethernet  range  will 
become  more  valuable  to  users 
as  Gigabit  Ethernet  becomes 
more  commonly  employed  to 
connect  LANs  together  over 
long  distances  and  even  as  a 
WAN  platform. 

Worldwide  shipments  of 
Gigabit  Ethernet  switch  ports 
were  up  more  than  500%  last 
year,  according  to  IDC,  in 
Framingham  Mass. 

The  AT-EX  1001  SC/GM  1  Gig¬ 
abit  Ethernet  extender  will  be 
available  later  this  month.  It 
will  sell  for  $3,000. 

Allied  Telesyn:  www.allied 
telesyn.com 


High-Speed  LANs 

Subscribe  to  our 
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DB2®  Universal  Database™  integrates  business  intelligence  capabilities 
others  leave  out,  helping  you  consolidate  online  customer  data  with  every¬ 
thing  else  that’s  going  on  in  your  business. To  see  how  DB2  helps  make  all  your  systems  smarter, 
visit  www.ibm.com/software/soul/smarter 


News 

FCC  order  won't  reduce  business  telecom  surcharges 


In  fact,  businesses  m  ight  even  see  a  new  surcharge  added  to  their  bills. 


Complexity  continues  to  reign 

While  monthly  surcharges  are  being  consolidated  on  residential 
telephone  bills,  multiline  business  locationswill  continue  to 
see  multiple  surcharges: 

•  Primary  Interexchange  Carrier  Charge  (PICC): 

$4.31  per  line* 

•  Subscriber  Line  Charge  (SLC): 

$9  per  line* 

•  Universal  Service  Surcharge: 

To  be  determined  by  each  carrier  under  a  new  FCC  formula. 

“These  are  price  caps;  may  be  less  in  some  areas. 

SOURCE;  FCC,  WASHINGTON,  D.C. 


BY  DAVID  ROHDE 

WASHINGTON,  D.C.  —  Don’t 
look  for  any  of  the  annoying 
surcharges  on  your  company’s 
telephone  bill  to  go  away  any¬ 
time  soon,  despite  a  widely  pub¬ 
licized  order  by  the  Federal 
Communications  Commission 
to  reduce  users’  costs. 

The  FCC  last  week  changed 
the  system  of  collecting  money 
to  assure  universal  service  by 
adopting  a  proposal  from  six 
large  carriers  to  consolidate 
several  current  charges  on  resi¬ 
dential  users’  phone  bills  into 
one  slightly  lower  fee. 

But  business  users  —  except 
those  who  happen  to  be  at 
locations  with  only  one  phone 


line,  an  increasing  rarity  in  the 
Internet  age  —  will  see  their 
current  surcharges  remain,  and 
may  even  face  a  new  one  in 
coming  months. 

Under  the  FCC  order,  busi¬ 
ness  users  will  continue  to  pay 
—  as  they  have  since  AT&T’s 
breakup  in  1984  —  a  per-line 
fee  called  the  Subscriber  Line 
Charge  (SLC).That  fee  has  been 
creeping  up  during  the  years 
and  now  stands  at  a  maximum 
of  $9  per  month. 

Business  users  will  also  con¬ 
tinue  to  pay  the  Primary  Inter¬ 
exchange  Carrier  Charge 
(PICC),  a  controversial  charge 
that  arose  after  the  FCC  ex¬ 
panded  universal  service  cover¬ 
age  following  the  Telecom¬ 


munications  Act  of  1996. 

The  PICC  is  technically  a 
charge  levied  by  local  carriers 


on  whichever  long-distance 
carrier  a  user  selects  as  the  pre¬ 
subscribed  carrier  for  each 


Foundry  enhances  its  load-balancing  software 


BY  JIM  DUFFY 

SAN  JOSE  —  Last  week. 
Foundry  Networks  an¬ 
nounced  a  new  version  of  its 
content-switching  software 
that  is  designed  to  let  users 
build  more  secure  and  man¬ 
ageable  server  load-balancing 
environments. 

Foundry’s  Internet  Iron- 
Ware  7.0  runs  on  the  compa¬ 
ny’s  Serverlron  line  of  Internet 


traffic  and  content  manage¬ 
ment  switches.  The  software  is 
designed  to  improve  the  func¬ 
tion  of  these  switches  in  enter¬ 
prise,  e-commerce  and  ISP 
sites. 

Server  load  balancing  and 
Web  switching  is  an  increas¬ 
ingly  hot  market  thanks  to  the 
precision  with  which  the 
switches  can  steer  high  vol¬ 
umes  of  ’Net  traffic.  Cisco 
recently  bought  Web  switch 
maker  ArrowPoint  for 
$6  billion,  and  several 
large  vendors  have  part¬ 
nered  with  F5  for  load¬ 
balancing  technology. 

Analysts  say  Found¬ 
ry’s  Internet  Ironware 
7.0  software  enhances 
current  security  and 
management  features 
of  the  Serverlron 
switches  and  fills  gaps. 

“There’s  a  bunch  of 
vendors  in  the  market 
and  none  of  them  have 
a  tendency  to  get  three 
or  six  months  ahead  of 
anybody  else  in  terms 
of  features,”  says  Mark 
Hoover,  president  of 
Acuitive,  a  market 
research  and  consult¬ 
ing  firm.  “At  any  point, 
you  can  point  to  a  ven¬ 
dor  and  say,  ‘Here’s 


something  that  nobody  else 
has,  and  here  are  some  tilings 
that  are  missing  that  other 
people  have.’  ” 

Among  the  new  features  in 
the  system’sJntemet  Ironware 
7.0  operating  system  is  multi¬ 
zone  firewall  load  balancing, 
which  lets  users  deploy  Web 
servers  in  previously  unsecured 
areas.The  software  also  features 
enhanced  network  address 
translation  support,  which 
is  intended  to  preserve  IP 
addresses  and  improve  security 
for  intranets  and  server  farms. 

Security  has  been  an  issue 
with  Serverlrons.  Earlier  this 
year,  Foundry  issued  a  fix  after 
a  Bugtraq  posting  stated  the 
firm’s  TCP/IP  implementation 
made  Serverlron  switches  sus¬ 
ceptible  to  denial-of-service 
attacks.  No  users  were  affected 
by  the  glitch,  Foundry  says. 

To  help  ensure  that  security 
never  again  becomes  an  issue, 
Foundry'  has  added  a  feature 
called  Secure  Shell  to  Internet 
Ironware  7.0.  Secure  Shell 
access  enables  secure  remote 
management  of  Serverlron 
switches,  Foundry  says. 

Version  7.0  also  has  a  fea¬ 
ture  called  Slow  Start  that  lets 
users  add  servers  to  the  load¬ 
balancing  pool  online.  The 
software  also  enhances  the 


“content  awareness”  of  Server- 
Irons  so  they  can  perform 
detailed  content  health  checks 
on  Web  servers,  and  switch 
Web  traffic  based  on  URLs  and 
cookies  at  the  same  time. 

Lastly,  Internet  Ironware  7.0 
lets  users  configure  preferen¬ 
tial  intranet  server  sites  for  dif¬ 
ferent  branch  offices.  This  is  a 
specific  enhancement  for 
companies  performing  server 


Foundry  CEO 
Bobby  Johnson's 
take  on  the  cur¬ 
rent  router  race. 
Page  23. 


load  balancing  on  a  global 
basis. 

“Foundry  is  especially 
strong  in  what  they  call  global 
load  balancing,”  Acuitive’s 
Hoover  says.  “The  flexibility 
they  give  you  in  terms  of 
deciding  which  subsets  of  the 
features  to  use  and  how  they 
relate  to  one  another  is  a  little 
bit  better”  than  competitive 
offerings. 

Internet  Ironware  7.0  is 
available  free  to  all  new  and 
existing  Foundry  Serverlron 
customers. 

Foundry:  www.  foundry  net 
works.com 


You  IronWare  it  well 

Features  of  Foundry's  Internet 

IronWare  7.0: 

•  Multizone  firewall  load  balancing  for 
enhanced  security. 

•  Enhanced  Network  Address  Translation 
support. 

•  Secure  Shell  access,  which  enables  secure 
remote  management  of  Serverlron 
switches. 

•  Slow  Start,  which  enables  servers  to  be 
added  to  the  load-balancing  pool  online. 

•  Enhanced  ability  to  perform  content  health 
checks  on  Web  servers,  and  to  switch  Web 
traffic  based  on  URLs  and  cookies  at  the 
same  time. 

•  Affinity-based  site  selection  in  global 
server  load  balancing,  which  lets 
enterprise  users  configure  preferential 
intranet  sites  for  different  branch  offices. 


line.  But  in  practice  it  is  almost 
always  passed  along  by  the 
chosen  long-distance  carrier  to 
the  user  as  a  billing  line  item. 
The  PICC  is  the  main  charge 
the  FCC  is  eliminating  for  resi¬ 
dential  users. 

File  agency  said  the  PICC 
might  be  eliminated  down  the 
road  for  business  users,  too.  But 
frustrated  representatives  of  the 
business  community  accused 
the  FCC  of  try  ing  to  hide  the 
impact  of  its  decision,  especially 
after  the  agency  unexpectedly 
released  its  order  with  a  glow¬ 
ing  announcement  about  omit¬ 
ting  the  business  user  charges, 
instead  of  scheduling  a  meeting 
for  the  usual  public  vote  of  the 
five  commissioners. 

“They  put  a  wonderful  spin 
on  it,”  says  James  Blaszak,  attor¬ 
ney  for  the  ad  hoc  Tele¬ 
communications  Users  Com¬ 
mittee,  a  group  of  about  20 
large  corporations.  “You’d  think 
they  were  in  the  political  con¬ 
sulting  business.” 

Blaszak  noted  that  the  FCC 
soft-pedaled  another  part  of  the 
order,  which  sets  up  a  $650  mil¬ 
lion  fund  designed  to  compen¬ 
sate  mainly  rural  carriers  with 
unusually  high  local-loop  costs 
for  keeping  the  new  combined 
residential  SLC  and  PICC  down. 
The  new  money  may  be  raised 
by  increasing  the  current  per¬ 
centage  “universal  service  sur¬ 
charge”  that  many  long-distance 
carriers  levy  on  business  users 
or  may  show  up  as  yet  another 
new  line  item,  Blaszak  says. 

The  FCC  order  did  come 
with  one  bit  of  good  news  for 
business  users.The  agency  set  a 
schedule  for  continuing  to 
reduce  the  per-minute  toll  that 
local  carriers  assess  long¬ 
distance  carriers  for  complet¬ 
ing  their  calls.  In  the  next  four 
years,  the  rates  will  go  down 
from  the  current  average  of 
less  than  2  cents  per  minute  to 
0.55  cents  per  minute. 

But  business  users  will  have 
to  mention  this  new  schedule 
in  their  carrier  negotiations  if 
they  want  to  gain  a  corre¬ 
sponding  reduction  in  their 
long-distance  rates,  Blaszak 
says.  “  File  telecom  market  is 
not  designed  to  protect  the 
weak  and  uninformed,”  he 
says.H 
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winners.”  Unfortunately,  if  you  spent 


especially  if  you  have  untold  throngs 


one  minute  with  each  of  your  servers 


is  another  tool  to  help  you  in 


quicker  results,  see  option  3 
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At  last  -  a  smart  way  to  make  countless  servers 


snap  into  shape.  The  Apex  ViewPoint®  lets 
your  IT  managers  access,  monitor,  and  control 
up  to  thousands  of  servers  with  ease.  If  that 


weren’t  inspirational  enough,  ViewPoint  is 
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scalable  for  growth,  non-intrusive  to  your  network, 
and  works  flawlessly  in  heterogeneous 
environments.  In  short,  it’s  the  motivational  tool 
you  need  to  make  hordes  of  servers  hustle, 

hustle,  hustle!  www.apex.com/viewpoint/ 
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Big  Blue  makes  mainframe  Linux  push 


IBM  offers  software  to  help  customers  run  databases,  messaging  systems  on  Linux-based  mainframes. 


BY  MARC  SONGIN’I 

ARMONK,  N.Y.  —  As 
expected,  IBM  has  begun 
introducing  software  prod¬ 
ucts  that  will  let  customers 
build  and  run  Linux  applica¬ 
tions  on  mainframes. 

Among  the  tools  an¬ 
nounced  are  software  con¬ 
nectors  that  tie  Linux  appli¬ 
cations  to  messaging  and 
database  applications  on  the 
S/390  mainframe  (NIC,  March 
4,  page  l).The  company  also 
announced  a  Tivoli  software 
client  to  manage  the  backup 
and  storage  of  data  needed 
for  mainframe-based  Linux 
applications. 

By  supporting  traditional 
enterprise-class  applications 
such  as  DB2  and  Lotus 
Domino  as  Linux  applications 
on  mainframes,  IBM  is  trying 
to  increase  the  operating  sys¬ 
tem's  standing  in  the  large- 
scale  business  community. 
Linux  on  mainframes  gives 
the  operating  system  an 
enterprise-class  look  and  feel, 


IBM  says.  Customers  using 
the  mainframe  to  run  Linux 
applications  can  take  advan¬ 
tage  of  the  high  reliability 
and  security  of  the  main¬ 
frame,  as  well  as  its  fast  I/O 
technology  and  capacity  to 
support  thousands  of  users. 


Why  S/390  Linux? 

•  Users  can  run  some  41 ,000  Linux 
virtual  machines  on  a  single 
mainframe. 

•  It  opens  up  many  new  applica¬ 
tions  to  the  mainframe. 

•  Linux  staff  cost  less  than 
Big  Iron  staff. 

•  The  S/390  Linux  download  from 
IBM  is  free. 


For  several  months  now, 
IBM  has  offered  a  free  Linux 
download  that  will  run  on  the 
S/390.  It  has  drawn  about 
2,100  takers. 

Linux  has  given  mainframe 
aficionados  the  most  fun 


they’ve  had  in  a  decade,  says 
Adam  Thornton,  a  freelance 
consultant  and  the  head  of 
Princeton  University’s  Linux 
on  the  mainframe  project.  Not 
only  is  it  making  the  main¬ 
frame  a  hipper  platform  to 
work  on,  but  there  are  bot¬ 
tom-line  benefits,  too. 

Thornton  says  customers 
can  save  75%  of  hardware 
costs  by  creating  Linux  vir¬ 
tual  machines  —  essentially 
logical  servers  on  a  main¬ 
frame  —  instead  of  buying 
individual  servers.  Linux 
staff  are  also  cheaper  to 
hire  than  their  mainframe 
counterparts. 

The  Enterprise  Connectors 
for  Linux  for  S/390  will  serve  as 
high-speed  links  from  Linux 
applications  to  the  S/390-based 
IBM  DB2  database,  MQSeries 
applications  messaging  and  the 
CICS  transaction  monitor  soft¬ 
ware.  IBM  claims  users  could, 
for  example,  link  front-end 
Linux  Web  server  software  and 
DB2  programs,  and  run  them 
on  the  same  machine. The  con¬ 


nections  would  work  at  the 
mainframe’s  memory  speed, 
IBM  says. 

IBM  also  announced  a  ver¬ 
sion  of  DB2  that  will  run 
natively  on  Linux  on  the 
S/390,  as  well  as  Linux/S/ 
390  versions  of  the  Tivoli 
management  framework  and 
the  WebSphere  Application 
Server. 

A  Linux  Web  server 
attached  to  a  DB2  database 
running  on  OS/390,  all  within 
the  same  mainframe,  could 
run  high  volumes  of  Internet 
transactions  at  mainframe 
speeds, Thornton  says. 

The  Enterprise  Connectors 
for  Linux  for  S/390  and  the 
DB2,  Tivoli  framework  and 
WebSphere  Linux  software 
will  be  available  in  the  fourth 
quarter. 

The  release  date  for  the 
Tivoli  Storage  Manager  Client 
for  Linux  for  S/390  will  be 
announced  later  this  year. 

Pricing  for  the  middleware 
was  not  disclosed. 

IBM:  www.ibm.com 


TurboLinux  to  announce  layoffs,  new  CEO 


Linux  operating  system  remains  hot  in  Internet  marketplace  despite  some  market  turbulence. 


BY  APRIL  JACOBS 

TurboLinux  last  week 
joined  other  Linux  vendors 
toughing  out  turbulent  mar¬ 
ket  times,  announcing  layoffs 
and  a  new  CEO. 

The  layoffs  were  reportedly 
an  effort  to  cut  costs  and  help 
the  company  increase  profits. 
The  layoffs  did  not  have  a 
bearing  on  the  company’s 
decision  to  install  Paul 
Thomas,  who  has  served  as 
chief  operating  officer,  in  the 
CEO  seat. 

The  company  has  moved 
former  CEO  Cliff  Miller  into 
the  role  of  chairman,  a  move 
that  reportedly  has  been  dis¬ 
cussed  for  some  weeks. 

TurboLinux,  known  for  its 
Linux  clustering  software, 
first  made  its  mark  in  the 
Asian  market,  which  was  ripe 
for  a  low-cost  open  source 


operating  system,  according 
to  observers.  But  mixed  mar¬ 
keting  in  the  U.S.  —  pushing 
into  the  consumer  market 
while  simultaneously  focus¬ 
ing  its  technology  develop¬ 
ment  on  the  higher-end 
Linux  server  clustering  — 
may  have  resulted  in  cus¬ 
tomer  confusion. 

John  Dunkle,  an  analyst 
with  Workgroup  Strategic 
Services  in  Portsmouth,  N.H., 
says  the  company  needs  to 
clear  up  its  strategic  direc¬ 
tion.  “There  is  inconsistency, 
which  is  not  a  good  sign,” 
he  says. 

Still  going  strong 

But  despite  the  rough  seas 
Linux  companies  have  been 
weathering  lately,  including  a 
recently  pulled  initial  public 
offering  and  layoffs  at 
LinuxCare,  the  operating  sys- 
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tern  continues  to  garner  mar¬ 
ket  share  —  particularly  in 
the  Internet  space. 

Larry  Augustin,  president 
and  CEO  of  VA  Linux  Sys¬ 
tems,  told  attendees  at  the 
European  Linux  Conference 
in  London  last  week  that  60% 
of  Web  servers  on  the 
Internet  are  running  Apache, 
the  open  source  Web  server 
software. 

“In  1998,  Linux  had  16% 
of  the  server  operating  sys¬ 
tem  market.  And  in  1999, 
it  already  had  25%, ”  he  said, 
citing  figures  by  IDC,  a  mar¬ 


ket  research  firm  in 
Framingham,  Mass. 

But  he  also  acknowledged 
that  the  main  barriers  keep¬ 
ing  Linux  from  crossing  over 
to  mainstream  acceptance  by 
companies  are  not  easy  to 
overcome. 

The  “open”  model  of  Linux 
—  which  is  widely  consid¬ 
ered  to  be  its  strength  —  can 
also  hinder  its  acceptance  in 
some  cases,  Augustin  added. 
“People  don’t  like  the  fact 
that  the  code  is  constantly 
being  developed,”  he  said. 
“They  don’t  like  the  fact 
that  there  are  three  kernel 
releases  [per]  week  on  the 
Internet,”  he  added,  referring 
to  the  heart  of  Linux  source 
code,  which  is  constantly 
under  construction. 

The  IDG  News  Service  con¬ 
tributed  to  this  story. 
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News 


SAN  vendors  joust  over  future  of  Fibre  Channel 


BY  DENI  CONNOR 

SAN  JOSE  —  “Fibre  Channel 
is  dead.’  That  was  the  contro¬ 
versial  conclusion  of  one  par¬ 
ticipant  in  a  heated  debate 
about  storage-area  networks 
over  Gigabit  Ethernet  held  at 
the  SAN  2000  conference  here 
last  week. 

Network  infrastructure  and 
storage  vendors  3Com,  Hewlett- 
Packard,  Adaptec,  Qlogic, 
Gadzoox  Networks,  SAN,  Ltd., 
Network  Appliance,  Agilent 
Technologies  and  Genroco 
argued  over  new  proposals  to 
carry  storage  data  over  10- 
Gigabit  Ethernet,  and  what 
some  see  as  a  sooner-rather- 
than-later  demise  of  Fibre 


Channel  technology. 

Four  proposals  touting  stor¬ 
age  over  IP  are  currently  being 
submitted  to  the  Internet 
Engineering  Task  Force  (IETF) 
for  consideration  as  standards. 
Included  are  three  that  want  to 
send  block-mode  storage  data 
over  10-Gigabit  Ethernet. 

There’s  the  SCSI  over  TCP/IP 
proposal  from  IBM  and  Cisco, 
which  is  supported  by  HR 
There’s  also  a  draff  specifica¬ 


tion  from  Adaptec  that  calls  for 
a  new  transport  protocol, 
EtherStorage,  in  which  storage 
travels  over  existing  Ethernet 
technology. 

And  there’s  SAN,  Ltd.’s  pro¬ 
posal,  the  Service  Specific 
Connection  Oriented  Protocol 
(SSCOP),  to  route  storage  data 
over  IP  using  an  International 
Telecommunication  Union  pro¬ 
tocol  that  allows  data  to  be 
retransmitted  selectively  if 
problems  occur.  SSCOP  is  a 
data  link  protocol  used  in  ATM. 

The  fourth  proposal  suggests 
using  IP  as  a  more  immediate 
fix  for  routing  data  between 
geographically  separated  SANs. 
It  includes  work  from  Gadzoox 
and  Lucent  that  proposes  stick¬ 


ing  a  metropolitan-area  net¬ 
work  (MAN)  between  SANs 
and  routing  data  between  them 
with  devices  such  as  Cisco’s 
Metro  1500  dense  wave  divi¬ 
sion  multiplexer. 

While  participants  agreed 
that  one  specification  would 
eventually  prevail  and  become 
a  standard  in  an  IETF  working 
group,  tempers  flared  as  ven¬ 
dors  debated  the  merit  of  each 
technology.  The  panel,  a  mix  of 
Fibre  Channel  manufacturers 
and  10-Gigabit  Ethernet  propo¬ 
nents,  agreed  in  large  part  that 
users  are  feeling  pain  imple¬ 
menting  Fibre  Channel. 

“People  are  very  Ethernet¬ 
centric  in  the  midsize  enter¬ 
prise,  where  Ethernet  is  perva- 
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Veritas  bolsters  SAN  management  software 


BY  DENI  CONNOR 

Storage  administrators  will 
have  an  easier  time  managing 
their  resources  and  Fibre  Chan¬ 
nel  hardware  with  software 
Veritas  introduced  last  week, 
the  company  claims. 

Dubbed  SANPoint  Control, 
the  software  lets  managers  allo¬ 
cate  storage  space  to  particular 
servers,  monitor  hardware 
devices  on  the  Fibre  Channel 
storage-area  network  (SAN)  and 
manage  user  access  to  storage. 

Veritas’ SANPoint  Control  1.0 
will  discover  storage  devices, 
map  their  topology  and  posi¬ 
tion  in  the  SAN,  and  identify 
their  status  and  characteristics. 
The  software  will  identify  the 
physical  and  logical  relation¬ 
ships  between  devices  so  a  stor¬ 
age  administrator  can  manage 
them  more  easily.  Among  the 
devices  SANPoint  Control  will 
monitor  are  disk  arrays,  JBODs 
(Just  a  Bunch  of  Disks),  tape 
libraries,  host  computers  and 
Fibre  Channel  hubs,  routers, 
switches  and  host  bus  adapters. 

With  the  market  for  storage 
equipment  exploding,  analysts 
say  the  cost  of  managing  the 
equipment  is  seven  to  eight 
times  the  cost  of  the  storage 
itself. 

“Storage  management  soft¬ 
ware  has  four  parts:  data  pro¬ 
tection,  data  placement,  storage 
administration  and  storage 
resource  management.  If  you 


are  going  to  manage  the  SAN 
you  are  going  to  need  all  this 
software,”  says  David  Hill,  an 
analyst  with  Aberdeen  Group 
in  Boston.  “And  you  want  a 
company  to  provide  it  that  is 
hardware  neutral  and  will  man¬ 
age  all  types  of  servers  and  stor¬ 
age  devices.  Veritas  is  that  com¬ 
pany  —  they  are  on  the  right 
wavelength.” 

Rich  Walters,  a  technical  spe¬ 
cialist  with  utility  company 
Southern  California 
Edison  in  San  Onofre, 
has  Solaris,  Sequent, 
Windows  NT,  Net¬ 
Ware  and  Hitachi  ser¬ 
vers,  as  well  as  Com¬ 
paq  StorageWorks 
storage  and  Brocade 
switches  configured 
in  a  SAN.  “They  all  use 
the  SAN  and  will  be 
pretty  useful  when 
we  can  do  volume 
management  from  a 
single  console  with 
this  software,”  he  says. 

SANPoint  Control 
operates  with  Solaris 
servers  connected  to 
any  type  of  storage 
device  or  array.  Veritas 
has  completed  inter¬ 
operability  tests  with 
a  number  of  servers 
and  Fibre  Channel 
devices  including 
EMC  Symmetrix  ar¬ 
rays,  I  lewlett-Packard 
NetServer  and  N  Class 


servers,  StorageTek  tape  lib¬ 
raries,  a  variety  of  host  bus 
adapters  from  Emulex  and  JNI, 
Crossroads’  routers,  and  Bro¬ 
cade,  Vixel  and  Gadzoox  Net¬ 
works  switches. 

The  software  conforms  to 
several  standards  specifications 
including  Sun’s  Jiro,  the  Storage 
Networking  Industry  Associa¬ 
tion  Common  Information 
Manager  Object  Manager  and 
the  Fibre  Channel  Alliance 


Management  Information  Base. 
Subsequent  versions  of  the 
software  expected  to  be 
released  in  the  fourth  quarter 
of  this  year  and  the  first  part  of 
2001  will  extend  capability  to 
NT  and  Win  2000  as  well  as  HP- 
UX  and  AIX  servers.  These 
upgrades  will  include  the  abil¬ 
ity  to  automatically  set  policies 
for  the  operation  of  the  SAN, 
enforce  thresholds  and  per¬ 
form  root-cause  analysis  of 
detected  problems. 

SANPoint  Control  1.0,  avail¬ 
able  in  the  third  quarter,  starts  at 
about  $50,000  for  a  Sun  Solaris 
5000  server  configuration.  B 


Veritas'  SANPoint  Control 

The  software  discovers  and  maps  the  Fibre  Channel  and  SCSI  storage 
network  and  lets  a  storage  administrator  assign  servers  to  storage, 
allocate  storage  to  different  servers  and  monitor  the  operation  of  Fibre 
Channel  devices  on  the  network. 


Pending  IETF  storage- 
over-IP  proposals 

Four  proposals  are  being 
submitted  to  the  IETF  for 
sending  storage  over  Gigabit 
Ethernet  networks. 

IBM/Cisco 

•  SCSI  over  TCP/IP 

Gadzoox/Lucent 

•  Fibre  Channel  tunneling 
through  IP 

Adaptec 

•  EtherStorage 

SAN,  Ltd. 

•  Storage  over  IP  with  selective 
retransmission 


sive,”  says  Mark  Lohmeyer,  mar¬ 
keting  and  business  develop¬ 
ment  manager  for  Adaptec. 
They  are  not  familiar  with  Fibre 
Channel  installation  and  inter¬ 
operability,  and  have  hesitated 
to  adopt  it,  he  adds. 

“Fibre  Channel  is  not  very 
good  for  long  distances,”  adds 
Wayne  Rickard,  chief  technol¬ 
ogy  officer  at  Gadzoox,  noting 
the  technology’s  latency, 
dropped  packets  and  conges¬ 
tion  problems.  IP-based  MANs 
are  a  perfect  device  for  join¬ 
ing  SANs  over  distance, 
Gadzoox  says. 

Like  many  of  the  debate  par¬ 
ticipants,  3Com  system  archi¬ 
tect  Dave  Lee  believes  Fibre 
Channel  will  not  disappear 
overnight  but  that  its  use  will 
wane  over  the  next  two  years. 
“The  pending  drafts  [for  stor¬ 
age  over  IP]  are  not  perfect 
solutions,  but  they  will  come  to 
fruition,”  he  says. 

Nigel  Squibb,  technical  direc¬ 
tor  for  SAN,  Ltd.  in  the  U.K.,  says 
his  company  is  firmly  commit¬ 
ted  to  10-Gigabit  Ethernet. 
“Remember  FDDI?  Fibre 
Channel  is  just  FDDI  on 
steroids,”  he  says.  “We  are  delud¬ 
ing  each  other  if  we  think  any¬ 
thing  other  than  storage  over  IP 
will  work.  Cisco  says  use  IP,  and 
look  at  what  they  did  to  FDDI 
—  they  are  capable  of  doing  the 
same  to  Fibre  Channel.” 

Vendors  such  as  SAN,  Ltd., 
Gadzoox  and  Adaptec  are 
going  ahead  with  work  on 
storage-over-IP  products  be¬ 
fore  a  standard  is  adopted. 
They  say  that  however  those 
implementations  work,  they 
will  be  software-upgradable 
when  a  standard  appears. 

By  year-end,  the  IETF  will 
have  a  working  demonstration 
of  a  storage-over-IP  standard.  3 
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Nortel  bolsters  portable  IP  routing  package 


BY  JIM  DUFFY 

SANTA  CLARA  —  Nortel  Networks 
last  week  announced  a  new  version  of 
its  portable  routing  code  that  lets 
users  add  network  service  applica¬ 
tions  to  the  software  framework. 

Nortel’s  Open  IP  Environment  2.0  is 
intended  to  enhance  interoperability 
among  a  range  of  hardware  and  inte¬ 
grate  with  a  broader  array  of  computer 
platforms  and  devices.  It  does  this  by 
unbundling  some  of  the  software  com¬ 
ponents  —  such  as  routing  protocols 
—  and  leaving  its  APIs  exposed  so  users 
can  add  features  to  the  framework. 

The  Open  IP  Environment  frame¬ 
work  is  comprised  of  four  API  sets  that 
let  users  integrate  the  software  with  IP 
applications,  policy  and  management 
services,  platform  hardware  and  oper¬ 
ating  system  software. 

Previous  versions  of  Open  IP 
Environment  bundled  some  of  the  IP 
applications,  or  components,  with  the 


framework.  This  increased  the  time  it 
took  developers  to  bring  Open  IP 
products  to  market  because  they 
would  have  to  “unplug”  the  compo¬ 
nents  they  didn't  need,  says  Kalai 
Kalaichelvan,  Nortel’s  Open  IP  general 
manager.  Open  IP  2.0  inverts  that 
requirement  and  reduces  time-to- 
market  by  letting  users  add  compo¬ 
nents  they  need  rather  than  subtract 
those  they  don’t,  he  says. 

Among  the  unbundled  components 
are  the  Open  Shortest  Path  First, 
Routing  Information  Protocol  Version  2 
and  Border  Gateway  Protocol-4  routing 
protocols,  and  the  IP  4  network 
protocol.  Version  2.0  also  offers  the 
SNMP  and  Nortel’s  command-line 
interface  for  router  configuration  as 
plug-in  components. 

Analysts  say  Version  2.0  may 
broaden  the  market  for  the  Open  IP 
Environment. 

“It  expands  further  how  Open  IP 
can  be  applied  within  different  net- 


Open,  says  IP 

Features  of  Nortel's  Open  IP  2.0 

•  APIs  for  linking  underlying  operating 
systems  and  processors,  and  adding  OSPF, 
RIP  Version  2,  BGP-4  and  IPv4  modules. 

•  Support  for  SNMP. 

•  Support  for  Nortel's  command-line 
interface. 


work  environments,”  says  Ron  Westfall, 
an  analyst  at  Current  Analysis  in 
Sterling,  Va.  “It  allows  licensees  a  little 
more  flexibility  in  terms  of  how  they 
use  the  routing  code,  and  to  be  a  little 
more  innovative.” 

Westfall  does  not  expect  Cisco  to 
follow  suit  with  its  own  portable  code, 
but  believes  it  must  eventually  open 
its  IOS  routing  software. 

“Cisco  understands  that  IOS  would 


be  more  beneficially  used  within  an 
open  framework,  much  like  their 
mantra  regarding  open  telephony,” 
Westfall  says.  “The  same  principle 
applies  to  routing  code  as  well.  That’s 
a  benefit  to  the  whole  industry,  includ¬ 
ing  Cisco  because  it  will  allow  them  to 
sell  different  products  within  different 
markets  with  a  great  deal  more  flexi¬ 
bility  than  they  could  do  today.” 

Open  IP  Environment  is  designed  to 
Internet-enable  a  range  of  devices, 
from  servers  and  network  processors 
to  set-top  boxes,  mobility  devices,  per¬ 
sonal  digital  assistants  and  PCs.  The 
software  lets  users  add  routing, 
authentication,  security,  encapsula¬ 
tion,  tunneling,  quality  of  service,  pol¬ 
icy  management,  network  manage¬ 
ment  and  accounting  to  these  devices. 

Nortel  has  issued  more  than  200 
Open  IP  Environment  licenses  to 
more  than  100  customers,  most 
recently  Samsung’s  Internet  Network 
Division.  \A 
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Analysts:  Merger  is  mixed  blessing  for  Baan  users 


A  new  team 

Profiles  of  Invensys  and  its  planned  acquisition,  Baan. 


BY  CLARE  HANEY 

Last  week’s  news  that  ailing  enter¬ 
prise  resource  planning  (ERP)  software 
vendor  Baan  will  finally  be  acquired 
should  come  as  a  relief  to  users  of  the 
company’s  applications. 

Being  acquired  by  U.K.  automation 
and  controls  firm  Invensys  for  more 
than  $700  million  will  return  Baan  to 
its  roots  as  a  maker  of  manufacturing 
software,  so  users  of  the  vendor’s  dis¬ 
crete  manufacturing  applications  are 
sitting  pretty,  according  to  analysts. 

“Invensys  has  a  very  strong  manu¬ 
facturing  focus,”  says  Dennis  Byron, 
director  of  enterprise  application 
research  at  IDC  in  Framingham,  Mass. 
It’s  much  better  for  Baan  and  its  users 
that  the  vendor  will  be  acquired  by  a 
company  with  manufacturing  exper¬ 
tise  than  by  a  more  predatory  firm  only 
interested  in  milking  Baan’s  revenue 
stream,  he  adds. 

But  analysts  caution  that  it’s  not  a 


INVENSYS 

Headquarters:  London 

Product  A  wide  array  of  industrial, 

engineering  and  Internet  tech¬ 
nology  products. 
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time  for  champagne  all  round, 
because  they  expect  Invensys  to  spin 
off  some  Baan  operations  that  the 
manufacturing  company  perceives  to 
be  noncore. 

Additionally,  Baan’s  won’t  be  the  only 
manufacturing  software  at  Invensys. 


BAAN 

Headquarters: 

Barneveld, 

The  Netherlands 

Product: 

Enterprise  resource 
planning  software 

CEO: 

Pierre  Everaert  (interim) 

1999  financials: 

Revenue:  $15  billion; 
Profit:  -$169  million 

Employees: 

4,700 

Web  site: 

www.baan.com 

The  company  last  year  acquired  ERP 
vendor  Marcam  Solutions  and  in  1998 
purchased  manufacturing  software  spe¬ 
cialist  Wonderware.  “It’s  quite  a  tech¬ 
nology  mishmash.  It’s  an  area  that 
needs  integration  and  to  pull  it  togeth¬ 
er  will  be  quite  a  challenge,”  Byron  says. 


One  way  Baan  may  be  able  to  assist 
in  that  integration  is  with  its  middle¬ 
ware,  which  Byron  dubs  the  company’s 
“hidden  jewel.” 

If  users  are  happy  with  Baan’s  core 
applications,  they  should  stay  put, 
analysts  advise,  because  ERP  soft¬ 
ware,  once  deployed,  will  typically 
serve  well  for  between  three  and 
seven  years. 

However,  Bruce  Bond,  a  vice  presi¬ 
dent  at  Gartner  Group  in  Stamford, 
Conn.,  believes  that  users  of  Baan’s 
process  manufacturing  applications 
should  probably  start  looking  for  a 
migration  strategy. 

Any  customers  at  a  very  early  stage 
of  implementing  the  ERP  vendor’s 
software  or  having  trouble  with 
deployment  should  also  investigate  if 
they  can  move  away  from  Baan  appli¬ 
cations,  he  adds. 

Haney  is  bureau  chief  for  IDG 
News  Service  in  San  Francisco. 
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One  call  to  Viatel  can  take  you  from  here  to  there,  with  as  many  stops  as  you  need  to  make  along  the  way.  It’s  that  simple. 

Viatel  delivers  end-to-end  connectivity  today  between  more  than  60  major  business  centers  and  250  points  of  presence, 
all  across  its  own,  integrated  Pan-European,  North  American,  trans-Atlantic  and  metropolitan  fiber  networks. 
Innovative  pricing.  Fast  provisioning.  Five-nine  reliability.  All  on  one  network  built  to  move  at  the  speed  of  light. 

When  you’re  considering  a  wavelength,  bandwidth  or  dark  fiber  partner,  select  Viatel.  We’re  ready  to  take  you  from 
where  you  are  to  where  you  want  to  go. 

The  Future  of  Telecommunications  Is  Here.  £ 

CD 

Viatel  from  anywhere  in  Europe  00800.0064.4444 
viatei  in  the  u  s  1.800.528.1660  www.  viatel.com 


Network  World  June  5,  2000  www.nwfusion.com  19 


e  w  s 


Firewalls, 

continued  from  page  1 

They’re  known  as  distrib¬ 
uted  firewalls,  and  they’re  the 
next  line  of  defense  against 
hackers  who  breach  tradi¬ 
tional  firewalls  guarding  the 
edge  of  corporate  networks 
by  exploiting  open  firewall 
ports  as  well  as  e-mail  servers. 

Distributed  firewalls,  still  in 
their  infancy  in  terms  of 
reporting,  configuration  and 
management  capabilities,  are 
gaining  more  attention.  How¬ 
ever,  there’s  much  debate 
among  security  vendors  and 
analysts  on  their  intrinsic 
value. 

Added  firepower 

Network  managers  tend  to 
see  distributed  firewalls  as 
added  firepower  against  an 
implacable  foe,  the  hacker. 

“It’s  a  dual  protection,”  says 
Rick  Shantery,  senior  network 
engineer  at  Intellinetics,  a 
document  management  firm 
in  Columbus,  Ohio.  He  added 
CyberWallPlus  embedded  fire¬ 
wall  software,  a  product  from 
Network- 1  Security  Solutions, 
to  his  internal  servers  after  he 
reached  the  painful  conclu¬ 
sion  that  hackers  occasionally 
made  it  though  the  WebRamp 
Internet  access  and  firewall 
box  Intellinetics  uses. 

“I  could  see  from  the  log 
data  they  were  coming  in,”  he 
says.  “These  deliberate  hack 
attacks  happen  daily,  along 
with  SYN  floods.  If  they  make 
it  through,  the  embedded  fire¬ 


wall  in  the  server  is  there  to 
stop  them.  You  don’t  really 
have  to  have  the  perimeter 
firewall.” 

However,  many  would 
argue  that  point. 

“The  perimeter  firewall  is  a 
necessity,”  says  Raphael  Reich, 
product  marketing  manager 
at  Check  Point  Software, 
which  has  augmented  its 
Network-1  perimeter  firewall 
line  with  two  types  of  distrib¬ 
uted  firewall  software.  The 
first  is  Secure  Server  software, 
which  is  a  distributed  firewall 
for  Windows  NT  or  Unix;  the 
second  is  Secure  Client,  a 
desktop  firewall. 

“The  perimeter  firewall 
doesn’t  protect  you  from  the 
bad  guys  inside  the  network,” 
Reich  says. “But  people  should 
not  be  replacing  perimeter 
firewalls  with  distributed 
ones.” 

Drawbacks  to  the  conven¬ 
tional  firewall  have  been 
given  greater  scrutiny  of  late 
by  some  of  the  top  firewall 
experts. 

In  the  paper  “Distributed 
Firewalls,”  Steven  Bellovin,  an 
AT&T  Labs  researcher  and 
author  of  the  classic  “Firewalls 
and  Internet  Security,”  casts  a 
critical  eye  on  the  traditional 
DMZ-style  firewall  guarding 
the  Internet  zone.  He  calls 
such  firewalls  network  choke- 
points  that  do  little  to  stop 
inside  attacks. 

“On  the  other  hand,  distrib¬ 
uted  firewalls  can  reduce  the 
threat  of  actual  attacks  by 
insiders,  simply  by  making  it 


easier  to  set  up  smaller 
groups  of  users. Thus,  one  can 
restrict  access  to  a  file  server 
to  only  those  who  need  it, 
rather  than  letting  anyone 
inside  the  company  pound  on 
it,”  Bellovin  states  in  his  paper. 

In  Bellovin’s  view,  the  dis¬ 
tributed  firewall  on  servers 
and  desktops  should  provide 
a  mechanism  for  policy  con¬ 
trol  administered  through  sys¬ 
tems  management  tools,  aug¬ 
mented  with  intrusion  detec¬ 
tion  and  preferably,  IP 
Security-based  encryption. 

Falling  short 

However,  the  products 
available  today  fall  far  short  of 
that  vision.  Network-1  CEO 
Avi  Fogel  acknowledges  the 
CyberWallPlus  line  for  server 
and  desktop  firewalls  has  no 
reporting  capability.  Check 
Point’s  personal  desktop  fire¬ 
wall  also  can’t  be  reconfig¬ 
ured.  “Today,  it’s  one  policy 
for  all,”  says  Greg  Smith, 
Check  Point’s  director  of  mar¬ 
keting. 

Axent  Technologies,  which 
markets  the  Raptor  perimeter 
firewall,  has  had  a  personal 
desktop  firewall  out  for  about 


three  months.  There’s  no  cen¬ 
tral  way  to  manage  it,  though 
that’s  expected  to  change  in  a 
future  release. 

Some  security  vendors 
have  mixed  feelings  about  dis¬ 
tributed  firewalls. 

Network  Associates  bought 
the  company  Signal  9  six 
months  ago  for  the  firm’s  per¬ 
sonal  desktop  firewall,  and  the 
company  is  now  adding  alert¬ 
ing  and  reporting  to  it  so  the 
next  release  will  be  an  inte¬ 
grated  intrusion-detection,  fire¬ 
wall  and  VPN  product. 

But  Mark  McArdle,  a  vice 
president  in  Network  Asso¬ 
ciates’  managed  security  ser¬ 
vices  division,  questions  the 
value  of  running  firewall  soft¬ 
ware  directly  on  the  Web  server. 
The  traditional  method  involves 
placing  a  firewall  on  a  separate 
box  in  front  of  the  server  for 
departmental  LANs  or  at  the 
perimeter. 

“Applications  on  servers 
are  usually  managed  by  differ¬ 
ent  people  than  the  ones  who 
manage  firewalls,”  McArdle 
says.  “Application  servers  tend 
to  be  changed  with  a  little 
more  of  a  cavalier  attitude, 
which  could  affect  the  fire¬ 


wall  on  it.” 

In  addition,  having  the  fire¬ 
wall  on  the  server  rather  than 
in  front  of  the  box  might  make 
it  harder  to  filter  attacks. 

John  Pescatore,  research 
director  for  network  security 
at  the  Gartner  Group  consul¬ 
tancy,  concurs. 

“The  problem  is  the 
Webmasters  control  the  Web 
server,”  Pescatore  says,  noting 
that  when  they  make  whole¬ 
sale  changes,  it  could  destroy 
the  efficacy  of  the  firewall 
software  on  it.  “There’s  no 
chance  firewall  software  will 
survive  on  the  server.  Web 
server  firewalls  won’t  be 
widely  used.” 

Pescatore  is  bullish  on  the 
idea  of  embedding  firewalls  in 
silicon,  something  that  Secure 
Computing  is  undertaking  with 
3Com  in  the  Typhoon  network 
processor  and  WatchGuard  is 
trying  to  do  by  licensing  its 
Firechip  silicon  for  modems. 
Hardware  will  support  faster 
packet  processing  than  soft¬ 
ware,  he  says. 

Expressing  a  view  shared  by 
many  others,  Pescatore  doesn’t 
advise  ditching  the  perimeter 
firewall  for  host-based  firewalls. 

Framingham,  Mass.,  market 
research  firm  IDC  says  approxi¬ 
mately  $1  billion  worth  of  fire¬ 
wall  gear  was  sold  worldwide 
last  year.  The  organization  notes 
that  demand  for  personal  fire¬ 
walls  will  increase  as  more  cor¬ 
porations  adopt  DSL  and  cable 
modem  connections  for  branch 
offices  and  telecommuters. 

With  these  high-speed  ser¬ 
vices  always  “on,”  end  users’ 
computers  are  more  vulnerable 
to  port  scans  and  attacks.  But 
some  observers  believe  hard¬ 
ware-based  firewall  appliances, 
perhaps  embedded  in  modems, 
may  trump  host-based  software 
firewalls  because  they  can  be 
better  managed  at  present  and 
provide  better  protection. 

There’s  one  point  nobody 
seems  to  debate:  Corpora¬ 
tions  will  likely  spend  more 
money  to  fortify  their  net¬ 
works  with  the  new  genera¬ 
tion  of  distributed  firewalls. 

“It  does  cost  more  money 
than  just  having  a  perimeter 
firewall,”  Intellinetics’  Shan¬ 
tery  says.  3 
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Cisco  last  week  will  roll  out  a 
LAN  switch  for  midsize  compa¬ 
nies  looking  to  deploy  IP  tele¬ 
phony  networks.  The  Catalyst 
3524-PWR  XL  features  24  10/100M 
bit/sec  Ethernet  ports  and  two 
1000M  bit/sec  Gigabit  Interface 
Connector  ports.  The  switch  fea¬ 
tures  inline  power  and  quality-of- 
service  (QoS)  enhancements 
specifically  designed  for  IP  tele¬ 
phony.  With  integrated  inline 
power,  the  Catalyst  3524-PWR  XL 
detects  the  type  of  IP  device  on 
each  port,  such  as  an  IP  phone, 
and  powers  it  using  48-volt  DC 
power  over  Category  5  unshielded 
twisted  pair  cable.  With  inline 
power,  an  uninterruptible  power 
supply  or  separate  wall  power  is 
not  required  for  each  IP  phone, 
Cisco  says.  Cisco  recommends 
deployment  of  redundant  power 
supplies  to  back  up  switch  power, 
however. 

For  QoS,  the  Catalyst  3524- 
PWR  XL  supports  port-based 
reclassification,  allowing  users 
to  change  IEEE  802.1  p  class-of- 
service  settings  on  a  per-port 
basis.  This  enables  users  to  pri¬ 
oritize  voice  traffic  ahead  of  file 
transfers  or  Web  surfing,  Cisco 
says. 

The  Cisco  Catalyst  3524-PWR 
XL  is  available  now  for  $3,995. 

Cisco:  www.cisco.com 

3Com  last  week  announced  the 
3Com  OfficeConnect  812  ADSL 
Router  for  small  businesses.  The 
3Com  OfficeConnect  812  ADSL 
Router  supports  G.lite  and  full- 
rate  DSL  speeds.  The  router  con¬ 
nects  directly  to  any  Ethernet 
interface  on  a  PC  or  connects 
multiple  workstations  with  an 
integrated  lOBase-T  hub.  It  sup¬ 
ports  network  address  translation 
and  filtering  functions,  and  up  to 
16  virtual  concurrent  connections 
to  multiple  destinations,  3Com 
says.  The  OfficeConnect  812 
ADSL  Router  is  available  for  $599. 

3Com:  www.3com.com 
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Juniper,  Foundry  size  up  router  race 

CEO  Kriens  says  only  Juniper  and  Cisco  will  survive;  CEO  Johnson  says  Foundry's  in  the  fight. 


BY  JIM  DUFFY 

SANTA  CLARA  —  Even  though  the  mar¬ 
ket  for  Internet  core  routers  will  be  worth 
$10  million  in  three  to 
five  years,  only  two  play¬ 
ers  will  split  that  pie,  says 
Juniper  Networks  CEO 
Scott  Kriens. 

Kriens,  naturally,  is 
very  bullish  on  Juniper’s 
prospects  for  being  one 
of  those  two  combat¬ 
ants.  Currently,  Juniper 
owns  9%  of  the  $1  bil¬ 
lion  combined  market 
for  Internet  core  routers,  ATM  switches 
and  IP/ATM  switches,  according  to  mar¬ 
ket  tracker  RHK  in  South  San  Francisco. 

Cisco  owns  48%  of  the  market  and 
Lucent  is  second  with  27%.  But  Lucent’s 
share  is  mostly  in  ATM  switches,  an  area 
where  Juniper  does  not  play.  So  Cisco 
and  Juniper  are  No.  1  and  No.  2  in  Inter¬ 
net  core  routing. 


Kriens  thinks  it  will  stay  that  way. 
“This  market  is  going  to  attract  a  lot  of 
interest  and  announcements,”  he  says. 
“But  an  indication  of  success  or  failure  is 


"There's  probably  not 
room  for  more  than  two 
competitors  [in  Internet 
core  routing J." 

Scott  Kriens,  Juniper  Networks  CEO 


market  share. There’s  probably  not  room 
for  more  than  two  competitors.” 

The  barriers  to  entry  for  other  con¬ 
testants  are  the  dependency  and  invest¬ 
ment  service  providers  have  in  a  select 
few  vendors,  Kriens  says.  Service 
providers  don’t  want  to  deal  with  multi¬ 
ple  vendors  for  something  as  vital  as 
their  IP  service  infrastructures. 


Also,  new  entrants  have  to  propose 
something  that’s  fundamentally  unavail¬ 
able  today  in  the  Internet.  Simple  speeds 
and  feeds,  and  claims  of  zero  packet  loss 
when  all  quality-of-ser- 
vice,  Multi-protocal 
Label  Switching  (MPLS) 
and  security  features 
are  turned  on  just  won’t 
cut  it  anymore. 

“It’s  a  pretty  tall 
order,”  Kriens  says.  “But 
we  take  each  legitimate 
product  set  seriously 
and  watch  all  announce¬ 
ments.” 

One  company  that  plans  to  be  taken 
seriously  as  a  core  network  equipment 
provider  player  is  Foundry  Networks. 
Foundry,  which  began  life  four  years  ago 
as  a  Gigabit  Ethernet  start-up  focused  on 
the  enterprise,  entered  the  Internet  core 
routing  market  earlier  this  year  with  the 
Netlron  line. 

See  CEOs,  page  24 


Nortel  revs  up  hybrid  communications  server 


BY  JAMES  NICCOLAI 

RICHARDSON,  TEXAS  —  Nortel 
Networks  at  the  end  of  this  month 
plans  to  release  an  upgraded  version  of 
Enterprise  Edge,  its  communications 
server  designed  to  help  small  and  mid¬ 
size  businesses  integrate  voice  and  data 
traffic  into  a  single  network,  company 
officials  say. 

Enterprise  Edge  2.0  will  include 
expanded  IP  features,  including  Dynamic 
Host  Configuration  Protocol,  Domain 
Name  System  caching,  and  firewall  sup¬ 
port.  The  server  also  will  sport  a  faster 
Pentium  III  processor. 

The  19-inch  rack-mounted  system  is 
aimed  at  companies  interested  in  com¬ 
bining  some  of  their  voice  and  data  traffic 
over  a  single  IP  network.  Along  with  rival 
Cisco,  Nortel  has  been  championing  inte¬ 
grated  networks,  saying  they  can  lead  to 
reduced  management  and  operational 
costs  and  open  the  door  for  new  types  of 
messaging  applications. 

Enterprise  Edge  integrates  traditional 
PBX  functions  with  packet-switch  capa¬ 


bilities,  including  voice-over-IP  and 
quality-of-service  data  routing.  At  its 
heart  are  a  call  server  built  around 
Nortel’s  Media  Services  Card  (MSC)  and 
an  applications  server  based  on  an 
embedded  version  of  Windows  NT. 

Nortel  designed  the  server  so  that  if 
the  NT  component  crashed,  the  MSC 
server  would  continue  to  exchange  cir¬ 
cuit-switched  calls,  says  Richard 
Solosky,  director  of  portfolio  marketing 
for  Nortel’s  small  business  solutions 
group. 

Enterprise  Edge  can  assign  policy  for 
different  types  of  data,  giving  voice  traffic 
priority  over  text  files,  for  example. 
Nortel  is  developing  a  policy  switch  that 
will  function  as  an  add-on  to  Enterprise 
Edge  to  let  administrators  set  policy  for 
individual  users  or  groups  of  users.  The 
switch  is  due  to  ship  worldwide  in  the 
third  quarter,  Solosky  says. 

Looking  further  ahead,  Nortel  is 
working  to  include  digital  DSL  and  VPN 
capabilities  directly  into  Enterprise 
Edge,  with  the  goal  of  making  VPNs 
more  affordable  for  smaller  businesses. 


www.nwfusion.com 


GAINING  THE  ENTERPRISE 

EDGE 

Download  Nortel's  Call  Detail  Recording  Kit. 
Take  the  implementation  tutorial. 


Learn  howto  configure  Enterprise  Edge. 
-  - 


For  the  DSL  component,  Nortel  is  devel¬ 
oping  a  DSL  card  in  PCI  Card  format 
that  will  plug  directly  into  the  commu¬ 
nications  server. 

“Our  goal  is  to  reduce  the  entry  point 
for  VPN  down  to  the  10-  or  20-user  level,” 
Solosky  says. 

Nortel  Networks:  www.nortel.com 

Niccolat  is  a  corespondent  with  the 
IDG  Neu'S  Service. 
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CommVault  bolsters  network  back-up  package 


Secure  the  vault 

CommVault's  Galaxy  Enterprise  2000  restores  Windows  NT, 
Windows  2000  and  NetWare  data  over  a  storage-area  network. 


BY  DENI  CONNOR 

CommVault  introduced  soft¬ 
ware  last  week  that  makes  it 
easier  for  customers  with 
mixed  Windows  NT,  Windows 
2000  and  NetWare  servers  to 
back  up  and  recover  files. 

Galaxy  Enterprise  2000 
back-up  and  recovery'  software 
lets  network  professionals  back 
up  data  by  user  rather  than  by 
machine  and  directory.  For 
instance,  if  User  X  loses  files  he 
needs,  the  network  manager 
can  simply  go  to  the  Galaxy' 
menus  and  locate  User  X’s  files 
to  recover  them. 

“With  other  back-up  soft¬ 
ware  I  used,  if  I  wanted  to 
restore  e-mail  I  had  to  restore 
the  whole  mailbox,”  says  Yanal 
Mash,  NT-Exchange  administra¬ 
tor  for  Aveo,  a  software  com¬ 
pany  in  Santa  Clara.  “With 
Galaxy,  I  can  restore  individual 
e-mail  messages  or  contacts. 
The  software  restores  data 
quickly  and  in  exactly  the  way  I 
want  it.  Before,  restoration 


could  take  up  to  two  days.” 

The  market  for  storage  man¬ 
agement  software  is  growing.  In 
1999  it  totaled  $4.2  billion,  a 
47%  increase  over  1998,  accord¬ 


ing  to  Dataquest  of  Stamford, 
Conn.  Tire  storage  management 
market  will  reach  $14.7  billion 
in  2004,  the  company  predicts. 

Galaxy  Enterprise  2000 


Marathon  boosts  Win  NT  server  performance 


BY  DENI  CONNOR 

BOXBOROUGH,  MASS.  — 
Marathon  Technologies  is 
introducing  a  multiprocessor 
version  of  its  software  and 
hardware  that  promises  higher 
data  throughput  for  Windows 
NT  Server  users. 

Endurance  6200  software 
and  hardware  includes  several 
new  features,  such  as  support 
for  two  processors  and  multi- 
mode  fiber-optic  cable,  which 
is  easier  to  connect  and  more 
reliable.  In  addition,  the  Endur¬ 
ance  6200  has  improved  net¬ 
work  adapters  that  with  the 
assistance  of  multiprocessing 
support  should  provide  a  four¬ 
fold  boost  in  server  throughput 
over  the  firm’s  existing  prod¬ 
ucts,  the  company  says. 
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“We  are  looking  for  a 
quicker  method  of  importing 
trades  in  real  time  every  day,” 
says  Brian  Slattery,  manager  of 
server  support  for  First 
Options  of  Chicago,  a  securi¬ 
ties  trading  firm.  “Most  of  the 
time  our  software  can’t  keep 
up.  When  there  are  system 
problems  due  to  the 
exchanges,  the  time  it  takes  to 
catch  up  puts  too  great  a  load 
on  a  single  processor.” 

Slattery  has  used  other  clus¬ 
tering  and  failover  software. 
“They  gave  us  as  much  as  a 
minute  of  downtime.  They 
weren’t  good  enough.  Each 
minute  costs  money  in  our 
business,”  he  says. 

The  Marathon  package  sup¬ 
ports  higher-resolution  video 
and  more  colors  for  use  in 
graphics  and  manufacturing 
environments.  The  Endurance 
client,  formerly  only  available 
on  NT  platforms,  now  sup¬ 
ports  Windows  95  and  98 
clients.  The  system  also  now 
supports  Fibre  Channel-based 
storage. 

In  an  Endurance-enabled 
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configuration,  four  servers  are 
joined  in  an  array  that  emu¬ 
lates  a  single  server.  Two 
servers  called  compute  ele¬ 
ments  perform  the  applica¬ 
tion  processing  in  lock-step 
fashion;  the  other  two  dubbed 
I/O  processors  perform  all 
inbound  and  outbound  IO 
requests.  In  each  server,  a 
Marathon  network  interface 
adapter  joins  to  network 
interfaces  in  other  servers  in 
the  array  via  fiber-optic  cable. 
In  the  event  of  a  server  fail¬ 
ure,  the  other  server  in  the 
I/O  processors  pair  takes  over 
processing  and  operations 
continue  uninterrupted. 

System  management  is  per¬ 
formed  from  the  Endurance 
Manager  software,  a  Windows- 
based,  as  well  as  browser- 
based,  interface.  The  manage¬ 
ment  software  allows  man¬ 
agement,  monitoring  and 
maintenance  of  the  system. 

The  Endurance  6200  pack¬ 
age  is  $50,000  and  is  available 
immediately. 

www.marathontechnol 

ogies.com 


runs  on  NT,  Win  2000  and 
NetWare  servers  and  will  work 
with  Microsoft  Exchange,  SQL 
Server  and  Microsoft  Cluster 
Server,  as  well  as  a  variety  of 
storage  arrays,  Just  a  Bunch  of 
Disks  and  tape  libraries.  The 
package  also  provides  LAN- 
free  back-up  capability,  which 
lets  data  that  is  being  saved  be 
removed  from  the  network 
and  pass  directly  between  the 
storage  and  back-up  device, 
thus  reducing  traffic  across 
the  network. 

From  a  Windows  manage¬ 
ment  console,  customers  can 
set  policies,  monitor  events  and 
back  up  and  recover  the  net¬ 
work.  The  management  soft¬ 
ware  is  Microsoft  Management 


Console  compliant.  Galaxy 
Enterprise  2000  supports 
Microsoft’s  Active  Directory 
and  Novell’s  NDS  Corporate 
Edition. 

A  release  of  CommVault 
Galaxy  Enterprise  2000  later 
this  summer  will  add  support 
for  Lotus  Notes  R5  and  Domino 
servers  and  Network  Appliance 
file  servers.Additional  network- 
attached  storage  support  will 
be  available  this  fall. 

CommVault,  formerly  a  busi¬ 
ness  unit  of  AT&T  Network 
Services,  has  signed  an  agree¬ 
ment  through  which  Microsoft 
will  also  resell  Galaxy.  The  soft¬ 
ware  is  $  1 ,000  per  server. 

CommVault:  www.comm 
vault.com 


CEOs, 

continued  from  page  23 

“During  the  last  year  it  was  a 
two-horse  race,  now  it’s  a  three- 
horse  race,”  says  Bobby  Johnson, 
Foundry’s  CEO.  “We’ve  been 
shipping  [the  Border  Gateway 
Protocol]  longer  than  Juniper’s 
been  shipping  product.” 

Foundry  has  its  work  cut  out 
for  it,  though.  Foundry’s  Net- 
Iron  1500  router  delivers  im¬ 
pressive  performance  and  scal¬ 
ing  characteristics,  but  the  com¬ 
pany  faces  long-term  challenges 
in  selling  and  marketing  the 
product  in  the  Internet  core 
market,  says  market  tracker 
CurrentAnalysis  in  Sterling,  Va. 


in  the  next  six  months,  the  next 
24  months  could  be  interesting. 

“Over  time,  we  certainly  plan 
to  level  the  playing  field,” 
Johnson  says. 

Sixty  percent  of  Foundry’s 
business  is  with  service  pro¬ 
viders,  and  seven  of  the  top  10 
ISPs  are  Foundry  customers, 
Johnson  says.  America  Online 
has  $30  million  of  Foundry 
equipment  installed,  and 
Foundry  has  sold  $10  million 
worth  of  packet-over-SONET 
(POS)  interfaces,  he  says. 

“We  focus  mostly  on  POS,” 
Johnson  says.  “We’re  more  for 
the  pure  IP  and  SONET  play.” 

Nonetheless,  Foundry  will 
soon  add  ATM  WAN  interfaces 


"During  the  last 
year  it  was  a  two- 
horse  race,  now 
it's  a  three-horse 


Bobby  Johnson,  Foundry  Networks  CEO 


“Foundry  can  assert  pricing 
and  performance  claims  that 
can  cause  some  consternation 
for  Internet  core  routing  market 
leaders  Cisco  and  Juniper,  al¬ 
though  the  firm  has  yet  to  prove 
that  it  can  be  a  long-term  factor” 
in  the  market,  CurrentAnalysis 
stated  in  a  recent  report. 

Johnson  remains  undaunted. 
Although  he  has  no  intentions 
of  overtaking  Cisco  or  Juniper 


and  MPLS  capabilities  to  its 
products.The  company  will  also 
ship  OC-192  interfaces  on  its 
Netlron  and  Biglron  routers  and 
switches  in  the  fourth  quarter, 
Johnson  says. 

The  proof  of  the  pudding 
though,  says  Kriens,  will  be  per¬ 
formance  in  the  Internet  core. 

“The  Internet  is  an  effective 
vehicle  for  proving  product 
capability,”  he  says.  Q 


(no  re-plumbing  necessary) 

Slide  a  blade  into  your  Fastlron  II  or  Biglron  high  performance  switch  or  router  chassis,  slip  a  network 
interface  card  into  your  desktops,  and  stand  back.  Because  in  three  easy  steps,  you've  turned  a 
10/100Base-TX  trickle  into  a  Gigabit  tidal  wave.  Without  pulling  an  inch  of  wire. 

Foundry  Networks  Gigabit  Ethernet  Over  Copper  technology  brings  lOOOBase-T  performance  to  the  desk¬ 
top  through  your  existing  Cat-5  cabling  plant.  There's  no  network  magic  to  work.  No  fiber  cabling  to  pull. 
And  virtually  zero  network  downtime. 

So  if  your  business  is  ready  for  the  rush  of  pure,  free-flowing  data,  Foundry  Networks  is  your  Gigabit 
pipeline  to  IronClad  Network  Performance.  Visit  us  online  at  www.foundrynetworks.com/nwl,  email 
info@foundrynet.com  or  call  1-888-TURBO-LAN  (887-2652). 

See  us  at  SuperComm 
June  5-8,  2000 
Atlanta,  GA/  Booth  #1807 


Fastlron  II  Plus  GC 


Fastlron  II  GC 


It’s  the  largest  financial  deal  you’ve  orchestrated  to  date. 

The  kind  with  nine  zeros. 

Closing  it  will  take  a  multilocation  video  conference  with  your  global  investors. 

Not  to  mention  a  2Gb  multimedia  presentation  to  managers 
in  six  countries,  in  real  time. 

It  will  take  genius  on  your  part. 

It  will  take  a  faster,  more  reliable  optical  network  on  ours. 

That’s  why  Marconi  is  delivering  the  next  generation  network. 

Helping  people  achieve  their  moments  in  the  sun. 

With  this  kind  of  power  at  your  fingertips,  now’s  the  time  to  ask — 


When  will  your  finest  hour  be? 


SUPERCOMM  Attendees,  Visit  Booth  #2141 


optical  networks 


Deep  Fiber  broadband  access 


internet  switching  and  routing 


arconi 


This  could  be  your  finest  houfi 


Infrastructure 


NaviSite,  ArrowPoint  team  for  apps  services 


BY  APRIL  JACOBS 

Marry  technologies  from  switch 
maker  ArrowPoint  with  ASP  NaviSite 
and  what  do  you  get?  A  way  to  give 
enterprise  users  the  goods  to  manage 
their  e-commerce  and  business-to-busi- 
ness  applications  the  same  way  they 
manage  Web  site  content. 

The  joint  development  deal  the  two 
firms  are  working  on  calls  for  Arrow- 
Point  to  develop  new  features  for  the 
software  that  rims  on  its  switches  and 
NaviSite  to  offer  new  services  that  work 
with  those  feature  sets.The  result  should 
be  a  way  for  users  to  provide  better 
application  services  to  their  employees 
and  the  people  they  do  business  with. 

NaviSite  Chief  Technology  Officer 
Peter  Kirwan  says  his  firm  is  looking 
to  take  the  next  step  in  solv  ing  one  of 
the  biggest  problems  faced  by  compa¬ 
nies  using  applications  that  run  over 
the  Internet:  How  to  provide  quality- 
of-service  agreements  for  companies 


NaviSite  will  offer  new  services  based  on 
the  features  found  in  ArrowPoint's  CS150 
switches. 


with  users  around  the  world  both 
inside  and  outside  of  their  corporate 
networks.  Kirwan  says  the  two  com¬ 
panies  will  offer  the  technology  in 
pieces  over  the  next  several  months 
but  didn’t  offer  specifics  for  pricing 
and  feature  availability. 

What  is  clear  is  that  in  order  for  users 


to  get  reliable  application  services,  ASPs 
and  switch  makers  will  have  to  find  a 
way  to  deal  with  issues  such  as  reliability 
and  speed  of  servers  and  network  per¬ 
formance  in  a  data  center  environment, 
says  Peter  Firstbrook,  an  analyst  at  Meta 
Group  in  Stamford,  Conn. 

“There  are  still  ducks  to  be  gotten  in  a 
row  [by ASPs], but  being  able  to  provide 
time-sensitive  applications  over  the 
Internet  is  what  ASPs  need  to  do,” 
Firstbrook  says.  “And  anything  they  can 
do  to  get  rid  of  network  latency  is  going 
to  be  good  for  end  users.”  Providing  tools 
to  help  process  end-user  requests  more 
efficiently  should  help  alleviate  latency 
problems. 

To  solve  problems  associated  with 
managing  applications  hosted  at  data 
centers,  such  as  latency,  NaviSite  and 
ArrowPoint  are  borrowing  some  meth¬ 
ods  used  in  content  delivery.  By  routing 
users’  requests  to  the  data  center  clos¬ 
est  to  them,  the  applications  and  data 
requested  by  users  will  arrive  more 


quickly  than  from  an  arbitrary  or  cen¬ 
tral  location.  NaviSite  and  ArrowPoint 
will  provide  separate  pieces  of  what  is 
needed,  Kirwan  says. 

For  example,  ArrowPoint  will  add 
features  to  its  switch  software  that  are 
designed  to  take  advantage  of  applica¬ 
tion  management  and  monitoring  ser¬ 
vices  offered  by  NaviSite.  Kirwan  says 
the  services  and  switch  features  will  be 
released  over  the  next  several  months. 

At  least  one  feature  on  the  Arrow- 
Point  switches  will  determine  where 
an  application  end  user  is  routed, 
based  on  the  user’s  profile.  NaviSite ’s 
software  will  provide  monitoring  and 
management  tools  that  optimize  server 
and  network  performance,  allowing 
changes  to  be  made  if  performance 
isn’t  what  it’s  supposed  to  be.  For 
example,  streaming  servers  in  different 
data  centers  could  be  linked  and 
tapped  to  provide  streaming  applica¬ 
tions  if  one  couldn’t  get  the  job  done. 

Kirwan  says  the  firm  is  also  looking 
to  let  end  users  develop  custom  per¬ 
formance  metrics  for  their  applications 
and  provide  services  to  improve  per¬ 
formance  based  on  the  metrics. 

NaviSite:  www.navisite.com 


Go  to  the  100%  solution 


for  buying  and  selling  used 
communications  and  IT  equipment  at 


Internet  speed] 


Both  Sellers  and  Buyers  enjoy  a  full  suite  of  value-added  services, 
including:  shipping,  funds  management,  audits,  certification,  and  more! 

As  a  neutral,  online  exchange,  Cymerc  helps: 

SELLERS  -  reach  thousands  of  qualified  buyers  •  command  fair  market 
pricing  •  lower  sales  costs  •  enjoy  a  faster  return  on  investment  by  selling 
assets  quicker  •  streamline  operations  and  lower  warehousing,  inventory  and 
operational  costs  •  enjoy single-point-of-contact  convenience. 

BUYERS  -  access  quality  equipment  from  large-scale  suppliers  •  gain  fair 
market  pricing  •  gain  fast  turnaround  time  in  procuring  equipment  •  find 
specific  products  fast  •  enjoy  single-point  of  contact  convenience. 


The  IT  Exchange 


cymerc 


FREE  REPORT- 

How  Value-added  Online  Exchanges  Are  Redefining  B2B  Commerce 
Request  a  free  report  today:  Email  sbartlett@eymerc.eom 


CYMERC 
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'  if  this  teleworker  inte 

gration  thing  really  takes  off. 


THOMAS  JEFFERSON  [for  the  most  part] 


As  foretold,  the  age  of  integrated  voice  and  data  has 
come,  changing  the  lives  of  everyone  in  your  company. 

Alcatel  has  realized  the  full  potential  of  network 
convergence.  Ideas  such  ^ 
as  sorted,  prioritized 


Alcatel's  OmniPCX  4400  does  everything  a  PBX 
does,  and  much  more.  With  99.999%  reliability  and 
a  distributed  client/server  architecture,  OmniPCX  4400 

iii  is  designed  to  deliver 
powerful  converged 


e-mail  and  voicemail 
messages,  dial  by  name, 
integrated  keyboards 
and  phones  built  into 
PCs  are  now  reality. 

Provide  your  Web  customers  with  direct  contact  to  a 
service  agent  equipped  with  customized  data.  Let  your  critical 
contacts  reach  you  anytime,  anywhere,  with  a  single  number. 


PROPHECY  FULFILLED: 

OmniPCX  4400  gives  teleworker's  all 
the  capabilities  of  a  corporate  PBX 


applications  to  compa¬ 
nies  ranging  all  the 
way  from  50  to  more 
than  50,000  people, 
serving  the  needs  of 
business  for  the  next  decade  and  well  into  the  future. 

Alcatel.  120,000  people.  Internet,  enterprise,  and 
telecom  solutions  worldwide.  www.OmniPCX.com/ads 
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ARCHITECTS  OF  AN  INTERNET  WORLD 


©  2000  Alcatel. 


Wired  Windows  .  Dave  Kearns 


infrastructure 


Will  Gates  look  for  sympathy 


g  ’m  in  Orlando  this  week  for  Micro¬ 
soft’s  TechEd  conference  —  a  geek- 
fest  right  up  there  with  Novell’s 
BrainShare  for  the  title  of  most  acronyms 


per  minute  in  a  presentation.  By  the  time 
you  read  this,  the  Monday  morning 
opening  keynote  session  will  be  fin¬ 
ished.  I’m  writing  this,  though,  before  it 


happens,  and  it’s  interesting  to  speculate 
on  what  “William  (Bill)  H.  Gates”  (that’s 
what  it  says  in  the  program)  will  say. 
The  prespeech  notes  I  have  indicate 


Let  Universal  Access  negotiate  the  maze  for  you. 

We  are  a  leading  provider  of  integrated  solutions  for 
communications  network  transport  and  infrastructure  services. 
Universal  Access  is  a  single  point  of  contact  for  end-to-end 
multiple  vendor  network  connection  services,  carrier  independent 
interconnection  facilities  and  client  support  services. 


We  take  you  point-to-point.  We  have  the  map  of  the  maze  that 
provisions,  installs  and  services  network  circuits  through  our 
Universal  Information  Exchange  (UIXSM)  proprietary  databases. 
Your  organization  doesn't  get  caught  in  missed  schedules  and  the 
insurmountable  limitations  between  competing  networks. 


Call  us  and  visit  our  web  site.  We'll  work  with  you  to  create  the 
solutions  that  give  you  speed  to  market  and  a  competitive 
advantage.  Because  it's  all  about  end-to-end,  not  a  dead  end. 


UniversalAccess” 


100  N.  Riverside  Plaza  2200  •  Chicago,  IL  60606 
888.747.1744  •  312.660.5000 


that  the  topic  of  his  talk  will  be  “Micro¬ 
soft’s  strategy  for  Next  Generation  Web 
Services  (NGWS).”  Of  course,  Microsoft 
postponed  the  announcement  of  NGWS 
last  week,  putting  off  their  press  and  ana¬ 
lyst  dog-and-pony  show  (Forum2000) 
until  June  22.  Does  that  mean  NGWS 
will  be  a  no-show  in  the  keynote? 

Generally  in  these  events,  many  of  the 
scheduled  sessions  (there  are  256  at 
TechEd)  tie  the  technology  to  the 
keynote  theme  —  if  you  went  to 
BrainShare,  recall  how  many  times  you 
heard  the  acronym  “DENIM”  after 
Novell’s  Directory-Enabled  Network 
Infrastructure  strategy  was  introduced 
at  the  keynote.  So  if  NGWS  is  eliminated 
from  the  keynote  address,  will  there  be 
blank  slides  in  the  presentations? 

Or  will  its  time  be  filled  by  a  discus¬ 
sion  of  the  event  that  forced  the  post¬ 
ponement  of  Forum2000  —  the  hand¬ 
ing  down  of  penalties  in  the  Microsoft 
antitrust  case?  Gates  has  been  very 
reluctant  to  discuss  the  trial  in  any 
venue  where  questions  might  be  asked 
(such  as  the  recent  CEO  Summit  in 
Redmond,  Wash.),  but  TechEd  should 
be  a  sympathetic  audience  —  probably 
the  best  arena  for  making  Microsoft’s 
case  in  public. 

Whatever  Gates  does,  you  can  read 
about  it  later  in  the  day  on  Network 
World  Fusion  (www.nwfusion.  com/)  or 
in  next  week’s  issue.You  can  even  watch 
a  replay  of  the  keynote  at  your  leisure  at 
http://msdn.microsoft.com/events/te 
webcast/,  which  will  also  let  you  view 
selected  sessions  of  the  conference. 

If  you’re  at  the  conference  and  you 
see  someone  who  resembles  the  pic¬ 
ture  at  the  top  of  this  page,  let  me  know 
what  you  thought  of  the  keynote,  the 
court’s  judgment,  NGWS  or  anything 
else.  If  you  want  to  know  my  take  on  the 
events  at  TechEd,  subscribe  to  the  Focus 
on  Windows  Networking  newsletter 
(www.nwfusion.  com/focus/)  where  I’ll 
give  you  the  inside  view  over  the  next 
couple  of  weeks. 

Kearns,  a  former  network  adminis¬ 
trator,  is  a  freelance  writer  and  con¬ 
sultant  in  Austin,  Texas.  He  can  be 
reached  at  wired@vquill.com. 


■ 


of  The 


Week 


After  much  specula¬ 
tion  about  the  death  of 
NetWare,  the  recent 
Novell  corporate  realignment  —  and 
conversations  with  Novell  insiders  — 
led  me  to  decide  that  there  was  a  future 
for  the  granddaddy  of  network  operat¬ 
ing  systems.  Details  can  be  found  in 
this  week's  Focus  on  NetWare  newslet¬ 
ter  (www.  nwfusion.com/focus/). 
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www.  intermedia. 
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#1  rated  Internet  backbone,  Boardwatch  magazine  1999 


#1  rated  Managed  Security,  Network  Computing  magazine  1  998 


TeleChoicel 


#1  rated  overall  ISP  TeleChoice  survey  1999  and  #1  in  customer  service  1998 


Pinnacle  Award  winner  for  service  and  innovation,  X-Change  and  Phone+  magazines 


Top  25  ISP,  Data  Communications  magazine  1 999  and  1 998 


■  •  -,'v 

%  ^ 


"Dynamicl  00"  Top  Technology  Company  rankings,  Forbes  ASAP  magazine  1  999  and  1 998 


Top  1 00  Growth  Company  and  "Hot  Growth  Company,"  Network  World  magazine  1 999 


Now  that's  confidence. 
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Connect  with  Confidence 


2000  Intermedia  O&ffifflunicatibrts  Inc.  All  rights  reserved.  Intermedia  Communications,  the  Intermedia  logo,  and 
Connect  with  Confidence  are  trademarks  of  Intermedia  Communications  Inc.  All  other  trademarks  used  herein  are  the 
oroperty  of  them  respective  owners.  Network  reliability  is  based  on  internal  network  reports  for  Q1  &  Q2  of  1999. 


'  '  ■  fit 

• J  J  /  f  2* 

.  tm-T' 


COMMUNICATION 

r5S5aa3 


fe5'# 


www.entera.com 


Standards 

Based 

Streaming 

Media 

©mi 

sment 

| i  fe  v 

:  mwmm  ■ 

- 

.  ••  •  A'._  •  .  j&s« 

Stream 

Caching 

Subscription  Application! 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Signature  (required) 


Date 


To  qualify:  You  must  supply  your  company  name  and  address.  If  military,  please  specif)’  branch/base. 
If  government,  please  specify  division. 


Name 


Title 


Company 


Division/Mail  Stop/Military  Branch  or  Base 


Street  Address 


City 

State  Zip 

Business  phone  (  ) 

FAX  { _ ) 

Internet  E-mail  address 

> 

We  would  like  to  send  you  periodic  information  via  e-mail  on  3rd  party  networking  products/services. 

□  Check  here  if  you  DO  NOT  wish  to  receive  this  information. 

If  there  l*  a  parent  company,  please  provide  name: _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Please  indicate  the  Intemet/Intranet/LAN/WAN  products/services  that  you  are  currently 
involved  in  purchasing  or  plan  to  purchase  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  6.  Plan  to  purchase 


INTERNET/INTRANET 

A  B  A  B 

□  01.  □  VPN  Equipment  □  07.  □  Voice/Video  Over  IP 

□  02.  □  VPN  Services  (IP  Multicast  Routing) 

□  03.  □  Fi rewalls/Secu ri ty/ELncrypt ion  □  08.  □  Internet  Services 

□  04.  □  Electronic  Commerce  □  09.  □  Web  Hosting 

□  05.  □  Web  Servers/Software  □  10.  □  Host  Access 

□  06.  □  Web  Enabled  Call  Center  Tools  □  11.  □  Web  Development  Tools 

LOCAL-AREA  NETWORKS/INTERNETWORKING  _ 


□  17.  □  Local-Area  Networks 

□  18.  □  Network  Operating  System 

Software  (NOS) 

□  19.  □  Intel  Based  Servers 

□  20.  □  Intel  Based  Multiprocessor  Servers 

□  21.  □  RISC  Based  Servers 

□  22.  □  Clustered  Servers 

□  23.  □  Print  Servers 

□  24.  □  Routers 

WAN  EQUIPMENT  &  SERVICES  _ 


A  B 

□  25.  □ 

□  26.  □ 

□  27.  □ 

□  28.  □ 

□  29.  □ 

□  30.  □ 

□  31.  □ 

□  32.  □ 


Layer  2  Switches 
Layer  3  Switches 
Layer  4  Switches 
ATM  Switches 
Token-Ring  Switches 
Network  Storage  (NAS,  SANs) 
Storage/Backup  (Optical,  Disk, 
Tape,  RAID) 

Network  Test/Diagnostic  Tools 


A  B 

□  40.  □  Modems 

□  41.  □  Cable  Modems 

□  42.  □  Asynchronous  Transfer  Mode  (ATM) 

□  43.  □  Frame  Relay  Equipment 

Including  FRADS 

□  44.  □  Frame  Relay  Services 

□  45.  □  Remote  Access  Products 


A  B 

□  46.  □  Remote  Access  Services 

□  47.  □  Wireless  Data  Equipment/Services 

□  48.  □  ISDN  Equipment/Services 

□  49.  □  FT-l/T-l/T-3  Services 

□  50.  □  xDSL  Services/Products 

□  51.  □  Diagnostic/Test  Equipment 

□  52.  □  DSU/CSU 


A  B 

□  12.  □  Management/Monitoring  Software 

□  13.  □  Web  Based  Management  Tools 

□  14.  □  Web  Based  Collaboration/ 

Groupware 

□  15.  □  CachingLoad  Balancing  Products 

□  16.  □  Other  Intemet/Intranet 


A  B 

□  33.  □  UPS 

□  34.  □  Network  Interface  Cards 

(NICs,  PCMCIA) 

□  35.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  36.  □  Cables, Connectors,  Baiuns 

□  37.  □  SNMP  Platform 

□  38.  □  Management  Frameworks 

□  39.  □  Other  LAN/lntemetworking 


A  B 

□  53.  □  PBXs 

□  54.  □  Videoconferencing 

□  55.  □  Managed  LAN/Router  Services 

□  56.  □  Fax  Servers/Services 

□  57.  □  Other  WAN  Equipment/Services 

A  B 

None  of  the  above  (1-57)  □  58.0 


Street  Address 


City 


State 


Zip 


Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be  answered. 
Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates  available  upon  request. 


What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 
03.  □  Insurance/Real  Estate/Legal 
04.  □  Health  Care  Services 
05.  □  Hospitality/Entertainment/Recreation 
06.  □  Media/TV/Cable/Radio/Print 
07.  □  Retail/Wholesale  Trade/Business  Services 
08.  □  Transportation 
09.  □  Utilities/Process  Industries 
(Mining/Construction/Petroleum 
Refining/Agri  culture/Forestiy) 


10.  □  Education 

11.  □  Government 

12.  □  Military 

13.  □  Aerospace 

14.  □  Consulting  (Independent)  * 

15.  □  Carriers/Service  Providers 

16.  □  Internet  Service  Provider  (ISP) 

17.  □  Manufacturing  (Computer/ 

Communications/OEM) 

18.  □  Resellers  of  Computer/Network 

Products  (VARs.VADs)* 


B600 


19.  □  Systems/Network  Integrators' 

20.  □  Distributors  (Computer/ 

Communications)* 

21.  □  Other  (please  specify) 


‘Attn  Consultants,  Integrators, 
Distributors,  Resellers:  Please  complete 
entire  form  based  on  ALL  clients  and 
your  own  business  needs 


P:  What  is  your  primary  job  function?  im  one  only) 

S:  What  is  your  secondary  job  function?  (check au,  that  apply) 


PS  PS 

□  1.  □  Network  Management  □  5.  □  interaet/lntranet/E-Commerce 

□  2.  □  LAN  Management  Mgmt,  Webmaster 

□  3.  □  Datacom/Telecom  Management  □  6.  □  Engineering  Management 

□  4.  □  IS/IT/MlS/CIO/CTO/Systems 

Management 


P  S 

□  7.  □  Corporate  Management  (CEO, 

COO,  CFO,  Pres.,  VP,  Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (Please  print  the  appropriate  number  code  on  the  line  next  to  each 
product  category.  Please  complete  ALL  categories  A-N.) 


1.  $100  Million  or  more 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  Million  to  $24.9  Million 

5.  $1  Million  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


A  _ Large  Systems 

( Mainframes/Minis) 

B  _ Desktops  (Micros/Laptops/ 

Workstations/PDAs) 

C  _ Servers 

D  _ LANs 

E  _ WAN  Equipment 

F  _ _  Carrier  Services 


G  _ Internetworking 

H  _ Internet 

I  _ _ Intranet 

J  _ Extranet/E-Commerce 

K  _ Remote  Access 

L  _ Peripherals  (including  storage) 

M  _ Software 

N  _ Service/Support 


What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 


100+  2.  050-99  3.  □  20-49  4.  DIO-19  5.  □  2-9  6.  □  1  7.  □  None 


What  is  the  tota!  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 


SERVERS 


CLIENTS 


LANS 


At  Location  Entire  Org. 

A  B 

□  1.  50,000+  □* 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


At  Location  Entire  Org. 

C  D 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


At  Location  Entire  Org. 

E  F 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  d 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  ONE  only) 

B.  Involvement  (check  ALL  that  apply) 

CORPORATE 

1.  □  Create  Network/IT  Strategy  4.  □  Evaluate  ProductsServices 

1.  □  Entire  Enterprise/Multiple  Enterprises 

2.  □  Recommend/Specify  Brand  5.  □  Determine  the  Need 

2.  □  Division/Multiple  Divisions 

3.  □  Approve  Purchase  6.  □  None 

3.D  Department 

4.D  None 

What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 


(check  ONE  in  each  section) 


A.  At  your  location: 


B.  Entire  organization: 


1.  □  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 

5.  □  1,000  -  2,499 


6.  □  500  -  999 

7.  □  250-499 

8.  □  100  -  249 

9.  □  99  or  less 


1.  □  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000-9,999 

4.  □  2,500  -  4,999 


5.  □  1,000-2,499 

6.  □  500-999 

7.  □  499  or  less 


9. 

Please  indicate  the  Network  hardware/software/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  (check  all  that  apply) 

L 

h.  v-urretuiy  i 

nvoivea  in  purcnasing  d.  rian  to  purcnase 

COMPUTERS/PERIPHERALS 

A 

B 

A  B 

A  B 

I  □  01.  □  Laptops/Notebooks/PDAs 

□  05.  □  Storage/Backup 

□  08.  □  Minis 

□  02.  □  PCs 

(Optical,  Diskjape,  RAID) 

□  09.  □  Mainframes 

I  □  03.  □  Windows  Terminals/Thin  Clients  □  06.  □  Printers 

□  10.  □  Fax/Vodem  Boards 

1  □  04.  □  Workstations 

□  07.  □  Printer/Fax/Copier  Hybrids 

□  1 1.  □  Memoiy/Chips/Boards/Cards 

SOFTWARE/APPLICATIONS 

(Multifunction  Printers) 

□  12.  □  Other  Computers/Peripherals 

A 

B 

A  B 

A  B 

□  13.  □  Network  Management 

□  21.  □  E-Mail 

□  28.  □  Site  Metering  Tools 

□  14.  □  Systems  Management 

□  22.  □  Enterprise  Resource  Planning 

□  29.  □  DataWarehousing 

□  15.  □  Security 

(ERP) 

□  30.  □  Anti  Virus  Software 

□  16.  □  Directory  Services 

□  23.  □  EDI 

□  31.  □  Multimedia 

□  17.  □  Operating  Systems 

□  24.  □  Desktop  Videoconferencing 

□  32.  □  Y2K  Conversion  Software 

□  18.  □  Applications  Development  Tools 

□  25.  □  Imaging 

□  33.  □  Helpdesk 

□  19.  □  Database  Management/RDBMS 

□  26.  □  Middleware/Serverware 

□  34.  □  Other  Software/Applications 

□  20.  □  Groupware 

SERVICES 

□  27.  □  Document  Management 

A 

B 

A  B 

A  B 

□  35.  □  BPO  (Business  Process 

□  36.  □  Applications  Outsourcing 

□  39.  □  Education/Training  Services 

Outsourcing  incl.  Financial 

□  37.  □  Call  Center  Outsourcing 

□  40.  □  Other  Services 

Services,  HR,  Logistics,  etc.) 

□  38.  □  Systems  Integration/Consulting 

A  B 

None  of  the  above  (1  -  40)  □  41.  □ 

If)  ]  Please  indicate  the  platforms  that  are  currently  installed/planned:  check  all  that  apoiy) 

J  -V_<|  A.  Currently  installed  B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

A  B 

!  noi.  □  tcp/ip 

□  02.  □  IPv6 
!  D03.  DSNA 

LAN/WAN  ENVIRONMENT 

A  B 

□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  62 

□  06.  □  NETBIOS/NETBUEI 

A  B 

□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other  Network  Protocols 

A  B 

□  10.  □  Gigabit  Ethernet 

□  11.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet 

□  13.  □  Ethernet 

□  14.  □  ATM 

□  15.  □  Token  RingToken  Ring  Switching 
NETWORK  OPERATING  SYSTEM 

A  B 

□  16.  □  IP  Switching 

□  17.  □  Layer  3,4  Switching 

□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

A  B 

□  22.  □  Wireless 

□  23.  □  DSL 

□  24.  □  ISDN 

□  25.  □  Frame  Relay 

□  26.  □  Private  Line  Tl,  T3,  FT-1,  SONET 

□  27.  □  Other  LAN/WAN  Environment 

A  B 

1  □  28.  □  Windows  NT/Windows  2000 

□  29.  □  Novell  (NetWare  5 X) 

□  30.  □  Novell  (NetWare  4  JO 

□  31.  □  Novell  (NetWare  2  J(,3 X) 

f OMPIITFR  OPERATING  SYSTFM 

A  B 

□  32.  □  LINUX 

□  33.  □  Microsoft  (LAN  Manager) 

□  34.  □  Banyan  (Vines) 

A  B 

□  35.  □  IBM  (UN  Server) 

□  36.  □  Other  Network  Operating  System 

A  B 

□  37.  □  NT  Workstation 

□  38.  □  Windows  2000 

□  39.  □  Windows  98/95/3.1 

□  40.  □  Intel  based  UNIX 

□  41.  □  RISC  based  UNIX  (incL  SOIARIS) 

A  B 

□  42.  □  LINUX 

□  43.  □  DOS 

□  44.  □  OS2,OS<2  WARP 

□  45.  □  OS/400 

□  46.  □  IBM  MVS/VM/VSE7ESA 

A  B 

□  47.  □  Digital  VMS 

□  48.  □  Macintosh 

□  49.  □  Other  Computer  Operating  System 

A  B 

None  of  the  above  (1-49)  □  50.  □ 

II. 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 

1  A  -  Mainframes 

B  -  Minis  (Midrange) 

C  -  Workstations 

(Large  Scale) 

1.  □  IBM  RS/6000 

1.  □  Sun  Microsystems 

i.  □ 

IBM 

2.  □  IBM  AS/400 

2.  □  H-P 

2.  □ 

Other 

3.  □  Digital/TandenvCompaq 

3.  □  Digital/Compaq 

4.  □  Unisys 

4.  □  IBM 

5.  □  H-P 

5.  □  Silicon  Graphics 

6.  □  Other 

6.  □  Other 

12. 

1  What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

|  (chet*  ONE  only) 

l.  □ 

$20  Billion  or  More 

5.  □  $100  Million  to  $499.9  Million 

9.  □  $4.9  Million  or  less 

2.  □ 

$10  Billion  to  $19.9  Billion 

6.  □  $50  Million  to  $99.9  Million 

10.  □  None  of  the  above 

3.  □ 

$1  Billion  to  $9.9  Billion 

7.  □  $10  Million  to  $49.9  Million 

4.  □ 

$500  Million  to  $999.9  Million 

8.  □  $5  Million  to  $9.9  Million 

i 

13. 

1  For  which  areas  outside  of  the  US  do  you  have  purchase  influence? 

j  (check  ALL  that  apply) 

l.  □ 

Europe  3.  □ 

South  America  5.  □  Middle  East 

7.  □  Canada 

2.  □ 

Asia  4.  □ 

Australia  6.  □  Africa 

8.  □  None 

FORM:  9902 
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The  newsweekly  of  enterprise  network  computing 


Apply  for  your  FREE  subscription  to 
Network  World  today!  Simply  follow 
these  three  easy  steps: 

O  Answer  ALL  the  questions 
©  Sign  and  date  the  form 
@  Mail  today! 


VALUE! 

For  faster  service,  subscribe  online  at:  ^ 

http://www.nwwsubscribe.com/nbbi 


Key  DSL  flavor  faces 
big  compatibility  test 


S  its  '  ■ 


1 .  FOLD  HERE  &  MAIL  TODAY  - 


EACH  QUALIFIED 
SUBSCRIPTION 
INCLUDES: 

^  51  FREE  issues  of 
Network  World 

►  6  Signature  Series 
special  issues  on 
key  industry  players 
and  trends 

►  Product  reviews, 
buyers  guides, 
management  surveys 
and  more! 
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Uriels 


France  Telecom  last  week 
announced  plans  to  acquire 
wireless  service  provider  Orange 
for  $40.2  billion.  Vodafone  Air- 
Touch  is  selling  Orange  in  order 
to  get  final  regulatory  approval 
for  its  planned  buyout  of  German 
telecommunications  service 
provider  Mannesmann  AG.  If 
France  Telecom's  acquisition  of 
Orange  is  approved,  France 
Telecom  will  own  one  of  the 
largest  wireless  service  pro¬ 
viders  in  Europe,  serving  more 
than  16  countries  and  30  million 
customers. 

VPN  service  provider  start-up 
SmartPipes  announced  last 
week  that  it  is  using  UUNET's 
nationwide  Internet  backbone 
network  to  launch  its  VPN  offer¬ 
ings  later  this  summer.  Smart- 
Pipes  plans  on  teaming  with  mul¬ 
tiple  service  providers  to  support 
guaranteed  business-class  IP 
network  services  over  multiple 
ISP  backbones,  butUUNET  — 
MCI  WorldCom's  ISP  subsidiary 
—  is  the  first. 

SmartPipes:  www.smartpipes. 
com 

SBC  Communications  is  team¬ 
ing  with  Metromedia  Fiber  Net¬ 
work  to  deliver  local  services  to 
cities  outside  its  home  service 
territory.  The  20-year,  $432  mil¬ 
lion  deal  gives  SBC  access  to 
fiber  in  more  than  half  of  the  30 
cities  outside  SBC's  home  turf  in 
which  it  plans  to  offer  services. 
That  service  expansion  is  part  of 
a  deal  SBC  struck  with  the 
Federal  Communications  Com¬ 
mission  in  return  for  permission 
to  buy  Ameritech.  SBC  plans  to 
buy  rights  to  use  the  fiber  and 
will  install  its  own  optical  gear  to 
support  voice  and  data  services. 
With  its  purchase  of  Ameritech, 
SBC's  home  territory  covers  13 
states,  most  of  them  in  the  Mid¬ 
west,  as  well  as  California  and 
Connecticut. 


Carriers  &  I 


The  Internet ,  Extranets ,  Interexchange 
and  Local  Carriers ,  Wireless ,  Regulatory  Affairs 


Nextlink  spreads  its  wings  overseas 


CLEC  maps  European  expansion  plans  to  be  fueled  by  $306  million  commitment. 


BY  DENISE  PAPPALARDO 

MCLEAN,  VA.  —  Nextlink  is  expand¬ 
ing  its  network  overseas  with  a  $306 
million  investment  in  dark  fiber 
throughout  Europe. 

The  company  is  buying  local,  inter¬ 
city  and  transatlantic  fiber-optic  net¬ 
works  from  Level  3  Communications. 
Nextlink  plans  on  using  the  capacity  to 
expand  the  reach  of  its  local  and  long¬ 
distance  voice  services,  Web  hosting 
and  Internet  access  services  based  on 
its  pending  acquisition  of  ISP  Concen¬ 
tric  Network. 

“Buying  dark  fiber  and  building  your 
own  network  is  probably  the  most  cost- 
effective  way  to  expand  overseas  in  the 
long  run,”  says  Melanie  Posey,  an  analyst 
with  IDC,  a  Framingham,  Mass.,  consult¬ 
ing  firm.  It’s  a  good  competitive  move 
because  Nextlink  is  among  only  a  few 
U.S.  competitive  local  exchange  carri¬ 
ers  (CLEC)  that  have  a  presence  in 
Europe’s  local  markets,  Posey  says. 

The  local  dark  fiber  that  Nextlink  is 


The  Nextlink  expansion 

Nextlink  is  buying  $306  million  worth 
of  European  network  capacity  and 
is  also  getting  a  big  influx  of  cash. 
Here's  how  its  recent  deals  break 
down: 

•  250  metropolitan  route  miles  that  will 
carry  local  voice  and  data  traffic. 

•  3,700  route  miles  that  will  make  up 
Nextlink's  European  intercity  network. 

•  Trans-Atlantic  2.5G  bit/sec  connection 
between  New  York  and  London. 

•  Forstmann  Little  invests  $400  million  in 
Nextlink. 


buying  from  Level  3  includes  facilities 
in  Amsterdam,  Brussels,  Frankfurt, 
London  and  Paris.  Nextlink’s  intercity 
fiber-optic  network  will  link  2 1 
European  cities  over  24  fiber  strands 


that  can  support  transmission  speeds 
up  to  19.2  terabits  per  second. 

The  dark  fiber  will  be  available  later 
this  year  when  Nextlink  deploys  net¬ 
work  gear  and  fiber-optic  electronics 
such  as  dense  wave  division  multiplex¬ 
ing  devices,  which  let  service  providers 
get  the  most  bandwidth  from  fiber 
strands.  Nextlink  plans  on  supporting 
commercial  traffic  over  its  European 
networks  in  the  first  half  of  2001,  says 
Mike  Mecham,  vice  president  of  busi¬ 
ness  development  at  Nextlink. 

Level  3  is  also  supplying  Nextlink 
with  a  2.5G  bit/sec  transatlantic  cable 
that  will  connect  Nextlink's  domestic 
network  with  its  European  network.  In 
2002,  Nextlink  is  expected  to  boost  the 
capacity  on  the  transatlantic  connec¬ 
tion  up  to  10G  bit/sec. 

Nextlink  already  has  its  foot  in  the 
door  overseas  with  its  planned  merger 
with  Concentric.  That  ISP  acquired  the 
Internet  Technology  Group  in  the  U.K. 
with  customers  and  data  centers  in 
See  Nextlink,  page  36 


Antislamming  law  muddies  RBOC  mergers 


BY  DAVID  ROHDE 

Because  of  a  quirk  in  U.S.  telecom 
law,  a  potentially  confusing  shuffle  of 
certain  users  among  carriers  involved 
in  mergers  is  about  to  begin,  even 
though  the  mergers  haven’t  yet  closed. 

The  Federal  Communications  Com¬ 
mission  has  granted  regulatory  waivers 
to  Qwest  Communications  and  GTE  to 
begin  transitioning  certain  customers 
off  their  networks  in  advance  of  their 
pending  mergers,  all  without  the  usual 
paperwork. 

The  situation  has  arisen  because 
Qwest  and  GTE  are  trying  to  merge 
with  regional  Bell  operating  companies 
that  lack  long-distance  authority  — 
Qwest  with  US  West  and  GTE  with  Bell 
Atlantic.  Federal  law  bars  RBOCs  from 
escaping  long-distance  bans  by  merging 
with  someone  else.  So  Qwest  has 
agreed  to  sell  its  business  in  the  US 
West  territory  to  regional  carrier  Touch 
America,  while  GTE  is  due  to  sell  its 


long-distance  business  in  Bell  Atlantic 
states  to  Sprint. 

The  problem  is  another  part  of 
federal  telecom  law  practically  bars 
these  same  carriers  from  carrying  out 
these  very  actions.  Under  the  FCC’s 
rules  against  “slamming,”  carriers  are 
forbidden  from  changing  anyone’s  long¬ 
distance  preference  without  explicit 
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THE  TRUTH 
ABOUT 

ANTISLAMMING 


Congress  has  had  several  bills  before  it  to 
combat  slamming.  Find  out  what  the  status 
is  on  those  legislative  efforts  and  what 
actions  are  yet  to  come. 
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user  authorization. 

Technically,  that  means  these  spin¬ 
offs  —  and  the  mergers  riding  on  them 
—  can’t  take  place  until  Qwest  and 
GTE  gain  individual,  explicit  permis¬ 
sion  from  every  one  of  the  affected 
customers. 

After  both  carriers  argued  that  that 
was  impossible,  the  FCC  last  month 
granted  Qwest  and  GTE  waivers  from 
the  antislamming  rules  to  start  moving 
the  customers  without  their  explicit 
permission.  Instead  of  being  asked 
whether  they  want  to  make  the  switch, 
affected  Qwest  and  GTE  customers  will 
simply  be  told  that  they  are  moving  to 
Touch  America  and  Sprint,  although 
they  will  be  allowed  to  select  yet 
another  carrier  if  they  want. 

In  the  FCC  orders  released  last  week, 
GTE  also  got  permission  to  abrogate 
another  antislamming  measure.  Because 
GTE  is  also  a  local  carrier  in  a  number  of 
states,  it  offers  customers  the  option  of  a 
See  Antislamming,  page  36 
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London  and  Amsterdam.  Nextiink 
expects  its  merger  with  Concentric 
to  close  this  month,  according  to 
Mecham. 

Nextiink  is  somewhat  familiar  with 


Europe  through  Concentric,  and  it’s 
also  familiar  with  buying  dark  fiber 
through  its  previous  relationship 
with  Level  3. 

Mecham  says  Nextiink  was  looking 
to  mirror  its  domestic  network 
deployment  overseas,  which  is  one  of 
the  reasons  it  teamed  with  Level  3. 


Since  1997  Nextiink  has  been  work¬ 
ing  with  Level  3  to  build  Internext, 
Nextlink’s  national  intercity  fiber¬ 
optic  backbone.  The  Internext  net¬ 
work  should  be  finished  next  year 
and  will  connect  30  cities  across 
North  America. 

While  Nextiink  is  expanding  its 


networks  in  Europe  and  Canada, 
Mecham  says  the  company  has  a  lot 
of  work  ahead  as  it  plans  to  be  an 
“integrated  global  service  provider.” 
And  that’s  where  Forstmann  Little 
comes  in. 

Nextiink  last  month  received  a 
$400  million  investment  from  the 
firm  that  Nextiink  plans  to  use  to 
fuel  its  network  expansion  plans. 
Asia,  Eastern  Europe,  Australia  and 
Central  America  are  just  a  few  areas 
where  Nextiink  still  needs  a  network 
presence  to  offer  integrated  global 
services. 

Nextiink:  www.nextlink.com 


Antislamming, 

continued  from  page  33 

“preferred  carrier  freeze”  —  a  tech¬ 
nique  under  which  users  can  tell 
local  carriers  to  block  any  long¬ 
distance  change  orders  they  receive 
because  they’re  probably  from  slam- 
mers.The  FCC  gave  GTE  permission 
to  lift  these  freezes  and  move  the 
affected  customers  to  Sprint. 

That  particular  waiver  will  primar¬ 
ily  affect  GTE  customers  in 
Pennsylvania  and  Virginia,  the  two 
Bell  Atlantic  states  where  GTE  has 
significant  local  territories. 

The  whole  game  of  musical  chairs 
is  already  upsetting  users  and  consul¬ 
tants  who  feel  the  complexities  of 
RBOC  mergers  are  moving  the  indus¬ 
try  further  away  from  one-stop  shop¬ 
ping  rather  than  toward  it.  And  the 
FCC  is  now  going  to  some  lengths  to 
make  sure  no  one  takes  the  slamming 
waivers  to  mean  the  two  mergers  are 
a  done  deal. 

The  FCC  has  not  yet  ruled  on  the 
Bell  Atlantic/GTE  merger,  and 
although  it  has  conditionally 
approved  the  Qwest/US  West  fusion, 
it  is  examining  the  Touch  America 
spinoff  to  make  sure  it  passes  muster 
before  giving  final  merger  approval. 
“Our  ruling  on  this  waiver  does  not 
prejudge  in  any  way  the  commis¬ 
sion’s  ultimate  determination”  on  the 
Qwest/IJS  West  merger,  wrote  Carol 
Mattey,  deputy  chief  of  the  FCC’s 
Common  Carrier  Bureau,  in  the 
Qwest  slamming  waiver. 

None  of  the  waivers  affects  GTE’s 
Genuity  Internet  unit,  which  is  slated 
to  undergo  a  separate  spinoff  and  in 
any  case  —  as  an  ISP  —  is  not  subject 
to  regular  telecom  regulation.  On  the 
other  hand.  Bell  Atlantic  and  GTE  cus¬ 
tomers  in  New  York  state  will  appar¬ 
ently  escape  all  the  confusion.  The 
FCC  last  December  granted  Bell 
Atlantic  long-distance  authority  for 
New  York. 

As  a  result,  a  merged  Bell  Atlantic/ 
GTE  will  be  able  to  offer  any  service 
there,  and  GTE  isn’t  shipping 
any  New  York  customers  over  to 
Sprint.  3 
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On  the  road  to  convergence, 
how  strong  is  your  engine  for  change? 


Become: 


Telcordia  is  your  powerful  engine  of  transition  — to  drive 
your  business  where  it  needs  to  be. 

We  propel  your  next  generation  IP  and  E-commerce  solutions 
with  reliability  honed  from  engineering  the  most  reliable 
networks  in  the  world.  We’re  at  the  forefront  of  developing  and 
deploying  Next  Generation,  packet-based  multimedia  networks. 

This  is  vision  to  expand  your  capabilities  and  power  to 
accomplish  it  now.  We’re  the  world’s  largest  supplier  of  OSS 
software  and  services  to  automate  operations.  Our  Intelligent 
Network  architectures  help  you  generate  new  services  and  new 
revenue.  We  created  open  standards  and  we’re  setting  new  ones. 

Because,  as  you  know,  your  business  can  no  longer  just  be. 
You  must  become. 


Telcordia. 

Technologies 


Visit  us  at  Supercomm  2000  Booth  #4704 


An  SAIC  Company 


www.telcordia.com  1-800-521-2673  Worldwide  +1-732-699-5800 
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SCALABILITY  IS  STRENGTH 


Introducing  Yipes,  a  managed  optical  IP  service  provider  that  will  change  the  way  you  look  at  bandwidth. 

i 

Our  gigabit  IP-over-fiber  network  allows  you  to  choose  the  bandwidth  that’s  right  for  your  business, 

flB 

up  to  1  Gbps  in  1  Mbps  increments.  And  since  the  Yipes  network  is  IP  and  Ethernet  throughout,  you 

J  if 

I 

won’t  need  any  new  equipment  to  tap  into  ifs  robust  bandwidth.  So  you  can  double  your  bandwidth 
for  about  80%  of  your  current  cost.  Scalable,  secure  and  super  fast.  That’s  the  Yipes  network. 
Want  to  see  the  power  in  actiojhr  Check  out  www.yipes.com  or  call  877-740-6600. 
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Optical  IP  Networks 
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©  2000  Yipes  Communications,  Inc,  All  rights  reserved.  Yipes,  the  Yipes  logo  and  Yipes  that's  fast!  are  trademarks  of  Yipes  Communications,  Inc.  All  others  are  properties  of  their  respective  holders. 


If  you're  in  the  business  of  distributing 
large  amounts  of  data  to  multiple  sites 
across  wide  distances,  you  need  more 
than  a  traditional  network  —  and  more 
than  just  the  Internet.  You  need  a  way 
to  cost-effectively  deliver  high 
bandwidth  information  at  the  fastest 
speeds  available  nationwide. 

What  you  need  is  DirecPC®. 


For  just  a  few  hundred  dollars  per  site, 
you  can  equip  your  remote  clients  with 
a  state-of-the-art  satellite  system, 
capable  of  receiving  IP  multicast 
content  -  or  any  other  data  -  at  up  to 
24  megabits  per  second.  Anytime, 
anywhere  in  the  country.  And  it  doesn't 
matter  how  many  sites  you  have  in  your 
network.  In  fact,  the  more  sites  you 
add,  the  cheaper  it  usually  gets.  How 
many  terrestrial  networks  can  make 
that  claim? 


£311111 


Call  us  at  877-253-2390  to  find  out 
how  DirecPC  can  come  to  your  rescue 


NETWORK  SYSTEMS 


©  2000,  Hughes  Network  Systems.  DirecPC*  is  a  registered  trademark  of  Hughes  Network  Systems,  a  Hughes  Electronics  Corporation  company. 
Your  usage  may  be  limited  by  the  Fair  Access  Policy.  For  more  information  visit  our  Web  site  at  www.direcpc.com. 


Find  out  how  other  businesses  are  putting  DirecPC 
to  work  in  financial  data  delivery,  distance  learn¬ 
ing,  software  distribution,  and  dozens  of  other 
applications  worldwide.  Visit  us  at 
http://bizinfo.direcpc.com  for  more  information. 
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Wan  Monitor 

Daniel  Briere  and  Beth  Gage 

Look  online 

FOR  TELECOM 
BUYING  ADVICE 


How  on  earth  does  a  person  find 
out  who  offers  which  services 
in  his  area?  The  Yellow  Pages  is  pretty 
outdated,  and  the  terminology  hardly 
helps  you  trim  the  list.  Searching  under 
Yahoo  or  Lycos  only  yields  a  maze  of 
references  and  unhelp¬ 
ful  listings. 

Here  are  some  sites 
that  provide  helpful  tips 
and  listings  of  who 
offers  what,  and  also  vir¬ 
tual  request-for-proposal 
(RFP)  capabilities  so  you 
can  bid  your  traffic  out 
online.  This  isn’t  just  long-distance  and 
mobile,  but  ATM,  DSL,  frame  relay  and 
other  services. 

•  Telezoo.com  lists  products  and  ser¬ 
vices,  helps  you  build  and  post  RFPs, 
find  integrators  and  telecom  degree  pro¬ 
grams,  post  press  releases,  peruse  direc¬ 
tories  of  companies  and  look  up 
acronyms.  The  elegance,  breadth  and 
depth  of  Telezoo. corn’s  design  are 
impressive.  Plus,  it’s  free  and  easy  to  use. 
Using  its  menus,  you  select  products  or 
services,  then  select  a  product  type  or  a 
brand  name.  From  there,  Telezoo.com 
displays  a  list  of  comparable  features. 
When  you  find  the  right  service,  Tele- 
zoo.com  can  launch  an  RFP  on  the  spot. 

•  Simplexity.com  provides  an  easy 
interface  to  select  a  type  of  service,  com¬ 
pare  service  features  among  vendors 
and  then  purchase  the  product  or  build 
an  RFP  Simplexity.  corn’s  format  is  very 
simple  to  use,  although  you  must  regis¬ 
ter  to  get  full  use  of  the  site.The  service 
is  free,  and  Simplexity.com  provides  user 
anonymity  to  shield  buyers  from  the 
advances  of  enthusiastic  sellers. 

•  TelecomSmart.com  and  Carrier- 
Choice.com  have  you  create  an  account 
to  ensure  they  can  match  you  with  the 
right  products  (and  probably  do  a  little 
marketing).  Then  a  “reverse  auction” 
takes  place  in  which  vendors  bid  for 
your  service  (in  other  words,  they 
answer  your  RFP).  While  neither  of 
these  sites  is  as  informative  as  Telezoo. 
com,  they  have  similar  information  ser¬ 
vices  in  the  works. 

•  Databid.com  will  launch  this  sum¬ 
mer  and  says  its  “antiportal”  approach 
will  help  make  the  experience  of  buying 
data  services  faster  and  less  of  a  hassle. 
Databid.com  will  be  a  virtual  sales  agent 
and  differ  from  its  competitors  by  focus¬ 
ing  exclusively  on  data  services  for  small 
to  midsize  businesses  with  a  complete 
end-to-end  transactional  experience  and 


online  training  tools. 

•Telcobuy.com,  an  operations  middle¬ 
man,  is  the  least  impressive. To  even  kick 
the  tires,  you  must  register  and  get  your 
credit  checked.  It  allegedly  has  500,000 
products  from  more  than  1,000  manu¬ 
facturers.  Unlike  the  other  sites,  which 
help  you  find  a  service,  Telcobuy.com 


handles  order  entry,  provisioning,  pro¬ 
ject  management,  single  invoice  and  sin¬ 
gle  point  of  contact. 

The  biggest  downside  to  these  sites  is 
they  require  constantly  updated  infor¬ 
mation  to  really  be  helpful.  That's  a 
tough  task,  so  be  wary  of  outdated  infor¬ 
mation.  Still,  it’s  a  starting  place.  Let  us 


know  if  these  are  any  help  to  you  or  not, 
so  we  can  write  more  about  them  later. 

Briere  is  CEO  and  Gage  is  director 
at  TeleChoice,  a  market  strategy  con¬ 
sultancy  for  the  telecommunications 
industry.  They  can  be  reached  at 
u>anmonitor@  tele  choice,  com. 
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How  do  I  keep  my  network  under  control? 


Make  NetSolve  your  remote  network  management  partner.  With  our  cost  effective  solution* 
you’ll  Have  an  experienced  team  of  IT  professionals  helping  you  design,  implement,  monitor,  manage 

AND  RESTORE  YOUR  NETWORK.  THAT  WAY,  YOU  CAN  FOCUS  ON  MORE  STRATEGIC  ISSUES.  So  TO  SPEAK. 


99.5%  AVAILABILITY  GUARANTEE  THOUSANDS  OF  NETWORKS  SERVED  PROVEN  SINCE  1 994 
WEB-ENABLED  TOOLS  24/7/365  REMOTE  NETWORK  MANAGEMENT  1.800.528.3981 


NetSolve* 

YOUR  REMOTE  CONTROL” 


WWW.NETSOLVE.COM/NW 
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critical: 

use  servers  that  can  handle 
around-the-clock  volume. 


where  do  millions  of  investors  go  to  follow  the  nasdaq  stock  market®?  not 
to  wall  street,  but  to  nasdaq.com.  to  build  their  web  site,  nasdaq  needed 
high-capacity  servers  that  stay  up  and  running  24/7.  servers  that  can 
handle  up  to  40  million  hits  a  day  and  rising,  the  stock  market  for  the  digital 
world  chose  inteP-based  servers  for  their  e-business,  companies  around  the 
world  have  considered  their  platform  options  and  have  made  the  same 
decision.  inteP architecture  is  the  ideal  technology  for  running  an  e-business, 
because  in  the  surge  economy,  if  your  business  isn’t  ready  for  anything,  it 


isn’t  ready.  (  servers  for  the  surge  economy  -» intel.com/go/ebiz  ) 
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Carriers  &  ISPs  Special  Focus 


Early  adopters  saving  with 

voice  over  DSL 


BY  TIM  GREENE 

It’s  easy  to  see  why  James  Knudson  likes  voice 
over  DSL. 

His  Covina,  Calif.,  law  firm  buys  voice-over-DSL 
service  from  mPower  Communications  that  sup¬ 
ports  four  phones  and  Internet  access  on  a  768K 
bit/sec  DSL  connection  for  about  $300  per  month. 
That1  s  roughly  what  he  paid  just  for  individual 
phone  lines,  one  of  which  he  used  dialing  up  his  ISP 
Now  the  DSL  service  uses  a  single  set  of  phone 
wires,  and  Knudson  gets  a  faster  Internet  connection 
compared  to  the  pokey  56K  bit/sec  modem  access  he 
used  to  buy. 

“The  way  I  look  at  it,  I  pay  the  same  amount  as  I 
did  before  for  the  phones  and  get  this  DSL  Internet 
access  for  nothing,”  Knudson  says. 

Knudson  is  the  kind  of 
customer  voice-over-DSL 
service  providers  are  look¬ 
ing  for.  He  wants  better 
Internet  access  and  com¬ 
parable  phone  service,  and 
is  willing  to  take  a  chance 
on  this  new  technology  in 
exchange  for  what  he  per¬ 
ceives  as  a  bargain. 

While  upstart  carriers 
are  jumping  on  voice-over- 
DSL  technology,  estab¬ 
lished  players  are  inter¬ 
ested  as  well.  SBC  Commu¬ 
nications  has  bet  a  $6  bil¬ 
lion  network  upgrade  that 
provides  voice  over  DSL  to 
more  than  80%  of  its  cus¬ 
tomers.  AT&T,  which  also 
wants  to  provide  cus¬ 
tomers  with  multiple  voice 
channels  and  broadband 
data  access  links,  will  use 
DSL  to  back  up  primary 
access  technology  cable  modems. 

Voice  over  DSL  holds  three  other  advantages.  First, 
it  streamlines  services.  Voice,  data  and  Internet  access 
travel  over  a  single  regular  phone  line  and  customers 
deal  with  one  service  provider. 

Second,  customers  can  order  as  few  as  one  or  as 
many  as  14  voice  channels  on  the  DSL  circuit.  Carriers 
can  easily  supply  customers  with  just  a  few  channels, 
such  as  what  Knudson  buys.  If  customers  want  to  add 
phones,  service  providers  can  add  more  voice  chan¬ 
nels  without  sending  a  technician  to  the  customer  site 
because  the  new  connections  can  be  turned  on 
remotely  over  the  same  wires. 

And  third,  such  a  package  could  potentially  cost 
less  than  the  same  services  bought  separately  from  dif¬ 
ferent  providers  and  delivered  over  separate  wires. 

For  instance,  mPower  offers  a  package  of  eight 
phone  channels,  up  to  1.5M  bit/sec  Internet  access, 


VOICE  OVER  DSL 

Voice  over  DSL  is  the  first  of 
many  applications  that  will 
ride  on  DSL  lines. 


1 ,000  minutes  of  long-distance,  free  local  phone  calls, 
10  e-mail  accounts  and  a  Web  page  for  $400  to  $650 
per  month,  depending  on  the  city.  Prices  vary  because 
the  company  sets  the  rates  to  slightly  undercut  the 
other  local  options,  says  Rolla  Huff,  CEO  of  mPower. 

Later,  when  Knudson  and  other  customers  are  satis¬ 


fied  with  these  services,  mPower  will  add  to  its  ser¬ 
vice  options.  For  example,  mPower  will  offer  access  to 
applications  such  as  payroll  processing,  Huff  says. 

This  service  roadmap  follows  the  direction  vendors 
are  taking  with  the  equipment  that  supports  voice 
over  DSL,  which  requires  different  equipment  from 
traditional  phone  services.  DSL  lines  become  the 
access  loop  to  the  telephone  network  rather  than  reg¬ 
ular,  analog  phone  lines.  DSL  carries  multiple  voice 
channels  as  packets  on  a  single  circuit;  traditional  ana¬ 
log  voice  uses  an  entire  circuit  for  each  voice  channel. 

For  voice  over  DSL  to  work,  customer  sites  need  to 
be  equipped  with  gear  that  converts  regular  analog 
phone  calls  to  ATM  or  IP.  Such  packetized  voice  uses 
some  of  the  bandwidth  on  the  DSL  line  to  carry 
phone  calls  to  and  from  customer  locations. 

At  the  carrier  end  of  DSL  lines,  DSL  Access  Multi¬ 
plexers  (DSLAM)  aggregate  traffic  from  many  cus¬ 


tomers  and  feed  it  into  a  switch  or  router  that  peels  off 
the  packets  carrying  voice  and  diverts  them  to  a  voice 
gateway.  The  gateway  transfers  phone  traffic  to  the  tra¬ 
ditional  circuit-switched  public  telephone  network. 

This  configuration  could  lead  to  even  cheaper  long¬ 
distance  prices.  Long-haul  carriers  today  have  to  pay 
access  charges  to  the  regional  Bell  operating  compa¬ 
nies  that  account  for  three  cents  per  minute  of 
charges.  Competitive  carriers  selling  voice-over-DSL 
services  don’t  have  to  charge  those  fees,  so  using 
voice-over-DSL  access  could  mean  lower  charges. 

At  the  same  time,  this  configuration  of  hardware 
means  carriers  need  to  pair  DSLAMs  with  ATM 
switches  to  sort  voice  from  data  traffic,  and  vendors 
are  already  making  more  complex  gear  that  integrates 
the  functions  of  separate  equipment.  For  example, 
Accelerated  Networks  has  integrated  support  for  ATM 

switched  virtual  circuits  in 
its  voice  gateway,  eliminat¬ 
ing  the  need  for  an  ATM 
access  switch. 

Start-up  Integral  Access 
has  taken  this  a  step  further. 
Unlike  DSLAM  makers,  Inte¬ 
gral  is  not  converting  a  DSL 
box  into  something  else.  Its 
PurePacket  access  device 
handles  traditional  voice 
and  data,  as  well  as  DSL. 

Three  major  makers  of 
DSL  voice  gateways  — 
CopperCom,  Jetstream  and 
Tollbridge  —  are  also  mor¬ 
phing  their  equipment. 
Jetstream  this  week  at 
SuperComm  2000  will 
announce  new  features  in 
its  gateway,  such  as  the 
ability  to  set  up  phone 
calls  and  interoperate  with 
a  softswitch,  a  new  type  of 
carrier  voice  equipment. 
CopperCom  says  it  also  plans  to  announce  a 
roadmap  for  how  its  gateway  will  change  as  tele¬ 
phone  access  networks  evolve. 

These  new  features  are  preparing  for  the  day  when 
long-haul  networks  are  also  based  on  packets,  which 
will  make  delivery  of  phone  service  more  efficient, 
says  Ray  Keneipp,  an  analyst  with  the  Burton  Group. 

In  the  meantime,  customers  can  look  forward  to 
voice,  data  and  Internet-access  packages  from  DSL 
suppliers,  with  a  host  of  new  services  to  come. 
Managed  security  and  VPN  services  will  emerge  as 
customer  premise  equipment  develops,  says  Erick 
Klein,  an  analyst  with  the  Yankee  Group  in  Boston. 
Voice  over  DSL  will  lose  its  prominence  and  become 
one  piece  of  a  larger  set  of  options,  he  says. 

“DSL  is  the  distribution  vehicle  for  multiple  ser¬ 
vices,  and  [voice  over  DSL]  will  just  be  a  part  of  that,” 
Klein  says.  3 


Voice  over  DSL  is  about  to  become  streamlined 

First-generation  voice  over  DSL  requires  multiple  pieces  of  equipment  in  carrier  switching  offices  to  convert 
packetized  voice  to  circuit-switched  voice  and  forward  it  to  the  public  phone  network.  Vendors  are  already 
developing  single  boxes  to  replace 
the  gear  in  the  circle. 
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CONTENT  SECURITY. 

THE  GOOD.  THE  BAD,  AND  THE  UGLY. 

Businesses  lost  $7.6  billion  in  enterprise  system 
attacks  the  first  six  months  of  last  year  alone."1  ( Without 
counting ,  hundreds  of  millions  in  lost  productivity. ) 

Your  enterprise  has  to  be  connected  on  a  global 
scale  to  compete  in  today’s  business  environment.  Every 
day  there  are  headlines  warning  about  your  vulnerability 
to  internal  or  external  attacks. 

Content  Security  is  forcing 
corporations  to  examine  privacy, 
confidentiality,  and  safety  issues  to 
their  very  core.  Today’s  unregulated 
online  territory  exposes  enterprises 
to  disastrous,  malicious  possibilities 
that  threaten  your  ability  to  conduct 
business  and  potentially  could  shut 
your  organization  down. 

But  don’t  panic. 

By  implementing  a  strategic 
policy  to  assess  and  manage  your 
security  risks,  you  can  successfully 
protect  your  networks  from  attacks, 
exposure  to  liability,  security  leaks,  and  even  revitalize 
employee  productivity. 

DID  YOU  HEAR  THE  E-MAIL  JOKE  ABOUT  THE  GUY 
WHO  COST  THE  COMPANY  MILLIONS? 

The  one  about  the  tasteless  joke  some  clown 
thought  was  funny.  It  wound  up  in  an  e-mail  box  that 
resulted  in  a  $2.2  million  sexual  harassment  lawsuit. 

The  fact  is,  last  year  the  Supreme  Court  ruled 


companies  are  liable  and  responsible  for  inappropriate 
e-mail  communications  between  employees,  regardless 
of  whether  or  not  the  company  was  aware  of  the 
communication. 

And  improper  use  of  e-mail  privileges  not  only 
leaves  you  vulnerable  to  lawsuits,  it  exposes  you  to  loss 
of  confidential,  proprietary  information.  For  example, 
employees  who  inadvertently  send  sensitive  corporate 


trade  secrets  and  strategic  documents  like  salaries  or 
financial  plans. 

By  scanning  e-mail  usage,  you  can  monitor 
suspicious  content  and  reduce  e-mail  volume,  thereby 
boosting  bandwidth. 

SOME  TEENAGERS  HAVE  AN  EASIER  TIME 

WRITING  MALICIOUS  CODE  THAN  GETTING  DATES. 

Some  can  be  mischief-making  15-year-olds  writing 


Symantec  and  ttie  Symantec  logo  are  U.S.  registered  trademarks  o(  Symantec  Corporation.  ©  2000  Symantec  Corporation.  All  rights  reserved.1  CSI/FBI  study. 


malicious  code.  On  the  other  hand,  there  are  real  ugly 
enemies  out  there. 

Rogue  employees  and  virtual  terrorists  bent 
on  stealing  company  secrets,  spreading  malicious 
viruses,  crashing  servers,  and  potentially  causing 
economic  chaos. 

If  someone  hates  you,  without  intrusion 
detection  they  can  electronically  paralyze  your  site, 


perform  industrial  terrorism,  and  even  hold  your 
business  for  ransom. 

WHO  KNOWS  WHAT  EVIL  LURKS 
IN  THE  OFFICE  NEXT  DOOR? 

Take  the  guy  down  the  hall  who  looks  like  he’s 
working  while  he  downloads  inappropriate 
content  or  trades  stocks,  follows  auctions, 
shops,  posts  resumes,  surfs  for  hours,  or  catches 


the  streaming  videos  of  sports  highlights. 

Perhaps  a  good  employee,  but  an  unwitting  threat 
to  your  organization.  For  as  he’s  accessing  inappropriate 
sites,  he’s  also  unintentionally  exposing  the  enterprise 
to  malicious  code,  software  incompatibilities,  and 
potential  liabilities. 

This  misuse  of  Internet  privileges  has 
significant  real  costs.  It  drains  bandwidth  and 

company  resources.  In  just  one 
month,  non-work  hours  spent  on 
the  Internet  can  cost  a  corporation 
hundreds  of  thousands  of  dollars 
in  lost  productivity. 

At  Symantec,  we’re  in  a 
position  to  help  you  deal  with  these 
challenges. 

We  provide  a  multi-tier 
protection  program  that  begins  with 
risk  assessment,  a  program  that 
helps  you  monitor  and  manage  all 
Internet  content  that  flows  through 
your  enterprise.  Symantec  Content 
Security  solutions  deliver  technologies 
for  scanning  Internet  and  e-mail  content,  and  screening 
viruses  and  malicious  code  intrusions. 

So  please  log  on  to  www.symantec.com/ enterprise- 
security  or  call  800-745-6054,  ext.  9TT2,  for  more 
comprehensive  solutions  to  your  Content  Security  issues. 


SYMANTEC. 


Call  us  today  at  800-745-6054, 
ext.  9TT2,  or  visit  www.symantec.com/enterprise-security 


for  more  information  or  to  speak,  to  a  sales  representative  now. 
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When  the  going  gets  tough,  we  get  on  the  phone,  when 
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it  comes  to  real-time 


communications,  there’s  no  substitute  for  voice:  it’s  still  the  most  powerful  and  natural  human  interface. 


At  Mitel,  we're  building  on  our ; 

new  portfolio  of  advanced  solutions  for  the  new  economy.  Our  enterprise  IP  telephony  products  set  the  standard 


for  quality  and  reliability,  and  provide  owners  of  current  Mitel  technology  a  smooth  migration  path  forward. 


MW 

Our  speech  recognition  solutions  are  making  voice  the  primary  interface,  enabling  a  range  of  exciting  new 
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applications  like  voice  browsing.  And  our  integrated  customer  interaction  solutions  are  smoothing  call 
center  operations  by  allowing  callers  to  retrieve  and  interact  with  data  directly  on  their  own. 

Want  to  know  more?  Visit  us  online  or  get  on  the  phone-  and  just  say  the  word. 
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www.mitel.com/voice 


1-800-MITEL-SX 


Service  provider  developments  at 
the  juncture  between  the  enterprise 
and  the  new  public  network 


Briefs 


Nortel  Networks  has  decided 
to  brand  ATM-based  integrated 
access  devices  from  Sonoma 
Systems  under  the  trade  name 
Universal  Edge  600.  Along  with 
the  OEM  agreement,  Nortel  may 
take  an  equity  position  in 
Sonoma,  based  in  Marina  del 
Rey,  Calif.  The  Nortel  Universal 
Edge  series  will  incorporate  the 
Sonoma  Integrator  and  Sonoma 
Access  product  lines,  touted  by 
Sonoma  as  delivering  ATM- 
based  toll-quality  voice  on  a 
single  access  facility  along  with 
data  and  Internet  traffic. 

Sonoma  in  turn  recently  ac¬ 
quired  the  patents  of  a  Marl¬ 
borough,  Mass.,  company 
called  Netphone  that  provides 
alternative  PBX  technology. 

Lucent  has  signed  an  OEM 
agreement  to  offer  Alteon  Web¬ 
Systems'  180e  and  ACEdirector  3 
Web  switches  under  the  names 
WebDirector  80  and  WebDirector 
180,  respectively.  Used  by  service 
providers  in  conjunction  with 
Lucent's  WebCache  replication 
appliance,  Alteon's  Web  switches 
capture,  parse  and  redirect  traffic 
based  on  URLs  and  HTTP  cookies. 
As  a  result,  noncacheable  traffic 
can  be  automatically  bypassed 
from  Lucent  WebCaches,  increas¬ 
ing  performance.  The  package 
will  be  included  in  Lucent's 
IPWorX  intelligent  Web-content 
portfolio  for  service  providers. 

Lucent's  NetworkCare  Pro¬ 
fessional  Services  unit  is  teaming 
with  IBM  Global  Services  in  what 
Lucent  calls  its  CyberCarrier  ini¬ 
tiative.  IBM  will  contribute  data 
center  planning,  integration  and 
tech  support  to  Lucent  Network- 
Care's  management  of  carrier 
networks.  Lucent  says  the  Cyber- 
Carrier  category  consists  of  ser¬ 
vice  providers  that  offer  underly¬ 
ing  storage  and  transport  to  Web 
hosting  and  application  service 
provider  ventures. 


Intermediate  bandwidth  options  emerge 

Tiara  Networks  employs  a  combination  of  Multilink  PPP  and  Multilink  Frame  Relay. 


BY  DAVID  ROHDE 

SAN  JOSE  —  The  large  number  of  new 
local  carriers  and  ISPs  backed  by  venture 
capital  or  commercial  real-estate  interests 
face  a  daunting  challenge  when  they 
knock  on  the  door  of  enterprise  network 
professionals. 

Unlike  the  original  big-city  competitive 
local  exchange  carriers  (CLEC),  many  of 
the  new  players  haven’t  built  out  fiber 
networks  to  business  locations  and  can’t 
yet  obtain  enough  copper-based  DSL  con¬ 
nections  to  serve  a  diverse  base  of  branch 
offices. 

That’s  why  some  start-up  vendors  of 
WAN  aggregation  devices  are  embracing 
a  new  frame  relay  standard  that  promises 
economical  and  flexible  connections  at 
intermediate  speeds  between  T-l  andT-3. 

These  vendors  are  offering  carrier- 
class  boxes  running  Multilink  Frame 
Relay  (MFR)  —  often  paired  with  inte¬ 
grated  access  devices  for  the  customer 
premises  —  to  service  providers  target¬ 
ing  midsize  business  locations  or  multi¬ 
tenant  buildings. 

For  example,  Tiara  Networks  in  San 
Jose,  which  came  onto  the  service 


Cutting  costs  down  to  size 

Here  is  a  comparison  of  the  total  cost 
of  multimegabit  access  equipment 
for  a  combined  customer  premises 
and  service-provider  POP,  assuming 
seven  enterprise  users  are  each 
consuming  four  T-ls  of  bandwidth 
(or6M  bit/sec): 

Bit-based  inverse  muxing*:  $235,000 


Load  balancing:  $164,700 


Inverse  Multiplexing  $140,000 

over  ATM  (IMA): 


Multilink  Frame  Relay:  $1 12,000 

Multilink  PPP:  $89,500 


*  The  cost  of  bit-based  inverse  muxing  rises  largely 
because  it  requires  seven  HSSI  modules  for  the 
carrier’s  frame  relay/ATM  switch. 


provider  equipment  scene  last  year  offer¬ 
ing  ISPs  access  concentrators  supporting 
Multilink  PPP,  recently  introduced  the 
Tiara  7000  Frame  Switch  running  MFR. 
Tiara  is  offering  CLECs,  “building  LECs” 


and  ISPs  the  7000,  which  aggregates  up 
to  128  user  connections  at  DS-O,  NxDS-O, 
T-l  or  up  to  eight  times  T-l  lines. 

Tiara  says  that  MFR  —  an  implementa¬ 
tion  agreement  ratified  by  the  Frame 
Relay  Forum  in  October  —  can  save  ser¬ 
vice  providers  25%  or  more  when  com¬ 
pared  with  more  traditional  T-3  ATM- 
based  access  concentration  at  central 
offices.  The  company  says  MFR  can  also 
relieve  customers  of  the  dilemma  of  mak¬ 
ing  the  jump  from  a  T-l  frame  relay  or  T-l 
Internet  access  connection  to  T-3  ATM 
service  or  a  straight  45M  bit/sec  line. 

The  space  between  T-l  andT-3  is  “kind 
of  a  yawning  gap  in  the  spectrum  of  avail¬ 
able  services,”  says  Bill  Flanagan,  an  ana¬ 
lyst  with  The  Burton  Group  in  Sterling,  Va. 
New  products  such  as  the  Tiara  7000  are 
going  to  help  service  providers  “who  are 
taking  the  position  that  they  are  going  to 
do  broadband  and  yet  don’t  have  any 
infrastructure  or  the  money  to  run  fiber 
to  every  customer,”  Flanagan  says. 

In  addition  to  the  Tiara  7000,  which  is 
priced  at  just  less  than  $20,000,  Tiara  has 
introduced  the  Model  1450  multimegabit 
access  concentrator  for  the  customer 
See  Tiara,  page  50 


Cabletron  spinoff  aims  for  next-generation  carriers 


BY  PHIL  HOCHMUTH 

SANTA  CLARA  —  Riverstone  is  the 
MAN. 

That’s  one  thought  Riverstone  CEO 
Romulus  Pereira  would  like  metropoli¬ 
tan-area  network  service  providers  to 
have  when  choosing  their  data  commu¬ 
nications  platform. 

Pereira  says  Riverstone  is  using  Gigabit 
Ethernet  and  10-Gigabit  Ethernet  to 
supercharge  the  MAN  backbone,  while 
still  offering  next-generation  service 
providers  the  choice  of  other  transport 
options  such  as  ATM. 

“The  previous  generation  of  metro 
spaces  had  service  problems  in  terms  of 
infrastructure  bandwidth  and  the  ability 
to  deliver  rich  content  and  very  band¬ 
width-hungry  content,”  Pereira  says. 

With  more  last-mile  fiber  being  laid 
and  national  ’Net  core  backbones  coming 
online,  the  bandwidth  bottleneck  is  shift¬ 


ing  to  the  space  “in  the  middle  of  the 
sandwich”  where  the  demand  for  hosting 
and  content  services  is  emerging 
at  a  rapid  rate,  he  says. 

Riverstone  is  marketing  its  line 
of  RS  2000  and  RS  8000  switch 
routers  and  the  RS  32000  with  up 
to  240  Gigabit  Ethernet  ports  to 
competitive  local  exchange  carri¬ 
ers  and  others  that  offer  con¬ 
verged  services  to  the  MAN. 

Each  switch  provides  multiple 
WAN  interfaces,  including  10- 
Gigabit  and  Gigabit  Ethernet, ATM, 
packet  over  SONET/  SDH, ATM, T-l 
and  T-3/E-3  interfaces,  giving  ser¬ 
vice  providers  several  ways  to 
deliver  services  to  customers. 

However,  Pereira  says  the  key  to  the 
MAN  will  be  the  ability  to  sell  and  man¬ 
age  bandwidth  between  customer 
premises  that  emulate  dedicated  lines  via 
switched  Gigabit  Ethernet. 


“If  I’m  a  customer  in  the  metro  area 
and  I  happen  to  be  in  multiple  buildings, 
it  would  be  nice  if  my  ser¬ 
vice  provider  could  offer 
me  guaranteed  bandwidth 
with  security”  throughout 
the  network,  Pereira  says. 

Because  Riverstone’s 
boxes  “slice  and  dice  band¬ 
width  in  different  ways,” 
they  give  service  providers 
“the  ability  to  create  the 
next-generation  transparent 
LAN  services,  making  the 
metro  landscape  look  like  a 
set  of  dedicated,  point-to- 
point  leased  lines.” 

Pereira  also  wants  to  make  Riverstone 
the  end-to-end  platform  for  application 
service  providers  (ASP)  “in  the  basement 
[of  customer  buildings],  in  the  hosting 
center  and  in  the  infrastructure  in 
See  Riverstone,  page  50 


Riverstone's  Pereira 
sees  bandwidth  bottle¬ 
neck  "in  the  middle." 
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Tiara, 

continued  from  page  49 

premises  or  common  area  of  a  multi¬ 
tenant  location.  It  has  eight  T-l  inter¬ 
faces  for  symmetric  multimegabit 
access  up  to  12M  bit/sec  and  includes 
DSU/CSU  functionality.  The  unit  con¬ 


nects  to  an  existing  router  or  similar 
device  through  a  single  HSSI  port,  and  is 
initially  priced  at  just  under  $10,000. 

Tiara  has  also  added  MFR  support  to 
its  existing  premises-based  devices  that 
offer  four  to  eight  T- Is  for  Multilink  PPR 
Each  can  provide  more  bandwidth  effi¬ 
ciency  than  ATM-based  access-concen¬ 


tration  schemes.  Certain  kinds  of  trans¬ 
action  processing  applications,  which 
pare  down  to  64-byte  packets,  aren’t 
efficiently  shoehorned  into  53-byte  ATM 
cells,  Flanagan  says. 

And  if  routers  chop  Ethernet  packets 
down  to  256  bytes,  “You  end  up  with  a 
partially  filled  cell  at  the  end.That’s  how 


Solutions  for  enabling 
the  convergence  of  data, 
voice  and  video  have  arrived 
and  promise  a  network  that  can 
support  a  new  generation  of 
multimedia  applications.  But 
abundant  questions  remain  about 
if,  how  and  when  a  converged 
infrastructure  will  be  ready  for 
"prime  time"  adoption  at  the 
enterprise  network  level: 

•  Can  technical  challenges,  like 
queuing  delay,  be  handled? 

•  Will  network  convergence 
save  you  money? 

•  How  does  the  next-generation 
voice  network  communicate 
with  your  "plain  old  telephone 
service"? 

•  Are  next-generation  "Packet 
PBXs"  ready  for  integration 
into  your  network? 

Attend  the  Network 
World  Reality  Check  on 
Convergence  and  hear  Steven 
Taylor,  President  of  Distributed 
Networking  Associates,  and  some 
of  today's  leading  convergence 
solution  vendors  address  whether 
now  is  the  best  time  for  you  to 
invest  in  building  a  converged 
network.  This  event  is  the  perfect 
forum  for  discovering  how  stable 
today's  convergence  solutions  real¬ 
ly  are,  what  type  of  return  on 
investment  you  can  expect  from 
them,  and  which  vendors  are  best 
positioned  to  help  you  make  the 
move  to  convergence. 


This  event  will  be 
touring  8  North 
American  cities 
from  June-July  2000. 
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the  cell  tax  goes  up,”  Flanagan  says. 

MFR  is  not  for  everybody,  he  says. 
Many  enterprise  data  centers  have  been 
moving  from  T-l  frame  relay  to  T-3  ATM 
without  having  to  alter  their  branch 
offices’  frame  relay  links  because  large 
carriers  now  generally  use  standards- 
based  frame  relay-to-ATM  interworking. 

In  addition,  each  of  the  Tiara  7000 


Want  more  details  on  public  carrier  nets? 
Head  online  for: 


Current  news 


Tech  Updates 


Weekly  columns 


sr  Technology  research  centers 


Log  on  to  The 


Edge 


—  www.nwfusion.com/edge 


boxes  can  support  a  maximum  of  128 
user  connections.  That’s  not  a  problem 
if  each  user  orders  a  T-l,  but  potentially 
it  presents  a  provisioning  challenge  if 
many  56K  or  64K  bit/sec  frame  relay  or 
Internet  links  are  mixed  in. 

The  limitation  is  in  the  physical-layer 
controllers,  says  Kash  Mitra,  Tiara’s  vice 
president  of  marketing.  The  company  is 
awaiting  higher-density  chipsets  from 
PMC-Sierra  to  build  up  the  scalability  of 
the  aggregation  device.  But  Mitra  adds 
that  the  current  configuration  is  ideal 
for  many  ISPs. 

Still,  newer  service  providers  that 
have  to  use  multiple  carriers  to  back¬ 
haul  traffic  to  their  POPs  will  face  a 
marketing  challenge.  “I  don’t  know 
how  you  tell  [users]  you’re  getting 
T-ls  from  different  carriers,”  Flanagan 
says.  “They  should  sell  it  as  diverse 
routing.”  G2 


Riverstone, 

continued  from  page  49 

between.”  The  RS  switch  line  can  pro¬ 
vide  the  traffic-shaping  capabilities 
required  to  deliver  bandwidth  to  appli¬ 
cations  ASPs  lease  out,  he  adds. 

Ron  Westfall,  an  analyst  with  IT 
research  firm  Current  Analysis,  says 
Riverstone’s  future  in  the  MAN  market 
could  be  bright,  but  some  issues  need 
to  be  addressed.  Riverstone  “still  has  to 
prove  it  can  operate  independently 
from  the  Cabletron  corporate  infra¬ 
structure,”  he  says. 

Westfall  says  Riverstone  must  partner 
with  companies  that  sell  to  the  ’Net 
core  and  sell  products  that  content  ser¬ 
vice  providers  such  as  ASPs  utilize.  Ql 


Premium  sponsorship  positions  are  still  available.  Please  contact  Andrea  D’Amato  at  (508)  490-6520  or  adamato@nww.com  for  details. 
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Fig  1.  Compact  Fully  Integrated  Security  System 


Fig  2.  Ditto 


Nature  is  proof  that  small  doesn’t  mean  defenseless.  Whether  you're  a  service  provider  or  an  enterprise  network  manager, 
NetScreen-5  assures  broadband  telecommuters  and  up  to  25  remote-office  users  safe,  speedy,  always-on  connections.  #  NetScreen-5 
seamlessly  integrates  custom  ASICs,  a  high-performance  processor  and  leading  edge  software  into  a  single-box  solution.  So  it  delivers  not 
only  the  high-performance  firewall  you  need  to  survive,  but  also  outstanding  VPN  and  traffic  shaping  features.  ^  And  that  ingenuity 
means  NetScreen-5  is  also  faster,  easier  and  cheaper  to  implement  than  software-only  solutions.  Big  difference. 

*  Call  1-877-NETSCREEN  or  visit  http://mmuietscreen.com/NS5  and  discover  just  how  smart  a  totally  -AT1 
integrated  security  solution  can  be.  (We  think  you’ll  get  the  point!)  Broadband  Internet  Security  Solutions  I  NetScreen 


Enterprise 


Briefs 


Aprisma  Management 
Technologies  of  Durham,  N.H., 
and  BMC  Software  of  Houston 
last  week  jointly  announced  a 
software  module  that  will  let 
companies  view  network  and 
application  management  data 
from  the  same  console. 

The  module,  which  runs  on 
Windows  NT  or  Solaris,  sits  on 
the  same  server  as  Aprisma's 
Spectrum  6.0  network  manage¬ 
ment  package.  It  lets  compa¬ 
nies  combine  data  collected  by 
Spectrum  and  BMC's  Patrol 
2000,  which  tracks  the  perfor¬ 
mance  of  databases,  operating 
systems  and  assorted  applica¬ 
tions.  Data  can  be  viewed  from 
a  Spectrum  or  Patrol  2000  con¬ 
sole.  The  module  will  be  avail¬ 
able  next  month  for  $5,000. 

Aprisma:  www.aprisma.com 

NetlQ  of  Santa  Clara,  which 
makes  software  to  test  and 
monitor  Windows  NT/2000  net¬ 
works,  has  announced  product 
enhancements  designed  to  help 
IS  staffs  deploying  Microsoft 
applications. 

The  company  says  its  Chariot 
network  performance  analysis 
software  will  now  predict  how 
introducing  Microsoft's  Active 
Directory  and  Exchange  2000 
software  will  affect  network 
bandwidth. 

Additionally,  the  company's 
Pegasus  IP  and  SNA  network 
monitoring  software  will  now  do 
real-time  monitoring  of  Active 
Directory  and  Exchange  2000  for 
application  optimization.  NetlQ 
acquired  the  two  products  with 
its  recent  buyout  of  Ganymede 
Software. 

Chariot  and  Pegasus  support 
for  Active  Directory  and 
Exchange  2000  is  available  now. 
Chariot  runs  on  Windows  NT/ 
2000,  and  Pegasus  runs  on  NT. 
Chariot  costs  $14,000;  Pegasus 
costs  $25,000. 

NetlQ:  www.netiq.com 


Critical  Path:  E-mail  outsourcing  plus 


NetvifflrkWorld 


David  Thatcher, 
president  of  messag¬ 
ing  services  com¬ 
pany  Critical  Path, 
spoke  recently  with 
Network  World  Senior  Editor  Caro¬ 
lyn  Duffy  Marsan  about  the  com¬ 
pany’s  recent  acquisition  binge,  its 
plans  regarding  wireless  messag¬ 
ing  and  what  IT  executives  worry 
about  when  they  outsource  their 
e-mail  systems. 


Last  year  was  a  busy  one  for  Critical 
Path.  The  company  went  public  and  then 
went  on  an  acquisition  binge,  buying 
eight  messaging  vendors  since  last 
June.  What  is  the  status  of  the 
company? 

Over  the  last  year,  we  did  two  public 
offerings.  We  followed  the  most  recent 
with  a  convertible  debt  financing, 
which  leaves  Critical  Path  financially 
sound.  We  also  did  eight  acquisitions 
over  that  period  of  time,  and  those 
acquisitions  were  all  very  small.  What 
it  leaves  us  with  now  is  the  full  com¬ 
plement  of  messaging  applications  sit¬ 
ting  on  top  of  the  basic  e-mail  engine. 
That  e-mail  engine  can  either  be  in  the 
form  of  software  that  the  customer 
maintains  or  it  can  be  in  the  form  of 
outsourcing. 


PROFILE: 
CRITICAL  PATH 


Headquarters: 

San  Francisco 

Founded: 

1997 

Product: 

Outsourced  messaging 
services  and  software. 

Mailboxes 

provided: 

100  million 

Financials: 

IPO  in  March  1999; 
secondary  public  offering  in 
June  1999;  convertible  debt 
financing  in  spring  2000. 

Key  executives:  Douglas  Hickey,  CEO;  David 
Thatcher,  president 

Fun  fact: 

Critical  Path  has  acquired 
eight  companies  since  June 
1999,  including  IS0C0R  and 
RemarQ  Communities. 

Web  site: 

www.cp.net 

What  progress  have  you  made  in 
assimilating  all  the  companies  you've 
acquired? 

We  consider  all  of  the  companies  to 
be  completely  assimilated  —  not  only 
from  a  cultural  viewpoint,  but  from  a 
personnel,  and  most  importantly,  a  tech¬ 
nological  viewpoint. 

What  were  the  most  difficult  chal¬ 
lenges  that  you  faced  in  assimilating  all 
of  those  companies? 


BindView  smooths  way  to  Win  2000 


The  biggest  challenge  was  assimilat¬ 
ing  the  people.  We  adopted  the  Cisco 
methodology  and  have  been  pretty  suc¬ 
cessful.  We  have  an  integration  team 
within  Critical  Path  that  goes  out  and 
identifies  the  culture,  identifies  the 
people  that  are  strong.  And  we  are  able 
to  very  quickly  assimilate  those  people 
within  Critical  Path  as  a  result. 

Will  you  make  other  acquisitions  this 
year? 

If  the  opportunity  is  there  at  the  right 
price  with  the  right  people  and,  most 
importantly,  with  the  right  technology. 
We  facilitated  the  acquisition  process  by 
doing  the  convertible  debt  offering, 
which  cleared  another  $300  million  in 
cash  in  the  Critical  Path  bank  account.  I 
look  at  the  acquisition  environment  as 
being  opportune  now  as  a  result  of  the 
stock  market  [decline]  and  the  ability  of 
companies  to  go  out  and  raise  financing 
through  public  means  being  shut  off. 
Critical  Path’s  stock  is  not  down  nearly 
as  much  as  some  other  Internet  compa¬ 
nies’.  So  we  have  a  good  currency, 
and  the  market  is  ripe  from  a  valuation 
standpoint. 

What  types  of  companies  might  you 
acquire? 

Critical  Path  is  keeping  a  tight  focus 
on  messaging,  so  anything  within  the 
messaging  arena  is  something  we 
could  look  at  for  either  an  acquisition 
or  a  strong  partnership  [like]  content 
security  or  secure  storage.  You  could 
see  us  looking  at  business-to-business 
instant  messaging  or  other  wireless 
applications. 


One  new  tool  focuses  on  migration  to  Active  Directory. 


BY  JOHN  FONTANA 

HOUSTON  —  Now  that  its  acquisi¬ 
tion  of  former  rival  Entevo  is  com¬ 
pleted,  BindView  is  again  focusing  its 
efforts  on  tools  to  help  IT  executives 
cut  through  the  clutter  of  migrating  to 
Windows  2000  and  Active  Directory. 

This  week,  the  company  will  unveil 
two  products  for  its  line  of  “bv”  man¬ 
agement  and  migration  tools.  With  bv- 
Control  for  Active  Directory  1.0,  the 
company  is  drawing  on  its  proven  suc¬ 
cess  with  similar  tools  for  managing 
NetWare  and  Windows  NT  environ¬ 
ments  to  bring  security  and  configura¬ 


tion  reporting  capabilities  to  Active 
Directory. 

Also,  the  company  is  releasing  bv- 
Admin  for  Win  2000  Migration  3-5,  an 
Entevo  product  BindView  is  putting 
under  its  “bv”  banner.  The  tool  helps 
corporations  clean  up  and  consolidate 
their  NT  domains  for  the  move  to  Win 
2000. 

BindView,  FastLane  Technologies, 
NetlQ  and  Aelita  are  all  rushing  to  meet 
the  needs  of  customers  moving  to 
Active  Directory. 

“These  products  are  all  similar  and 
you  have  to  get  to  the  details  to  find  out 
See  BindView,  page  56 


What  is  your  strategy  for  wireless 
messaging? 

See  Critical  Path,  page  56 
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SECURING  THE 

FUTURE 

Critical  Path  President  David  Thatcher  says 
messaging  security  is  an  important 
opportunity  for  the  company.  Eind  out  more 
in  "Secure  e-mail  messaging:  A  foundation 
for  e-business." 
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Version  2.0  of  Savvion  Business  Manager  lets  companies  consolidate 

multiple  business  processes  into  one. 

BY  JOHN  COX 

SANTA  CLARA  —  The  latest 
edition  of  a  Java-based  software 
package  is  designed  to  take 
much  of  the  complexity  out  of 
doing  business  over  the  Web. 

Savvion  Business  Manager 
2.0,  from  Savvion,  can  be  used 
to  set  up,  run  and  manage  busi¬ 
ness  interactions  such  as 
checking  the  status  of  a  ship¬ 
ment  of  chemicals,  confirming 
a  manufacturing  schedule  or 
quoting  a  price  on  a  customer 
order. 

Version  2.0,  which  consists 
of  Java  server  programs  and 
Web-based  graphical  tools, 
boasts  50  new  features,  most  of 
them  suggested  by  Sawion’s 
customers.  One  key  change  lets 
users  pull  together  into  a  single 
interaction  what  had  previ¬ 
ously  been  several  separate 
events  or  actions. 

One  customer,  says  Savvion 
founder  and  Chairman 
Mohammad  Ketabchi,  used  the 


PROFILE:  SAVVION 

Headquarters:  Santa  Clara 

Founded: 

1994 

Primary 

business: 

Server  software  and  tools  that  let  companies  define  complex 
business  processes,  such  as  a  request  for  quotation,  then 
generate  the  XML  and  HTML  documents  so  the  process  can 
be  executed  by  users  with  Web  browsers. 

Employees: 

170 

Fun  fact: 

In  the  first  four  months  of  2000,  the  company  reaped  $25 
million  in  venture  funding,  including  investments  by  Trans 
Cosmos  USA,  D-Age  and  Redwood  Venture  Partners. 

software  to  set  up  a  Web-based 
“request  for  quotation” 
process,  which  can  have  up  to 
200  steps  and  numerous 
points  at  which  decisions  can, 
or  must,  be  made. 

Sawion’s  server  programs 
can  run  on  an  array  of  operating 
systems  and  use  XML  to  share 
information.Any  XML  client  can 
work  with  these  programs. 


One  piece  of  Savvion  Busi¬ 
ness  Manager  2.0  lets  a  devel¬ 
oper  map  out  the  sequence  of 
steps,  the  data  needed  and  the 
rules  overseeing  a  specific 
interaction.  Then  the  program 
creates  an  application  —  a  set 
of  XML  documents  and  HTML 
screens,  which  are  controlled 
by  another  part  of  the  Savvion 
package.  Still  another  program 


Microsoft  gets  good  news  in  Sun  suit 


BY  JAMES  NICCOLAI 

Microsoft  may  be  against  the 
ropes  in  its  antitrust  battle  with 
the  U.S.  government,  but  it  can 
take  some  solace  in  a  prelimi¬ 
nary  ruling  that  could  save  it 
$35  million  in  its  legal  war  with 
Sun  over  Java. 

A  U.S.  District  Court  judge 
last  week  tentatively  dismissed 
Sun’s  claim  that  Microsoft  post¬ 
ed  portions  of  Sun’s  Java  source 
code  on  its  Web  site  in  violation 
of  its  Java  licensing  contract. 
Under  terms  of  the  contract, 
any  company  that  commits 
such  a  violation  would  be 
required  to  pay  Sun  $35  million 
in  liquidated  damages. 

Judge  Ronald  Whyte  tenta¬ 
tively  granted  a  motion  filed  by 
Microsoft  to  dismiss  Sun’s 
claim,  saying  that  it’s  not  clear 
yet  whether  Microsoft  posted 
the  code  intentionally  and  with 
the  knowledge  of  senior  man¬ 
agers,  or  whether  the  code  was 
generally  available  to  the  pub¬ 
lic.  He  invited  the  companies  to 


argue  the  matter  further  at  a 
hearing  set  for  Aug.  11. 

“It’s  a  tentative  order,  which 
means  it’s  not  binding,”  says 
Sun  spokeswoman  Penny 
Bruce.  “Tentative  orders  are 
designed  to  help  focus  oral 
arguments  on  specific  ques¬ 
tions  articulated  by  the  court, 
so  it  will  help  focus  our  oral 
arguments  on  Aug.  11.” 

Microsoft’s  motion  to  dis¬ 
miss  Sun’s  claim  is  just  one  ele¬ 
ment  of  a  broader  lawsuit  that 
has  kept  the  companies  at  log¬ 
gerheads  for  more  than  three 
years.  Sun  filed  its  lawsuit 
against  Microsoft  in  November 
1997,  accusing  the  company  of 
illegally  using  an  “impure”  ver¬ 
sion  of  Java  in  its  products  that 
works  best  with  its  own 
Windows  software.  Microsoft 
denies  the  charges  and  has 
countersued  Sun. 

While  pretrial  hearings  have 
been  under  way,  no  date  for  an 
actual  trial  has  been  set.  The 
case  is  being  heard  in  the  U.S. 
District  Court  for  the  Northern 


District  of  California  in  San  Jose. 

In  a  separate  order  issued  last 
week,  Whyte  designated  Aug.  1 1 
as  the  date  for  a  hearing  on  all 
outstanding  summary  judg¬ 
ment  motions  in  the  case.  He 
pegged  the  same  date  for  a  case 
management  conference  at 
which  a  date  for  the  trial  will  be 
set,  along  with  a  date  when  each 
side  will  have  to  disclose  its  ex¬ 
pert  witnesses  for  the  trial. 

Microsoft’s  alleged  violation 
of  its  Java  licensing  contract 
was  cited  by  government  attor¬ 
neys  during  the  antitrust  trial  as 
evidence  of  anticompetitive 
behavior. 

Niccolai  is  a  senior  editor 
at  IDG  News  Service  in  San 
Francisco. 


Daily  News 

Subscribe  to  our 
free  newsletter. 
DocFinder:  5434 


within  Version  2.0  lets  users 
administer  all  interactions:  col¬ 
lecting  data  about  them  and 
changing  them,  if  necessary. 

Still  other  programs,  called 
BizAdapters,  can  be  used  to 
read  or  update  data  in  enter¬ 
prise  applications,  such  as  SAP 
AG’s  R/3  suite,  and  databases. 

Savvion ’s  software  can  iden¬ 
tify  whether  the  Web  clients 
are  PC-based,  on  handheld  per¬ 
sonal  digital  assistants  or  on 
cell  phones. The  software  then 
tailors  the  display  and  graphi¬ 
cal  user  interface  interactions 
to  match  the  client  device’s 
capabilities. 

The  first  edition  of  the  soft¬ 
ware  was  released  in  Decem¬ 
ber  by  Technology  Deploy¬ 


ment  International  in  Santa 
Clara.  Since  then,  the  company 
has  rounded  up  $25  million  or 
more  in  venture  capital  and 
this  week,  at  the  JavaOne  con¬ 
ference,  will  reintroduce  itself 
as  Savvion.  The  company  will 
also  start  a  new  marketing 
push  to  expand  its  list  of  blue 
chip  corporate  customers, 
which  include  Cisco,  IBM  and 
Philips. 

Savvion  Business  Manager 
2.0  pricing  is  based  on  “power 
units,”  a  measure  of  a  CPU’s 
processing  power,  and  the 
operating  system.  A  typical, 
small-scale  distributed  Savvion 
application  will  cost  about 
$75,000  to  deploy. 

Savvion:  www.sawion.com 


IBM,  SAS  bolster  B2B  exchanges 


BY  STEPHEN 
LAWSON  AND 
CLARE  HANEY 

IBM  and  SAS  Institute  have 
separately  moved  to  bolster 
support  for  Internet  ex¬ 
changes  that  promise  to 
reduce  costs  and  speed  prod¬ 
uct  delivery  by  streamlining 
the  buying  and  selling  of  prod¬ 
ucts  and  services. 

IBM  confirmed  that  it  is 
working  on  a  global  Internet 
business-to-business  exchange 
called  e2open.com,  but  a 
spokeswoman  said  that  the 
company  is  not  releasing  any 
additional  details,  nor  is  it  say¬ 
ing  when  the  official  an¬ 
nouncement  of  the  exchange 
will  be  made. 

Big  Blue’s  global  Internet 
business-to-business  exchange 
for  the  telecom  and  electron¬ 
ics  industries  will  reportedly 
use  IBM  technology  and  draw 
in  several  major  partners.  The 
company  will  form  e2open. 
com  with  Nortel  Networks, 
Motorola,  Nokia,  Philips,  South 
Korea’s  LG  Electronics,  Japan’s 
Hitachi  and  five  other  major 
telecom  and  electronics  ven¬ 
dors  worldwide. 

The  IBM-led  exchange 
reportedly  will  be  based  on 
technology  from  IBM  and  part¬ 
ners  i2  Technologies  and 


Ariba,  and  will  begin  operating 
in  July. 

IBM,  i2  Technologies  and 
Ariba  in  March  announced  a 
broad  alliance  that  includes 
integration  of  some  of  their 
business-to-business  technol¬ 
ogy,  joint  marketing  and  sales, 
and  an  equity  investment  from 
IBM  in  both  e-commerce  com¬ 
panies.  With  that  agreement 
IBM  said  it  would  integrate  i2’s 
TradeMatrix  marketplace  soft¬ 
ware  and  the  Ariba  B2B  e-com¬ 
merce  platform  with  its  own 
software,  including  Web¬ 
Sphere,  WebSphere  Com¬ 
merce  Suite,  DB2  and 
MQSeries.  The  resulting  busi¬ 
ness-to-business  offering  will 
be  used  to  serve  the  cus¬ 
tomers  of  IBM’s  $45  billion 
e-procurement  business. 

Over  at  SAS,  the  firm 
announced  a  first  for  the  pri¬ 
vately  owned  company  —  the 
spinoff  of  a  business-to-busi- 
ness  Internet  operation. 

The  new  spinoff,  which  is 
to  be  known  as  iBiomatics, 
will  become  a  wholly  owned 
subsidiary  of  SAS  and  will  con¬ 
centrate  on  biomedical  re¬ 
search,  SAS  said  in  a  statement. 
The  subsidiary  will  use 
Internet  portals  to  facilitate 
the  exchange  of  data  between 
life  sciences  researchers,  par- 
See  Exchanges,  page  56 
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COMPANY:  iickeirna.sier.corn 

S  /  Z  f  .’  World's  l  a.  r  p  e  s  i  online  i  I  c  k  ei I n  y  company, 

k  E  C  O  k  D  :  2  0  0,000  hi  i  s  in  one  fifteen  —  minute  period. 

S  E  kV  E  k  S  :  IBM  Neifiniiy®  running  I  ni  el®  P  enii  u  m®  III 

X  eon™  processors 

WHY  IBM?  42  4k  I  N  eif I ni t  y  benchmarks  in  1 999 
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Our  whole  messaging 
offering  is  just  as  applicable 
to  the  wireless  environment 
as  it  is  to  the  LAN  or  the  PC 
environments. 

Many  [people]  predict 
there  will  be  twice  as  many 
wireless  handsets  that  are 
Internet-capable  by  the  year 
2003  as  there  are  PCs  that  are 
Internet-capable. 

Because  of  speed  and 
screen  limitations  [of  wire¬ 
less  devices],  much  of  the 
information  available  over 
the  Internet  will  come  in  the 


that  you  run  into  in  the  enter¬ 
prise  is  Microsoft  Exchange. 
But  because  Microsoft  Ex¬ 
change  is  becoming  so  com¬ 
plicated  and  expensive  to 
run,  even  Microsoft  is  looking 
at  ways  to  outsource  or  host 
that  technology. 

So  what  we’re  selling  to 
the  enterprise  is  hosted 
Microsoft  Exchange  or  our 
hosted  solution.  Currently,  it 
costs  between  $12  and  $14 
per  corporate  user  on  a 
monthly  basis  to  handle  their 
e-mail.  Critical  Path’s  solution 
ranges  from  $4  to  $3  per 
mailbox,  per  month.  And  with 
that  you  get  the  ability  to 


larger  and  larger  companies 
adopting  outsourcing,  espe¬ 
cially  those  that  have  [dis¬ 
persed]  geographical  loca¬ 
tions  or  those  that  have  mul¬ 
tiple  e-mail  systems  within 
their  enterprise  because  of 
acquisitions. 

The  best  example  is  our 
partnership  with  Federal 
Express,  whereby  FedEx  is 
outsourcing  some  3,000  mail¬ 
boxes  and  hopefully  soon  it 
will  spread  throughout  their 
organization.  They’re  buying 
Web-mail,  and  they  will  be 
looking  at  security  and  poten¬ 
tially  calendaring.  We  also 
have  a  large  outsourcing  deal 
with  Sun. 


i  "I/Ve  will  start  seeing  larger  anti 
larger  companies  adopting  out¬ 
sourcing,  especially  those  that 
have  [dispersed]  geographical 
locations  or  those  that  have 
multiple  e-mail  systems  within 
their  enterprise  because  of 
acquisitions." 


way  of  messaging.  So  that  just 
represents  one  more  oppor¬ 
tunity  for  Critical  Path. 

What  trends  are  you  seeing 
in  the  enterprise  messaging 
market? 

The  biggest  competition 


have  updated  software  all  of 
the  time,  greater  reliability 
and  at  a  much  cheaper  cost. 

Is  this  the  year  when  large 
companies  are  ready  to  out¬ 
source  their  messaging? 

Yes.  We  will  start  seeing 


When  you  talk  to  chief 
information  officers  or  CEOs  of 
large  companies  here  in  the 
U.S.,  what  issues  are  they 
most  concerned  about  regard¬ 
ing  their  messaging  systems? 

People  are  still  interested 
in  basic  e-mail  messaging. 
Security  is  second.  I  think 
people  are  looking  at  how 
they  can  have  more  depend¬ 
ability  and  reliability  and  the 
ability  to  have  a  key  business 
mechanism  function  better. 

What  will  Critical  Path  look 
like  a  year  from  now? 

You  will  see  more 
and  more  offerings,  either 
through  partnerships  or 
through  acquisitions.  Cur¬ 


rently,  [analysts]  have  us  in 
2001  as  being  at  $240  million 
in  revenue.  And  that’s  off  a 
$900,000  revenue  year  in 
1998.  So  it’s  pretty  phenome¬ 
nal  growth. 

What  are  the  top  three 
opportunities  for  Critical  Path 
in  the  enterprise  market  this 
year? 

The  basic  e-mail  engine  is 
very  hot  right  now  and  repre¬ 
sents  a  huge  opportunity  for 
Critical  Path.  Beyond  that,  I 
think  it’s  secure  messaging 
and  collaborative  tools.  And  I 
would  say  that  directory  ser¬ 
vices  will  be  very  large  this 
year. 

What  are  your  plans  with 
regard  to  secure  messaging? 

It’s  a  huge  market,  and  it’s  a 
market  that  not  only  applies 
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what  is  best  for  any  given 
enterprise,”  says  Phillip  Men¬ 
doza,  an  analyst  with  IDC,  a 
market  research  firm  in 
Framingham,  Mass.  “The  good 
thing  with  BindView  is  that 
they  have  migration  and 
strong  reporting  products 
that  go  hand  in  hand  and  can 
be  managed  from  a  single 
console.” 

For  Active  Directory,  Bind¬ 
View  has  developed  query- 
based  reporting  tools  for 
tracking  the  progress  of 
migrations  and  gauging  their 
success. 

What  bv-Control  for  Active 
Directory  does  is  treat  the 
directory  like  a  database, 
allowing  users  to  run  queries. 
A  key  feature  is  its  Policy 
Assessment  tool,  which  can 
check  security  policies  on 
files,  groups  and  containers. 
For  example,  an  assessment 
can  be  run  on  a  single  file 


within  the  directory  to  dis¬ 
cover  every  user  who  has 
access  to  that  file. 

The  collection  of  tools  also 
provides  checks  for  adher¬ 
ence  to  security  configura¬ 
tion  policies  once  the  migra¬ 
tion  is  complete. 

However,  the  package 
focuses  more  on  reporting 
than  analysis,  an  imbalance 
BindView  will  address  in  the 
next  release  of  the  product. 

“What  we  re  doing  is  mak¬ 
ing  it  easy  to  ask  questions 
about  your  environment,” 
says  Dan  Hurley,  BindView’s 
segment  manager  for  plat¬ 
forms  and  directories.  “The 
focus  is  to  reduce  risks.” 

With  bv-Admin  for  Win 
2000  Migration  3  5,  BindView 
is  repackaging  Entevo’s 
Direct  Migrate. 

The  tool  lets  users  restruc¬ 
ture  and  consolidate  NT 
domains,  find  and  delete  inac¬ 
tive  groups  and  users,  devel¬ 
op  migration  project  plans 
and  roll  back  changes  if  prob- 


New  at  BindView 

BindView  is  adding  two  new  applications  to  its  line  of 
migration  and  management  tools.  Here  are  some  highlights 
of  each  product: 

bv-Control  for  Active  Directory 

•  Reporting  and  analysis  tools  for  verifying  migration/project  status 
and  assessing  security  compliance. 

•  Built  using  native  Active  Directory  services  interfaces. 

bv-Control  for  Win  2000  Migration  3.5 

•  Uses  Microsoft  Exchange  data  to  create  accounts  and  permissions 
in  Windows  2000. 

•  Automated  cleanup  of  Secure-ID  history  tables. 


lems  occur.  In  addition,  the 
tool  can  be  used  to  transfer 
directory  test  models  created 
in  NT  directly  into  Active 
Directory. 

The  tool  also  has  a  Web- 
based  account  activation 
component  that  lets  end 
users  activate  and  check  the 
accuracy  of  their  own 
accounts  once  they  are 


moved  to  Active  Directory. 

The  price  of  bv-Admin 
for  Win  2000  Migration  3.5 
is  $9.95  per  user,  while 
bv-Control  for  Active  Dir¬ 
ectory  is  $17.95  per  user. 
Both  products  are  scheduled 
to  be  available  later  this 
month. 

BindView:  www.bindview. 
com 


to  the  desktop  but  also  to  the 
wireless  environment.  The 
way  Critical  Path  has 
approached  this  is  through 
the  ubiquity  of  the  Internet. 
We  can  act  as  a  certificate 
authority  ...  so  that  both 
sides  have  the  utmost  level  of 
security. 

Not  only  that,  but  it’s  a 
Web-based  methodology 
such  that  there  is  never  any 
software  download  require¬ 
ment.  The  companies  that  are 
most  interested  are  in  the 
financial  services  industry, 
the  legal  industry,  the 
accounting  industry — anyone 
that  is  transferring  docu¬ 
ments. 

What  is  your  strategy  with 
regard  to  unified  messaging? 
I'm  defining  unified  messaging 
as  integrated  voice,  e-mail 
and  fax. 

We  have  unified  e-mail  and 
fax  and  have  several  partner¬ 
ships,  for  instance  with 
Comverse  and  Mavio  and  oth¬ 
ers  in  Europe  for  the  voice 
component.  Unified  messag¬ 
ing  the  way  you  define  it 
really  requires  a  wireless 
component. 

In  the  United  States,  the 
main  wireless  device  is  a 
pager  so  there’s  no  voice 
component  to  that.  In  Europe 
and  Japan,  it’s  a  different 
story.  Therein  lie  our  relation¬ 
ships  with  both  Comverse 
and  Mavio. 

For  instance,  Mavio  is  a 
small  private  company  in 
London  that  we  believe  has  a 
great  unified  messaging  solu¬ 
tion.  We’ve  fully  integrated 
Mavio  into  our  solution.  That 
will  be  rolled  out  in  the  next 
month.  B 
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ticularly  in  relation  to  the 
safety  and  effectiveness  of 
drugs  and  medical  devices. 

One  of  the  new  spin¬ 
off’s  divisions  will  be  the 
SAS  PharmaHealth  Technolo¬ 
gies  business  unit.  Parent 
company  SAS  will  give 
iBiomatics  access  to  SAS 
data  warehousing  and  deci¬ 
sion  support  software  and 
the  research  and  develop¬ 
ment  supporting  those 
products. 

Lawson  and  Haney  are 
correspondents  with  the  IDG 
News  Service. 
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Say  what  you  mean  and  mean 


Bhave  pushed  quite  hard  for  the  U.S. 

government  to  pass  some  meaning¬ 
ful  laws  to  protect  the  privacy  of 
Internet  users.  Some  readers  have  chal¬ 


lenged  me  to  describe  any  laws  that 
could  do  anything  useful.  I’ll  give  it  a  try. 
I  think  there  are  three  principles: 

•  Tell  me  clearly  what  you  are  going 


WHAT  YOU  SAY 

to  do  with  my  data. 

•  Don’t  change  your  mind. 

•  Don’t  use  data  from  other  sources 
without  my  consent. 


; 


: 


IJou  stand  right  next  to  a  workstation 
in  the  network  operations  center. 

And  if  you  want  to  know  what’s  going  on 
over  your  frame  relay  WAN,  you’re  not 
going  anywhere. 

Quick  Eagle  Networks  has  corrected 
this  rather  heavy  problem  with  its  new 
i-Net  Management  Suite  -  a  powerful 
combination  of  intelligent  network  access 
systems  and  management  software.  The 
suite  includes 
ChoiceView 
Network  Monitor, 
an  easy-to-use 
network 

management  tool 
that  lets  you  look  at 
real-time 
performance 
statistics  with  any  web  browser.  So  you 
no  longer  have  to  stand  faithfully  by  a 
dedicated  management  platform  to  check 
your  SLAs.  You  don’t  even  have  to  set 
foot  in  your  office. 

Visit  www.quickeagle.com  or  call 
888-280-5465  to  learn  how  your 
company  can  take  a  giant  step  forward 
in  WAN  management. 


ChoiceView  lets  you  monitor  and 
proactively  manage  the  entire 
protocol  stack  from  any 
Java-enabled  browser. 


Quick  Eagle 

Networks 
'""digital  unk 
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WHERE  DO  YOU  STAND  ON 
NETWORK  MANAGEMENT? 


There  are  certainly  problems  with  a 
local  government,  such  as  that  of  the 
U.S.,  defining  laws  to  regulate  the  very 
international  Internet,  but  the  U.S.  gov¬ 
ernment  can  regulate  how  U.S.  compa¬ 
nies  obtain  and  use  information. 

The  government  can  do  both  of 
these  things,  but  I’m  not  sure  it  should 
do  the  latter.  I  don’t  think  it’s  produc¬ 
tive  for  any  government  to  say  what 
information  can  be  used  in  what  ways 
because  of  the  speed  of  change  in  the 
Internet  landscape.  But  I  do  think  that 
some  basic  laws  would  help  a  lot. 

Law  No.  1:  Every  Web  site  that  col¬ 
lects  any  information  about  visitors 
must  have  an  easy-to-locate  privacy 
policy  that  must  say  in  plain  English 
what  data  is  collected  and  what  pur¬ 
poses  the  data  is  going  to  be  used  for. 
This  policy  must  cover  any  third  party 
(such  as  Doubleclick  or  Akamai)  that  is 
in  a  position  to  collect  information 
about  Internet  visitors. 

Law  No.  2:  The  Web  site’s  policies 
cannot  be  changed  to  invade  privacy  in 
any  additional  way  without  clear  notice 
and  without  discarding  all  information 
obtained  under  the  previous  policy.  A 
site  should  have  the  option  to  ask  indi¬ 
vidual  users  for  their  permission  to 
retain  the  information  about  them,  but 
must  not  retain  information  without 
specific  individual  approvals. 

Law  No.  3:  No  company  doing  busi¬ 
ness  in  the  U.S.  may  use  any  data  from 
Web  sites  that  was  not  collected  fol¬ 
lowing  the  restrictions  in  the  above 
laws. 

Basically,  individuals  should  be  able  to 
decide  for  themselves  what  level  of  pri¬ 
vacy  they  are  willing  to  give  up.And  they 
should  be  able  to  be  sure  that  the  com¬ 
panies,  at  least  the  U.S.  ones  that  they  are 
dealing  with,  will  not  lie  to  them.  The 
European  sites  are  already  under  far 
stricter  rules  than  I  ever  expect  to  see 
here.The  penalties  for  companies  violat¬ 
ing  these  laws  should  be  significant. 

For  example,  failing  to  post  a  privacy 
policy  or  posting  a  false  one  should 
mean  a  fine  of  $1,000  or  10  days  rev¬ 
enue  of  the  Web  site,  whichever  is 
higher,  for  every  day  of  violation. 
Making  use  of  improperly  collected 
data  should  be  a  felony  for  anyone 
making  the  decision  to  do  so  and  result 
in  a  very  large  fine  for  the  company. 

Some  observers  claim  the  Federal 
Communications  Commission  already 
has  the  needed  laws,  but  empirical  evi¬ 
dence  shows  this  not  to  be  the  case. 
Let’s  get  this  problem  behind  us  once 
and  for  all. 

Disclaimer:  Empirically,  Harvard’s 
reputation  is  subjective,  but  the  univer¬ 
sity  has  not  expressed  an  opinion  on 
Web  privacy.  Thus,  the  above  laws  are 
my  suggestion. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@sobco.com. 
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Of  course  not.  And, 
neither  will  today's  We 
shoppers  because  they  expect 
even  better  service  online 
than  they  get  in  traditional 
stores.  ArrowPoint  Web 
Network  Services™  software, 
powered  by  our  Content 
Smart™  Web  Switches,  helps 
e-businesses  exceed  customer 
expectations.  The  result?  Happy 

customers  who 
"tell  their 
friends". 

With  patented  tech¬ 
nology,  Arrowpoint  creates 
“smart"  sites  that  identify 
specific  customers  and  what 
they  want  to  do,  then  determine 
how  best  to  serve  them  at  that 

WebNS™  Powered 

CS-800  Web  Switch  moment. 

Smart=5000  L5+policies  And  only  ArrowPoint's  com- 

Fast=130K  transactions/sec  p|ete  URL_  and  COokie-switching 

SCALABLE=1 1  BILLION  HITS/OAY 

solves  the  thorniest  e-commerce 


problems  ...  no 
more  dropped 
shopping  carts, 
long  waits,  Server 
Not  Founds  or 
lost  revenue  from 
DoS  attacks  or  sud¬ 
den  "flash  crowds". 
We  even  prevent  securi¬ 
ty  bottlenecks  that  slow  business  down. 
With  ArrowPoint  you  can  prioritize 
and  personalize  service  for  your  most  impor¬ 
tant  customers.  And  captivating  content  -  like 
streaming  media  -  can  work  its  magic  without 
making  users  wait  and  wait. 

Visit  www.arrowpoint.com/smart  to  learn  how  we've  helped 
e-commerce  hosters  -  NaviSite,  Exodus  and  GlobalCenter,  and 
popular  e-tailers  -  toysmart.com  and  nettaxi.com  deliver 
fast,  reliable  and 
secure  shopping 
that  brings 
customers 
back  for 


ArrowPoiNt 


more. 


COMMUNICATIONS 

When  the  Web  Is  Your  Business 


WOULD  YOU  SHOP  AT  A  STORE 
THAT  WAS  RUDE,  MADE  YOU 
WAIT  FOREVER, THEN  STOLE 


YOUR  SHOP 


G  CART? 


VrrSt 


BALLOONS 


Want  a  similar  deal  again? 


It's  the  IT  version  of  a  second  childhood  -  YOU  get  the  goodies,  we  do  the  work.  Interliant  will  host 

AND  MANAGE  YOUR  CRITICAL  APPLICATIONS  FOR  YOU,  OVER  SECURE  NETWORKS.  We'LL  LOWER  YOUR  COSTS,  ASSURE 


SCALABILITY  AND  HANDLE  ALL  UPGRADES.  PLUS  DO  WHAT  MOST  ASPS  WON'T  -  TAKE  FULL  RESPONSIBILITY.  FOR 

Interliant 


MORE,  1-800-291-1053  or  www.interliant.com/birthday 


We  sell  sanity. 


Ask 


Dr  Intranet 


By  Steve 
Blass 

With  all  the 
new  e-mail 
viruses  going 
around  (Melissa, 
ILOVEYOU,  etc  ), 
how  do  you  protect 
yourself? 


First,  I  have  the  luxury  of 
being  able  to  log  on  to  our  mail 
server  and  preview  my  e-mail 
on  the  Unix  server.  Microsoft 
macro  viruses  won't  do  any 
harm  there.  This  lets  me  weed 
out  a  large  amount  of  mail  that 
I  don't  need  to  download. 
Second,  I  don't  use  Microsoft 
mail  clients.  Third,  I  don't  open 
attachments  unless  I  absolute¬ 
ly  have  to.  E-mail  attachments 
are  a  carrier's  dream  and  a 
working  man's  nightmare.  Do 
you  realize  how  big  a  one- 
paragraph  note  becomes  when 
you  put  it  into  a  word  process¬ 
ing  program  attachment?  For 
example,  this  column  is  more 
than  20  times  larger  as  a  Word 
document  than  as  an  ASCII 
text  file.  I  don't  have  time  to 
mess  around  launching  appli¬ 
cations  to  read  attachments  I 
don't  care  about.  Unless  I 
know  the  sender  and  I  know 
that  I  care  about  what  they 
sent  me  in  the  attachment,  I 
don't  open  attachments. 

Even  so,  I  have  occasionally 
messed  up.  At  that  point  there 
are  two  more  lines  of  defense: 

I  keep  the  important  stuff 
backed  up,  and  I  keep  my  virus 
software  current.  The  last  virus 
that  almost  got  me  came  in  a 
PowerPoint  attachment  that 
tried  to  hide  itself  from  Win¬ 
dows.  MacAfee  identified  the 
virus  as  uncleanable  and 
locked  my  machine.  I  powered 
down,  booted  up  Linux  and 
erased  the  file. 

Blass  is  a  network  architect 
at  Sprint  Paranet  in  Houston. 
He  can  be  reached  at 
dr.intranet@paranet.com. 
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_  An  Inside  Look  at  the  Technologies 

and  Standards  Shaping  Your  IMetwork 

Server-side  caches  speed  e-comm  sites 


BY  GREG  GOVATOS 

Nothing  can  tarnish  a  Web 
site’s  reputation  as  quickly 
as  poor  performance.  Re¬ 
search  shows  that  if  a  page  doesn’t 
load  in  eight  seconds  or  less,  visitors 
will  exit  and  probably  not  return.  For 
a  site  that  wants  to  turn  those 
visitors  into  customers,  the  effect  of 
poor  performance  can  be  measured 
in  lost  sales. 

In  fact,  Zona  Research  estimates 
that  more  than  $4  billion  in  e-com- 
merce  sales  are  lost  each  year  in 
the  U.S.  because  of  slow  page¬ 
loading  times. 

The  delivery  of  a  single  Web  page 
requires  continuous  TCP  handshaking 
and  multiple  round-trip  HTTP  transfers 
between  browser  and  server.  Plus,  as 
the  Internet  has  grown,  these  transmis¬ 
sions  are  being  performed  across  more 
network  hops.  The  average  Internet 
transaction  must  now  make  19  net¬ 
work  hops,  according  to  research  firm 
Jupiter  Communications. 

More  bandwidth  and  more  power¬ 
ful  servers  don’t  solve  these  funda¬ 
mental  structural  issues.  The  only 
way  to  make  a  dramatic  impact  on 
sluggish  response  is  to  circumvent 
the  Internet’s  inherent  inefficiencies. 

This  is  where  caching  comes  in. 
Caches  locally  store  and  deliver  fre¬ 
quently  requested  Web  objects,  elimi¬ 
nating  the  need  to  traverse  the  Internet 
to  move  data  back  and  forth.  In  doing 
so,  caches  speed  page-loading  times 
and  conserve  upstream  bandwidth,  cre¬ 
ating  an  improved  online  experience 
over  a  more  efficient  network. 

To  ensure  that  data  stored  in  a  cache 
is  up-to-date  and  accurate,  a  cache  will 
perform  freshness  checks  with  the 
source  server.  The  approaches  to 
achieving  freshness  vary,  but  more 
advanced  solutions  will  perform  these 
checks  intelligently  and  in  the  back¬ 
ground  to  ensure  that  response  times 
are  not  compromised. 

Caches  have  been  historically 
deployed  at  the  network  edge  in  close 
proximity  to  users  —  in  points  of  pres¬ 
ence,  for  example  —  to  maximize  per¬ 
formance  and  bandwidth  benefits. 

A  relatively  new  but  high-payoff 
application  of  caching  is  server-side 
within  e-commerce  and  online  content 
sites.  To  ensure  that  they  don’t  violate 
the  “eight-second  rule,”  these  sites  are 
constantly  seeking  ways  to  boost  their 


infrastructure.  Adding  more  Web  and 
application  servers  is  the  most  com¬ 
mon  approach,  although  this  is  expen¬ 
sive  and  difficult  to  manage.  As  an  alter¬ 
native  to  “server  creep,”  forward-look¬ 
ing  sites  have  deployed  caching. 

Within  an  e-commerce  or  content 
site,  the  goal  is  to  accelerate  a  finite  set 
of  data  outward  to  a  large  number  of 
users,  improving  performance.  In  these 
environments,  caches  are  deployed  in 
front  of  the  server  farm,  thus  they  are 
called  server-side  caches. 

Server-side  caches  handle  all 


HTTP  traffic,  effectively  shielding  the 
servers  from  these  routine  requests.  In¬ 
coming  HTTP  packets  are  redirected 
from  a  router  or  Layer  4  switch  to 
the  cache.  The  cache  instantly 
delivers  those  objects  that  are  stored 
locally  and  fetches  those  that  are  held 
elsewhere. 

Because  the  content  that  is  being 
managed  by  the  cache  is  “contained”  to 
a  particular  site,  the  cache  can  hold 
most  objects  in  its  main  memory  for 
fastest  possible  retrieval  and 
can  deliver  very  high  hit  rates  — 
exceeding  90%.  This  means  that  more 
than  90%  of  requests  are  offloaded 
from  downstream  networks  and 
servers,  freeing  those  resources  to  han¬ 


dle  other  tasks  and  optimizing  the 
entire  infrastructure. 

Among  the  benefits  of  server-side 
caching: 

•  Response  times  improve  50%  to 
80%.  Sites  that  delivered  10-second 
response  times  can  now  deliver  pages 
in  two  to  five  seconds. 

•  Sites  can  service  two  to  three 
times  the  volume  of  hits  with  the  exist¬ 
ing  infrastructure.  And  peak  events, 
generated  by  sales  promotions  or  high¬ 
ly  visible  content,  can  be  handled 
gracefully. 


•  Not  only  are  more  customers  view¬ 
ing  more  pages  and  making  more 
transactions,  but  the  site’s  capital  and 
operating  costs  are  lower.  Caching  lim¬ 
its  the  number  of  servers  that  are 
required  to  handle  a  given  load.  Plus, 
caches  are  easier  to  install  and  main¬ 
tain  than  servers  with  complex  operat¬ 
ing  systems. 

The  ultimate  benefit  for  a  site,  of 
course,  comes  from  satisfied  visitors 
and  customers  who  generate  ad 
impressions  and  online  transactions. 

Govatos  is  director  of  marketing  at 
Cache  Flow  in  Sunnyvale,  Calif.  He 
can  be  reached  at  greg. govatos® 
cacheflow.  com. 


HOW  IT  WORKS 

Caching  takes  heat  off  back-end  servers 

Used  more  and  more  frequently  on  e-commerce  Web  sites,  caches  locally  store 
and  deliver  frequently  accessed  objects,  which  greatly  reduces  the  number  of 
network  hops  that  need  to  be  made  to  deliver  data.  Caches  accelerate  page-loading 
response  times  and  conserve  upstream  bandwidth. 
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O  An  HTTP  request  from  a  browser  is  redirected  from 
the  router  or  Layer  4  switch  to  the  cache. 
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©  The  cache  delivers  the  objects  that  are 
stored  locally  -  up  to  90%  of  site  content 
-  and  fetches  those  that  are  stored 
elsewhere. 


©  Server  cycles  are  freed 
to  process  dynamic 
requests  and  secure 
transactions  faster, 
improving  access  times 
for  users. 
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Technology  Update 


Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 


Mangled  mass  storage 

Gearhead  will  skip  the  extremely 
obvious  comments  on  the  need  for 
backups,  as  a)  we  all  know  about  back¬ 
ups,  b)  the  need  for  backups  has  been 


Last  week  Gearhead  delved  into 
the  convoluted  world  of  the  SCSI. 
What  fun  it  was!  With  that  whole 
realm  of  technology  still  fresh  in  our 


minds,  let’s  discuss  what  to  do  when 
your  disk  drive  seems  to  have  joined 
the  choir  invisible,  to  be  pushing  up 
the  daisies  or  to  be  an  ex-disk  drive. 


REGISTER  TODAY  AT: 


©  2000  CMP  Media  Inc.  All  rights  reserved.  PC  EXPO  is  a  trademark  of  CMP  Media  Inc.  All  other  trademarks  are  property  of  their  respective  owners. 
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Jacob  Javits 
Convention  Center, 
New  York  City 
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June  27-29,  2000 
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June  26-29,  2000 

Use  source  code  M2AW 
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Doesn't  sound  like  the  PC  EXPO  of  last  year,  does  it?  Well, 
not.  It's  a  new  event  that's  as  fast  as  the  pace  of  toda 
economy.  And  if  you  sit  still  for  too  long,  you'll  be  missing  i 
on  all  the  action. 


Get  started  with  a  customized  itinerary  that  moves  you 
toward  your  solutions  at  lightning  speed.  Delve  into  the  future 
of  handheld  devices.  Submit  your  RFPs,  and  be  part  of  a  live 
forum  where  leading  vendors  propose  their  solutions  to  real 
problems. 

Listen  and  learn  as  industry  leaders  shoot-it-out  in  head-to-head  debates.  Get  going  on  your  SANS 
GIAC  Windows  Security  Certification.  Beef  up  your  networking  acumen  at  Novell's  BrainShare  On  Tour. 
Check  out  our  new  expanded  conference  program  with  special  sessions  for  the  Channel,  small  business, 
and  IT  executives.  It's  all  coming  to  PC  EXPO  this  year  and  in  the  years  to  come.  And  if  you're  ready  for 
an  event  that  can  offer  strategies,  solutions — and  more  than  a  few  surprises — you'll  be  coming,  too. 

Act  fast  and  register  early.  Go  to  www.pcexpo.com  to  get  on  board — and  get  the  lowdown  on  all  of  the 
new  developments  you  can  expect  to  see,  hear  and  do  at  PC  EXPO  this  year. 


part  of  every  article  we  have  ever  read 
on  PCs  and  every  seminar  we  have 
ever  attended,  and  c)  we  don’t  do  no 
stinkin’  backups  around  here  so  don’t 
mention  the  topic  because  it  is  embar¬ 
rassing  and  irritating. 

So,  there  are  three  scenarios  to  con¬ 
sider:  Case  I  —  dead  drive,  as  in  no 
whirring  or  anything  normal;  Case  2  — 
normal  drive  noises  with  or  without 
flashing  lights,  but  no  data  access  joy 
to  be  found  (and  without  obvious 
error  messages  like  “Bad  sector 
found”);  Case  3  —  abnormal  nasty 
noises  with  or  without  access  to  the 
data  and  error  messages. 

In  the  first  two  cases,  check  the  disk 
drive  cables.  We  know  it’s  a  stupid, 
dumb  thing  to  suggest,  but  check  ’em 
anyway.  They  could  have  been  put  on 
poorly  when  the  system  was  built  and 
been  jarred  loose  when  you  turned  the 
box  around  to  connect  that  printer  to 
the  parallel  port.  If  it  is  a  SCSI-based 
system,  make  sure  the  terminators  are 
in  place,  as  they  can  come  loose  too. 

If  the  cables  are,  to  use  a  Wooster- 
ism,  tickety-boo,  then  in  the  first  case 
the  drive  may  be  truly  dead.  We’ll 
come  back  to  that  later  because  it  is 
where  real  drama  creeps  in. 

In  the  second  case,  you  may  have  a 
corrupted  CMOS  RAM.  You’ll  need  to 
access  the  CMOS  setup  (usually  by  hit¬ 
ting  F2  or  similar  during  boot  up)  and 
check  that  the  drive  configuration  is 
correct.  You  don’t  know  what  the 
CMOS  setup  should  be?  Check  the 
manual  that  came  with  the  system. 

No  manual?  Ah,  small  problem. 
Nope,  actually,  big  problem.  May  we 
suggest  keeping  a  copy  in  the  future? 
There’s  a  dozen  good  tools  for  this, 
including  the  venerable  Norton 
Utilities. 

Failing  authoritative  information, 
you  can  always  examine  the  drive  and 
find  its  specifications  either  on  the 
drive,  the  vendor’s  Web  site  or  from 
one  of  the  many  books  on  the  subject 
(as  Gearhead  mentioned  last  week,  PC 
Hardware  Library  Volume  1  by  Scott 
Mueller  is  an  invaluable  reference). 

Once  you  have  its  details  (typically 
the  number  of  physical  and  logical 
heads,  sectors  and  cylinders)  then  you 
can  go  and  plug  that  data  in  to  the 
CMOS  disk  drive  setup  and  pray. 

So,  let’s  say  that  your  CMOS  isn’t 
corrupt  and  that  the  drive  won’t  give 
up  its  data.  If  the  error  message  says 
something  like  “What  the  hell  is  this,” 
then  assume  that  your  disk  is  in  the 
process  of  self  destructing.  It  may  only 
be  a  bad  sector,  but  as  your  PC  is  com¬ 
plaining  in  an  unusual  way,  the  prob¬ 
lem  may  be  in  the  more  important 
areas  of  the  disk  surface  such  as  the 
file  allocation  table  or  the  master  boot 
record. 

Next  week,  we  carry  on  with  dead 
and  dying  drives.  Till  then,  normal 
access  at  gh@gibbs.com. 
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Many  companies  are  exploring  Storage  Area  Networks. 

We're  actually  shipping  them. 


CAPE  TOWN 


Who's  the  real  leader  in  SAN  technology?  That's  easy:  Hitachi  Data  Systems!  We 
built  the  world's  first  fabric-enabled  SAN.  We  deploy  the  only  SANs  that  are  truly 
open.  And,  if  you're  not  quite  ready,  our  Hitachi  Freedom  Storage'”  5800  and 
7700E  systems  are  SAN-ready  when  you  are.  So  you  can  install  them  today  and 
network  them  when  needed. 

When  it  comes  to  SANs,  we  are  miles  ahead  of  our  competition.  And  we  can 
help  you  stay  far  ahead  of  yours.  The  first  step  is  a  visit  to  our  Web  site  at 
www.7. hds.com.  Or  call  1-888-387-5315. 
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Global  Crossing.  It’s  what  happens  when  the  most  advanced 
network  on  earth  meets  the  world’s  richest  content  to 
take  your  business  anywhere  on  the  planet 


A  fast,  secure,  seamless  global  network 


A  full  range  of  IP  services  that  meld  network  and 
applications  to  enable  an  array  of  rich  content 
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Editorial 

Spit  out  of  the  Vortex 

The  invitation-only  Vortex  2000  confer¬ 
ence  two  weeks  ago  drew  the  usual 
elite  collection  of  vendor  CEOs  and 
industry  shakers,  everyone  from 
Qwest ’s  Joe  Nacchio  to  UUNET’s  John 
Sidgmore  to  Federal  Communications 
Commission  Chairman  William  Kennard. 

Tills  is  a  vendor/venture  capitalist/consultant 
event  hosted  by  IDG,  the  publisher  of  Network 
World ,  in  which  industry  hot¬ 
shots  discuss  the  future. The 
technologies  mentioned  most 
often?  Wireless  and  optics.  No 
surprise  there. 

There  were  also  a  few  small 
firms  with  new  wares,  two  of 
which  caught  my  eye. 

One  was  Kerbango,  which 
showed  an  Internet  radio  that 
looks  like  a  standard  desktop 
radio  but  has  a  small  screen 
instead  of  a  dial  because  it  can 
receive  content  from  any¬ 
where  in  the  world.  As  the  selection  is  so  large, 
the  first  thing  you  do  is  scan  for  stations  based 
on  music  categories.The  device  then  lists  all  the 
available  sources  in  the  category.  You  make  your 
selection  and  the  content  is  streamed  to  you. 

Once  DSL  and  cable  modems  become  perva¬ 
sive  and  people  start  outfitting  their  homes 
with  power  line  or  wireless  networks,  they’ll  be 
able  to  put  the  radios  in  their  homes  and  tune 
in  the  music  they  want  from  anywhere  in  the 
world.The  technology  will  likely  be  found  in 
everything  from  clock  radios  to  stereos.  It  prom¬ 
ises  to  play  havoc  with  traditional  radio  demo¬ 
graphics  and  perhaps  reshape  the  industry. 

Another  interesting  company  was  Congru¬ 
ency,  which  calls  itself  a  communications  appli¬ 
cation  service  provider.  What  it’s  doing  is  build¬ 
ing  voice-over-IP  infrastructure  and  selling 
access  to  competitive  local  exchange  carriers, 
building  local  exchange  carriers  and  ISPs  that 
will  resell  it  to  customers  instead  of  investing  in 
the  voice-over-DP  gear  themselves. 

Besides  the  back-end  support,  Congruency 
offers  an  IP  phone  with  an  integrated  3-by-5- 
inch  touchscreen  that  lets  users  browse 
through  things  like  voice  mail,  fax,  e-mail  and 
notes,  and  lets  carriers  drive  applications. 

I  saw  a  demonstration  in  which  the  screen 
had  an  icon  for  a  limo  service.  Hitting  the  icon 
established  a  Web  link  to  the  service  provider 
and  let  me  schedule  a  pickup.  It  isn’t  a  standard 
Web  interface,  though,  and  Congruency  plans  to 
make  money  by  helping  carriers  create  applica¬ 
tions  for  this  format. The  company  will  begin 
piloting  the  technology  this  summer  and  hopes 
to  launch  service  in  the  fall. 

Despite  the  recent  stock  market  dip,  there’s 
no  dearth  of  ideas  that  leverage  the  Internet. 

—  John  Dix 
Editor  in  chief 
jdix@mvw.com 
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Privacy  principles 

As  noted  in  the  recent  “Face-off’  on  biometrics 
and  privacy  (May  8,  page  143),  biometric  tech¬ 
nologies  are  carefully  designed  to  prevent  some¬ 
one's  identity  from  being  revealed.  Also,  impos¬ 
tors  cannot  steal  an  identity  by  reverse-engineer¬ 
ing  the  biometric  code.  Providers  of  biometric 
technology  understand,  however,  that  addressing 
public  perceptions  about  the  use  of  biometrics 
is  the  linchpin  to  the  success  of  the  industry. 

For  these  reasons  the  industry  has  published  pri¬ 
vacy  principles  to  guide  members,  end  users  and  reg¬ 
ulators  in  establishing  rational  controls  on  the  use  of 
biometric  data.The  principles  state  that: 

•  Safeguards  should  be  used  to  ensure  biometric 
data  isn’t  misused  to  compromise  information,  or 
released  without  personal  or  legal  consent. 

•  Private  sector  policies  should  set  forth  how  bio¬ 
metric  data  will  be  used,  and  should  preserve  the 
rights  of  individuals  to  control  the  data. 

•  Public  sector  applications  should  be  based  on 
clear  legal  standards  that  define  and  limit  the  condi¬ 
tions  under  which  agencies  may  acquire,  access, 
store  and  use  biometric  data. 

•  In  all  cases,  managerial  and  technical  controls 
should  be  used  to  protect  the  confidentiality  of  data¬ 
bases  containing  biometric  data. 

The  industry  will  accept  coherent  legal  controls  as 
long  as  they  don’t  preclude  voluntary  enrollment  in 
commercial  programs,  or  arbitrarily  constrict  the  use 
of  biometrics  by  governments  to  solve  a  legitimate 
problem.  Otherwise,  it  will  be  hard  to  design  Internet- 
based  services  that  are  shielded  from  rampant  identity 
theft  and  fraud,  and  it  will  hinder  the  use  of  biomet¬ 
rics  to  streamline  social  services,  speed  border  con¬ 
trols,  guard  sensitive  facilities  and  reduce  crime. 

Richard  Norton 
Executive  director 
International  Biometric  Industry  Association 

Washington,  D.C. 

Be  fair  to  Novell 

Regarding  “Tough  times  hit  Novell”  (May  8,  page  1): 

All  companies  go  through  financial  slippage 


when  a  host  of  new  products  and  directions 
are  announced.  Novell  has  been  working 
toward  goals  it  has  identified  that  the  indus¬ 
try  wants.  The  OneNet  concept  and  other 
announcements  at  BrainShare  show  true 
vision,  and  Novell  is  the  company  with  the 
foundation  to  deliver.  It’s  wrong  to  start  dis¬ 
paraging  them  and  questioning  their  viability 
or  commitment  based  on  a  slow  period. 

Eliot  Lanes 
President 
Viable  Solutions 
Orlando,  Fla. 


Taking  stock 


Ira  Brodsky’s  column  “What’s  spooking  high-tech 
stock  investors?”  (May  8,  page  117)  has  got  it 
wrong,  starting  with  the  title. These  days  the 
stock  markets  are  not  the  domain  of  investors, 
but  of  speculators  with  little  or  no  understanding 
of,  or  concern  about,  valuation.  Since  1988,  it’s  all 
come  down  to  the  “bigger  fools”  theory.  If  some¬ 
one  will  pay  more  than  you,  who  cares  how 
much  you  pay? 

Brodsky  states  that  there  are  no  “correct”  stock 
prices.  I  disagree: There  are  correct  pricing  mod¬ 
els.  Buying  a  stock  is  like  buying  anything  else  — 
caveat  emptor.  It’s  up  to  the  buyer  to  establish 
“correct”  value,  but  when  the  buyer  throws  all 
methods  of  valuation  to  the  wind  and  deals  only 
in  the  bigger  fools  method  of  valuation,  there  ceas¬ 
es  to  be  any  reasonable  discipline  or  control  with 
pricing. 

Brodsky  concludes  by  saying  that  the  govern¬ 
ment  should  “bolster  confidence.”  I  agree,  but  at 
what  price?  I  would  have  some  level  of  confi¬ 
dence  if  the  prices  fell  on  the  Dow  and  Nasdaq  by 
over  90%  from  where  they  are  at  the  moment. 
Then  perhaps  we  could  have  some  confidence 
that  the  stocks  were  actually  worth  their  price. 

Until  then,  the  roller  coaster  is  headed  down  as 
some  level  of  sanity  and  reasonability  in  pricing 
comes  back. 

Jim  Benfer 
Chairman  and  CEO 
MaxFrame 
Torrance,  Calif. 


Send  letters  to  numews@mvw.com  or  John 
Dix,  editor  in  chief,  Network  World,  118 
Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address 
for  verification. 
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User  View  .  Chuck  Yoke 

Best  technology  is  not  always  the  best  business  choice 


I  am  not  an  engineer,  nor  do  I  have  any  pretense  to 
be  one.  I  view  technology  from  a  business  func¬ 
tionality  perspective,  which  many  times  causes 
some  conflicts  between  me  and  the  technical  per¬ 
sonnel  I  manage.  In  many  cases,  the  most  elegant 
technology  is  not  the  best  business  choice. 
Examples  of  this  abound.  Token  ring  is  technically 
superior  to  Ethernet,  but  Ethernet  has  won  in  terms  of 
market  share.  ATM  is  far  better  for  integrated  services 
than  Fast  or  Gigabit  Ethernet,  but  I  don’t  believe  many 
firms  are  seriously  considering  implementing  desktop 
ATM.  Open  Systems  Interconnection-based  network¬ 
ing  was  more  robust  than  TCP/IB  but  TCP/IP  is  now 
the  dominant  standard.  Novell  Directory  Services  is 
more  mature  than  Active  Directory  and  currently  a 
better  choice  for  global  enterprise  networks,  but  most 
corporations  today  are  actively  engaged  in  implement¬ 
ing  Windows  NT/2000  for  their  international  network 
infrastructures.  IPv6  is  a  more  robust  and  elegant 
implementation  of  IP,  but  I  think  IPv4  will  be  around 
for  a  long  time. 

In  short,  the  best  technology  is  not  always  the  best 


business  decision.  Many  factors  have  to  be  considered 
when  choosing  business-based  strategic  technologies. 
Items  such  as  market  share,  installed  customer  base 
and  implementation/conversion  costs  have  to  be  ana¬ 
lyzed.  Also,  the  risks  of  adopting  new  technologies  — 
including  interruption  and/or  change  of  current  busi¬ 
ness  practices  and  potential  loss  of  productivity  dur¬ 
ing  implementation  —  need  to  be  reviewed. 

We  need  to  remember  that  businesses  do  not 
exist  for  technology.  Rather,  technology  exists  for 
businesses.  If  adopting  a  certain  technology  will 
incur  more  expenses  and/or  risks  than  benefits 
received,  then  the  technology  probably  should  not 
be  adopted  no  matter  how  technically  elegant  it  is. 

Unless  a  technology  brings  needed  functionality 
that  cannot  be  met  by  current  products,  resolves  spe¬ 
cific  problems  a  business  is  facing  or  positions  the 
company  for  future  growth,  management  needs  to 
seriously  question  the  reasons  for  adopting  the  tech¬ 
nology.  The  best  technologies  for  a  business  are  the 
ones  that  meet  the  company’s  needs,  position  it  for 
growth,  ensure  an  appropriate  return  on  investment, 


are  supportable  with  available  workforce,  are  fiscally 
responsible  and  have  a  proven  record. 

These  are  not  always  the  most  elegant  or  sophisti¬ 
cated  technologies. This  is  sometimes  hard  for  tech¬ 
nical  people  to  understand;  however,  management 
needs  to  help  them  understand. Through  sponsored 
training,  companies  need  to  instill  in  their  technical 
staff  a  comprehension  of  business  needs  and  con¬ 
straints.  And  technical  staff  need  to  accept  this  train¬ 
ing  just  as  they  would  accept  the  opportunity  to 
gain  additional  certifications. 

By  combining  the  expertise  of  their  technical  staff 
with  basic  business  acumen,  companies  can  better 
use  these  technical  resources  to  ensure  the  most 
appropriate  technologies  and  strategies  are  chosen. 
By  adding  basic  business  knowledge  to  their  tech¬ 
nology  skills,  technical  personnel  can  ensure  they 
will  be  seen  as  a  valued  resource  making  important 
contributions  to  the  success  of  their  companies. 

Yoke  is  an  IS  manager  in  Denver.  He  can  be 
reached  at  ckyoke@yahoo.com. 


Speaking  the  LANguage .  Linda  Musthaler 

ASP  MODEL  GETS  HIGH  MARKS  FROM  CUSTOMERS 


Last  year,  I  made  a  not-so-bold  prediction  in  this 
column  that  the  nascent  application  service 
provider  (ASP)  market  was  about  to  take  off.  It 
did,  in  fact,  so  I’m  feeling  pretty  smart  about  my 
prognostication.  It  wasn’t  hard  to  see  then  that 
a  model  that  would  save  the  customer  money, 
get  his  application  up  and  going  in  short  time  and 
allow  for  scalable  growth  would  become  a  main¬ 
stream  way  to  get  IT  func¬ 
tionality  delivered. 

Not  quite  a  year  later, 
we’re  starting  to  see  matura¬ 
tion  in  the  ASP  market.  (From 
infancy  to  maturity  in  under 
a  year  —  now  that’s  what  I 
call  Internet  speed!)  We  can 
look  back  over  the  past  year 
and  see  the  signs  of  industry 
consolidation,  market  focus,  partnerships  and 
alliances,  some  customer  failures  and  many  more  cus¬ 
tomer  success  stories.  In  short,  the  ASP  market  has 
found  its  niche  and  is  here  to  stay. 

I  spent  a  few  days  recently  at  the  USinternet- 
working  industry  analyst  conference.  I  expected  to 
hear  the  usual  marketing  presentations  from  corpo¬ 
rate  executives,  and  yes,  I  did  have  to  sit  through  a 
few  of  those.  But  the  talks  I  found  most  interesting 
were  the  ones  from  USi  customers.  USi  brought 
about  10  customers  to  the  conference  to  tell  us 
about  their  experiences.  While  of  course  they  all  had 
glowing  remarks  about  USi’s  performance  and  ser¬ 
vice,  they  talked  more  broadly  about  how  and  why 
they  chose  the  ASP  model. 

You  may  think  these  customers  were  flashy  new 
start-ups  or  dot-com  companies,  and  some  of  them 


were.  But  other  customers  represented  the  oppo¬ 
site  end  of  the  spectrum  —  staid  companies  such 
as  Blue  Cross/Blue  Shield  of  Michigan  and  Knoll 
Pharmaceutical  that  are  conservative  in  their 
approach  to  IT.  Start-up  or  century-old,  brick-and- 
mortar  or  cybercorp,  all  of  these  customers  sang 
the  praises  of  a  computing  model  that  frees  them 
from  traditional  hassles. 

Before  the  customers  took  the  stage,  USi  Chair¬ 
man  and  CEO  Christopher  McCleary  cited  the  seven 
problems  the  ASP  market  addresses:  integration  risk, 
large  capital  investment,  system  security,  software 
licensing  issues,  complex  networking,  IT  staff  short¬ 
age  and  unpredictable  costs. 

Before  the  day  was  over,  customer  after  customer 
confirmed  McCleary’s  claim  that  the  ASP  model  miti¬ 
gates  those  problems.  Knoll  Pharmaceutical  was 
looking  for  risk  reduction,  complexity  reduction  and 
a  faster,  more  reliable  implementation  of  a  sales 
force  automation  project.  They  found  it.  Sunburst 
Hospitality  needed  to  establish  a  financial  process¬ 
ing  system  without  creating  an  expensive  in-house 
infrastructure. They  did.  High-tech  consulting  firm 
Belenos  was  looking  for  a  scalable  professional  ser¬ 
vices  administration  application  that  would  support 
the  enormous  growth  the  company  has  experienced 
in  its  first  year.  Problem  solved. 

After  about  the  third  or  fourth  customer  presenta¬ 
tion,  I  could  almost  predict  the  reasons  the  next 
ones  would  give  for  opting  for  an  ASP  solution,  as 
well  as  the  benefits  their  companies  have  already 
realized. The  reasons/benefits  cited  most  often  were: 
reduce  capital  investments  in  industry-standard  solu¬ 
tions;  focus  on  business  issues  and  let  the  ASP  part¬ 
ner  handle  the  IT  issues;  ensure  high  security  for 


business-critical  applications;  and  allow  for  managed 
growth  in  a  wildly  unpredictable  e-business  era. 

Industry-standard  solutions  are  a  key  part  of  the 
maturation  of  the  ASP  industry.  The  providers  have 
learned  to  focus  their  service  offerings  on  repeatable, 
predictable,  manageable  solutions  that  have  broad 
applications  to  many  clients.  Applications  like  Siebel 
for  sales  force  automation,  PeopleSoft  for  human 
resource  management  and  Exchange  for  e-mail  are 
ideal  ASP  offerings  .  The  deployment  of  these  applica¬ 
tions  is  almost  cookie-cutter,  which  helps  to  lower 
costs  and  decrease  implementation  times. 

By  the  same  token,  ASPs  have  learned  to  forego 
customers  that  want  highly  customized  applications. 
Even  McCleary  acknowledged  that  USi,  recognized 
as  one  of  the  leading  ASPs  in  the  U.S.,  wants  little  to 
do  with  custom  application  development. The  bread 
and  butter  for  his  company  are  applications  with 
very  broad  appeal. 

If  you  think  you  might  have  an  application  that  is 
ripe  for  hosting  outside  your  own  data  center,  shop 
around. The  Web  site  www.webharbor.com  is  a  good 
source  for  finding  the  ideal  ASP. 

If  I  had  to  summarize  the  advice  given  by  the  cus¬ 
tomers  I  heard  last  week,  it  would  be  this:  Choose 
an  ASP  that  takes  a  thorough  approach  to  under¬ 
standing  your  business.  Select  one  with  a  “business 
partner’’  mentality.  Look  for  business  and  technical 
expertise  in  the  applications.  And  finally,  find  a 
provider  that  views  you  as  a  “recurring  responsibil¬ 
ity”  rather  than  a  “recurring  revenue  stream.” 

Musthaler  is  vice  president  of  Currid  & 
Company,  a  Houston  technology’  consulting  firm. 
She  can  be  reached  at  linda@currid.com. 
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-^regulation  sparks  utility  merger 


Consolidations  are  rife  in  the  energy 
os  sir  ess  e.;  deregulation  forces  monopo- 
;  ■  •  to  adjust  to  a  competitive  environment.  ; 

'■  e  prominent  example  is  the  pending 
merger  of  American  Electric  Power  of 
Columbus,  Ohio,  and  Central  &  South  West  j 
Corp.  of  Dallas.,  which  together  will  serve 
n  states. 

The  utilities  announced  the  deal  in 
December  19S7  and  are  expected  to 
receive  final  approval  somet'me  this  sum¬ 
mer.  Executive  management  faced  a 
morass  of  regulatory  obstacles  nationally  j 
and  in  each  locality.  It  did  not  involve  IT  in  j 
The  merger  negotiations.  Once  the  deal 
was  struck,  IT  was  told  to  come  up  with 
$10  billion  in  savings  over  10  years. 

Because  the  merger  was  going  to  take 
at  least  two  years  to  close,  the  IT  transition 
team  had  time  to  perform  an  extensive 
evaluation  of  each  company's  infrastruc-  j 
ture.  The  group  examined  everything  from 
master  time  clocks  to  network  switches  j 
and  placed  each  technology  in  one  of  five  j 
categories: 

•  Watch:  Emerging  technologies  that  j 
are  not  ready  for  prime  time  but  should  be 
kept  under  investigation. 

•  Promote:  Technologies  that  business 
units  are  encouraged  to  use. 

•  Contain:  Technologies  to  be  approved 
for  specific  purposes  only. 

•  Maintain:  Technologies  in  place  that 
will  continue  to  be  used  but  not  extended. 

•  Replace:  Technologies  that  IT  is 
actively  eliminating. 

"The  various  committees  encompassed 
almost  everyone  in  the  two  IT  depart¬ 
ments,"  says  Ken  Foster,  the  IT  transition 
team  leader  from  CSW  in  Tulsa,  Okla.  "We 
learned  from  talking  to  the  people  who  are 
down  on  the  bare  metal  and  understand 
specific  technologies  in  detail." 

The  team  wasn't  just  picking  the  system 
that  was  best  in  its  current  environment, 
nor  was  cost  efficiency  at  the  top  of  the 
list.  The  goal  was  to  identify  solutions  that 
were  highly  scalable  and  highly  adaptable, 
because  the  unbundling  requirements  of 
deregulation  are  pushing  utilities  into  the 
unfamiliar  waters  of  business-to-business  } 
e-commerce. 

"Our  cost-reduction  goals  are  making  i 
us  look  at  e-procurement  technologies,"  I 
Foster  says.  "My  rough  back-of-the-enve- 
lope  assessment  shows  our  B2B  [busi¬ 
ness-to-business]  activity  increasing  j 
3,000%  in  the  next  year,  and  my  only 
concern  is  that  I've  underestimated  it 
significantly." 

—  Susan  Breidenbach  i 


Whether  your  firm  is  negotiating  a  megabucks  merger 
or  is  vulnerable  to  getting  gobbled  up  by  a  competitor, 

-  ...  ;  %/y;  -  .  •  k  • '  ■  .  ~ 

we'll  tell  you  how  to  quickly  integrate  IT  systems  so 
the  new  company  can  get  on  with  business - 


magine  arriving  at  work  one  morning  to  find 
your  management  is  announcing  a  merger  that 
was  negotiated  without  any  input  from  IT.  Your 
new  marching  orders  are  to  integrate  two  huge 
and  disparate  IT  infrastructures,  do  it  without 
disrupting  internal  or  external  customers,  and 
reduce  combined  IT  costs  by  40%. 

This  is  an  increasingly  likely  scenario  as  the 
urge  to  merge  spreads  like  a  virus  through  cor¬ 
porate  boardrooms.  According  to  a  study  by 
Compass  America  in  Reston,  Va.,  at  least  30%  of  the 
Global  2000  are  currently  considering  an  acquisi¬ 
tion,  and  another  40%  are  potential  acquisition  tar¬ 
gets.  The  dollar  volume  of  mergers  and  acquisitions 
has  increased  more  than  five-fold  since  1995,  and 
Compass  expects  global  merger  and  acquisition 
activity  to  reach  $5  trillon  this  year. 

More  than  three-fourths  of  these  mergers  will  fail 
to  deliver  the  promised  synergies,  savings  and  share¬ 
holder  value.  But  corporations  really  hit  the  jackpot 
when  mergers  do  work.  A  McKinsey  &  Co.  study 
found  that  companies  formed  through  mergers  that 
succeed  go  on  to  beat  the  stock  market  by  50%. 

The  odds  of  pulling  off  an  effective  merger 
increase  significantly  when  IT  is  involved  early  in 
the  game.  The  success  of  a  merger  hinges  on  the 


ability  of  the  IT  department  to  plan  and  execute  the 
necessary  integration  in  a  timely  fashion.  You  have 
to  establish  core  communications  as  soon  as  the  law 
allow's,  decide  which  technologies  to  keep  or 
replace,  and  hang  onto  key  employees  through  the 
transition.  Consider  this  your  guide  to  expediting  IT 
integration. 


IT  isn’t  the  attraction 

Despite  increasing  automation  and  e-business 
initiatives,  companies  aren’t  being  bought  for  their 
IT  resources. 

“For  the  most  part,  mergers  are  driven  by  business 
or  product  issues,  not  IT  infrastructure,”  says  Karin 
Maday,  a  managing  director  in  KPMG  Consulting’s 
high-tech  practice  in  Mountain  View,  Calif.  When  com¬ 
panies  get  superior  IT  through  an  acquisition,  it’s  usu¬ 
ally  a  pleasant  surprise. 

There  are  some  exceptions.  A  traditional  hank 
that  wants  to  get  into  Web-based  services  might 
decide  that  buying  an  online  bank  is  the  cheapest 


way  to  get  the  necessary  capabilities  and  skills.  IT 
infrastructure  may  also  factor  into  a  roll-up  deal  ;  ,  J 
when  the  goal  is  to  consolidate  several  small  play-  .  . 


ers  in  a  fragmented  industry. 


In  that  case,  the  acquirer  looks  for  a  target  that  has  a  | 
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Case  study:  First  Union 

‘  iris',  ;  tier,  b^nks  on  mergers  for  growth 

first  Union,  the  nation's  sixth-largest  bank,  has  a 
■  rack  record  that  is  the  envy  of  its  industry.  An  aggres- 
-  vo  growth-by-acquisition  strategy  has  boosted  the 
bank's  assets  from  $7.3  billion  in  1984  to  $253  billion  at 

the  end  of  1999. 

All  this  experience  has  taught  the  Charlotte,  N.C., 
bank  the  vaiue  of  eariy  IT  involvement  in  the  merger  and 
acquisition  process.  IT  participates  in  the  due  diligence 
phase  and  helps  the  executive  management  determine 
what  kinds  of  expense  efficiencies  could  be  achieved 
by  the  merger. 


scalable  architecture,  says  John  Kreitler,  a  part¬ 
ner  in  Shipman  &  Goodwin  LLP  in  Hartford, 
Conn.  Although  his  firm  is  helping  a  client  in 
the  medical  supply  market  do  a  roll-up,  “buy¬ 
ing  for  infrastructure  is  really  rare,”  he  says. 

Conversely,  acquisition  targets  are  rarely 
dropped  because  suitors  don’t  like  what  they 
see  once  they  get  a  peek  under  the  IT  hood. 

“There  were  some  Y2K  situations  where 
acquisitions  were  deferred  until  after  the 
turnover,  but  I  can’t  think  of  a  single  instance 
in  which  a  merger  didn’t  happen  because  of 
infrastructure  problems,”  says  Eileen  Birge, 
research  vice  president  at  Concours  Group, 
an  IT  consultancy  in  Kingwood,  Texas. 
Instead,  infrastructure  problems  are  more 


The  banking  giant  typically  buys 
smaller  competitors  that  operate  in 
the  same  region,  then  combines 
operations  and  closes  redundant 
facilities.  The  faster  the  integration, 
the  less  it  will  cost  and  the  fewer 
disruptions  there  will  be  to  cus¬ 
tomers. 


"First  Union  converts  acquisi¬ 
tions  faster  than  any  other  large 
bank  in  the  country,"  says  Austin 
Adams,  the  executive  vice  presi¬ 
dent  in  charge  of  First  Union's  merg¬ 
er  and  acquisition  integration  activi¬ 
ties.  "Our  average  conversion  time 
in  the  1990s  was  three  months." 


When  First  Union  acquired  the 
second-largest  bank  in  Florida  and 
eliminated  27  branches,  there  was  a 
net  gain  of  only  one  location  in  the 
state.  Despite  all  these  closings,  the 
transition  was  seamless  enough 
that  First  Union  retained  more  than 
80%  of  the  target's  customers. 


The  savings  on  IT  was  even 
greater  and  the  bank  often  achieves 
IT  cost  efficiencies  of  more  than 
50%,  according  to  Adams.  However, 

First  Union's  executive  management 
understands  that  IT  enables  the  whole  merger  and 
acquisition  process  and  isn't  just  another  expense  to  be 
cut. 


First  Union's  IT  managers  use  a  cookie-cutter 
approach  to  integration  that  starts  with  a  well-defined 
due  diligence  questionnaire.  The  bank  identifies  the  dif¬ 
ferences  between  the  two  environments  and  compares 
service  offerings  to  see  if  the  acquired  bank  has  unique 
products  that  bring  First  Union  a  new  customer  seg¬ 
ment.  "Then  we  have  to  consider  what  it  takes  to  retain 
those  customers,"  Adams  says. 


The  general  plan  is  to  move  the  target  onto  First 
Union's  infrastructure,  but  exceptions  are  occasional¬ 
ly  in  order.  CoreStates  was  much  stronger  interna¬ 
tionally  when  First  Union  acquired  it  in  1998,  so  First 
Union's  international  business  was  migrated  to  the 
target's  systems. 


Regardless  of  whose  technology  wins,  people 
are  regarded  as  the  most  important  component. 
"The  technical  issues  are  moot  if  the  people 
issues  aren't  addressed,"  Adams  says. 


—  Susan  Breidenbach 


likely  to  be  reflected  in  the  financial  arrange¬ 
ments  of  the  deal. 

Austin  Adams,  the  executive  vice  presi¬ 
dent  who  is  overseeing  First  Union  Bank’s 
aggressive  growth-by-acquisition  activities, 
says  the  Charlotte,  N.C.,  bank  has  never 
dropped  a  potential  target  because  of  its  IT 
infrastructure. 

“Sometimes  the  organization  has  some 
large  outsourcing  contracts  that  are  in  the 
early  stages  and  are  going  to  be  very  expen¬ 
sive  to  break,  but  that  just  means  our  manage¬ 
ment  might  have  to  adjust  its  financial  esti¬ 
mates, ’’Adams  says. 

Stages  of  the  deal 

There  is  considerable  debate  about  IT’s 
role  in  the  premerger  evaluations  and  negotia¬ 
tions,  which  go  through  several  phases. 
Gartner  Group  has  defined  six  of  them: 

•  Strategy  —  Senior  management  decides 
to  fulfill  its  business  objectives  through  acqui¬ 
sition,  and  may  have  no  specific  target  in 
mind  yet. 

•  Planning  —  Senior  management  selects 


candidates  or  engages  investment  bankers  to 
do  so,  and  comes  up  with  a“guestimate”  bid  to 
qualify  as  a  suitor. 

•  Evaluation  —  Once  qualified  as  a  bidder, 
the  company  gets  access  to  a  limited  amount  of 
real  information  that  is  used  to  make  a  real  bid. 

•  Acquisition  —  If  the  bid  is  accepted,  the 
two  companies  enter  into  negotiations  about 
final  terms  and  conditions. 

•  Integration  —  The  merger  is  consummat¬ 
ed  and  the  integration  process  begins. 

•  Operation  —  In  the  final  state,  the  com¬ 
bined  entity  reaches  its  normal  operating  mode. 

While  industry  experts  have  observed  some 
encouraging  trends,  it  is  still  common  for  IT  to 
be  excluded  from  talks  until  quite  late  in  the 
process.  “Clients  say,  They  didn’t  tell  us  until 
the  deal  was  done,  and  now  we  have  some 
unrealistic  goals  to  meet,”’  says  Gartner  Group 
research  director  Michael  Gerrard.  “Instead,  IT 
should  be  involved  in  the  premerger  process 
as  soon  as  is  practical.” 

Gerrard  identifies  two  main  reasons  why 
mergers  fail.  In  the  first,  the  acquiring 
company  isn’t  successful  in  culturally 
assimilating  the  target.  Anticipated  syner¬ 
gies  are  not  achieved,  and  key  people  get 
frustrated  and  leave. 

This  is  a  bullet  German  Daimler-Benz  AG  and 
American  Chrysler  had  to  dodge  when  they 
stunned  the  world  with  their  merger 
announcement  in  May  1998. The  problem  was 
compounded  by  the  fact  that  the  deal  between 
the  two  automotive  giants  has  initially  handled 
as  a  true  merger  of  equals  —  an  M&A  rarity  — 
rather  than  an  acquisition.  At  the  time,  Daimler- 
Benz  was  a  $71  billion  company,  while  Chrysler 
had  revenue  of  $61  billion. 

“The  senior  people  in  the  two  companies 
were  open  to  new  ways  of  doing  things,  and 
we  were  making  some  radical  changes,”  says 
Sue  Unger,  the  DaimlerChrysler  senior  vice 
president  and  chief  information  officer  who  is 
orchestrating  the  ongoing  integration. 

Unger,  who  came  from  Chrysler’s  headquar¬ 
ters  in  Auburn  Hills,  Mich.,  spent  a  lot  of  the 
official  engagement  period  in  Germany,  talk¬ 
ing  directly  to  the  Daimler-Benz  IT  staff  —  in 
English. 

While  subsequent  events  have  proven  oth¬ 
erwise,  there  was  some  concern  among  the 
German  IT  staff  that  the  merger  was  really  an 
American  takeover.  “We  had  to  help  people 
understand  the  changes  and  why  it  was 
important  to  make  them,”  Unger  says.  “You 
can  never  do  enough  communication  in  a  sit¬ 
uation  like  this.” 

While  DaimlerChrysler’s  stock  price  contin¬ 
ues  to  disappoint  shareholders,  Unger’s  team 
has  done  its  job.  In  its  first  year  as  a  combined 
entity,  DaimlerChrysler  reported  $1.4  billion 
in  synergy  savings,  and  earnings  growth  has 
been  outstripping  revenue  increases. 

However,  most  integration  efforts  don’t 
deliver  the  savings  that  were  promised  to  the 
investment  community,  which  is  Gerrard’s  sec¬ 
ond  main  reason  why  merger  and  acquisitions 
fail.  This  may  be  caused  by  poor  IT  execution, 
but  often  it  is  a  result  of  unrealistic  upfront  esti¬ 
mates.  The  earlier  IT  participates  in  premerger 
activities,  the  better  these  estimates  will  be. 

If  the  estimates  are  off,  your  company  is  in 
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Case  study:  Cisco 

co  $  serious  about  snapping  up  competitors 

few  companies  have  refined  the  growth-by-acquisi- 
t:on  art  oetter  than  Cisco,  which  has  consumated  54 
mergers  in  the  past  five  years  and  is  working  on  five 
more.  The  networking  giant  targets  small  start-ups  for 
tbeir  intellectual  capital,  not  their  customers  or  manu¬ 
facturing  capacity. 

vVe  acquire  companies  and  integrate  them  com¬ 
pletely/'  says  Tim  Merrifield,  senior  IT  manager  in 
charge  of  Cisco's  merger  and  acquisition  integration 
activity.  "We  don’t  have  subsidiaries  running  their  own 
systems,  even  temporarily.  We  learned  that  going 
siowly  causes  more  problems  than  payoffs." 

IT  isn't  consulted  prior  to  the  acquisition  announce¬ 
ment  because  Cisco  already  has  a  method  for  quickly 
replacing  the  acquired  firm's  infrastructure  with  its 
own  standard  technologies.  "We  are  on  site  the  day 
of  the  announcement  or  within  a  few  days.  We  let 
them  know  what  our  processes  are  and  what  is  going 
to  happen,"  Merrifield  says. 


The  weekend  after  the  acquisition  is  completed,  the 
target  is  connected  to  Cisco's  e-mail  system  and 
intranet.  But  while  Cisco  imposes  its  IT  infrastructure 
on  the  new  business  units,  Merrifield  says,  "Outside 
of  the  standard,  corporate-based  components,  we  are 
witling  to  learn  from  the  targets." 

Superior  merger  and  acquisition  integration  is  giving 
Cisco  a  competitive  advantage,  and  Merrifield  is 
always  looking  for  incremental  improvements  to  the 
process.  After  each  target  is  absorbed,  his  team  holds 
postmortems  to  discuss  what  worked  and  what  didn't. 

"You  have  to  be  open  to  feedback  so  you  can  make 
adjustments  before  the  next  integration  project," 
Merrifield  says.  "Just  because  the  process  worked 
well  in  the  past,  doesn't  mean  it  will  work  well  in  the 
future." 

—  Susan  Breidenbach 
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trouble  with  Wall  Street,  Gerrard  says.  So  much 
hinges  on  IT,  and  the  businesses  can’t  consoli¬ 
date  workforces  until  you  consolidate  sys- 
tems.The  cost  of  carrying  two  workforces  gets 
dragged  along  with  the  IT  delay  costs. 

According  to  a  study  of  mergers  by 
Concours  Group,  the  amount  that  is  ultimately 
spent  on  integration  exceeds  management’s 
estimates  by  a  factor  of  four  to  eight.The  study 
also  found  that  companies  do  a  better  job  of 
coming  up  with  realistic  estimates  when  IT  is 
involved  earlier  in  the  premerger  process. 

In  highly  IT-dependent  industries,  IT  man¬ 
agers  can  bring  some  good  perspectives  to  the 
discussion  as  early  as  stage  two,  which  is 
when  they  are  brought  into  First  Union  Bank’s 
acquisition  process. 

“IT  is  very  heavily  involved  from  the  time 
that  we  start  looking  at  a  company  for  possi¬ 
ble  acquisition,”  Adams  says.  “We  have  a  very 
well-defined  due  diligence  questionnaire  and 
methodology.” 

The  optimum  point  of  IT 
entry  also  depends  on  the 
type  of  merger  being  consid¬ 
ered.  Cisco’s  acquisitions  are 
highly  successful,  yet  its  IT 
professionals  aren’t  included 
in  premerger  discussions. 

“The  cost  of  replacing  the 
entire  infrastructure  of  the  tar¬ 
get  is  immaterial  compared  to 
the  market  opportunity  and 
the  technology  and  the  peo¬ 
ple  we  are  getting,”  says  Tim 
Merrifield,  the  senior  IT  man¬ 
ager  responsible  for  Cisco’s 
merger  and  acquisition  inte¬ 
gration  activity.  “It  simply  does¬ 
n’t  warrant  us  getting  involved 
earlier.  Our  input  does  not  in 
any  way  sway  whether  the 
company  is  purchased  or  not.” 

In  highly  regulated  indus¬ 
tries,  mergers  can  take  several 
years  to  complete.  American 
Electric  Power  and  Central  and 
South  West  Services 
announced  their  engagement 
in  December  1997,  but  the  deal 
is  still  awaiting  final  approval. 
The  two  electric  utilities  —  based  in 
I  Columbus,  Ohio,  and  Dallas,  respectively,  and 
serving  different  regions  —  didn’t  bring  their 
IT  staffs  into  the  merger  and  acquisition 
process  until  about  six  months  after  the  merg¬ 
er  announcement.  The  pending  merger  must 
run  a  full  gauntlet  of  regulatory  approvals  in 
each  state  the  two  companies  operate  in 
before  the  deal  is  complete,  and  this  challenge 
[  dwarfs  IT  integration  issues. 

In  many  deals,  earlier  IT  involvement  is  crit¬ 
ical  but  doesn’t  happen. There  is  often  a  sense 
that  bringing  in  IT  will  complicate  the  exer¬ 
cise  and  confuse  the  issues. 

“Most  investment  bankers  don’t  want  to 
j  hear  why  a  deal  shouldn’t  happen,  so  there  is  a 
natural  tendency  to  ignore  the  operational 
integration  issues,”  says  Jim  Champy,  a  vice 
president  at  Perot  Systems  in  Boston. 


“Companies  tend  to  ignore  these  issues  and 
simply  assume  they  can  be  dealt  with.” 

Consequently,  IT  gets  handed  an  expense- 
savings  goal  after  the  fact  and  is  told  to  reach  it. 

Resetting  expectations 

When  IT  is  not  part  of  the  merger  and 
acquisition  negotiations,  the  people  calling 
the  shots  can  make  some  naive  assumptions. 
They  typically  underestimate  one-time  integra¬ 
tion  costs,  and  are  too  optimistic  about  when 
the  payoff  will  be  realized. 

Management  looks  at  closing  one  branch 
location,  and  assumes  50%  of  the  combined 
facilities’  cost  is  being  eliminated.  Then  they 
try  to  approach  IT  the  same  way  and  don’t  fac¬ 
tor  in  the  cost  of  integration.  For  example, 
senior  executives  may  assume  you  can  simply 
drop  one  enterprise  resource  planning  (ERP) 
system  and  eliminate  the  second  license  fee, 
when  integrating  these  often  highly  cus¬ 
tomized  environments  can  take  a  few  years. 

“Our  management  called  the  IT  transition 
team  in  one  afternoon,  handed  us  a  list  of 
goals,  and  told  us  to  draft  a  plan  for  achieving 
them  by  the  next  morning,”  says  one  IT  profes¬ 
sional  who  recently  led  the  integration  efforts 
in  a  large  merger.  “We  had  less  than  24  hours 
and  we  didn’t  have  enough  information,  so  we 
abruptly  decided  to  close  a  very  well-run  data 
center.  This  turned  out  to  be  a  big  mistake.” 

IT  managers  who  are  faced  with  similar  situ¬ 
ations  need  to  be  very  proactive  about  manag¬ 
ing  expectations  —  both  internal  and  external. 
Sit  down  with  senior  executives  and  walk  them 
through  all  the  IT  work  that  has  to  be  done.  If 
you’re  going  to  need  to  add  staff  or  get  help 
from  an  outsourcer,  now  is  the  time  to  say  so. 

If  the  target  is  large,  you  may  not  have  the 
capacity  to  support  it.  If  you  can’t,  it  might 
take  a  year  and  a  half  to  close  data  centers  that 
management  had  slotted  for  extinction  in  six 
months. There  also  might  be  some  unpleasant 
surprises  in  the  target’s  infrastructure,  such  as 
a  big  phone  system  that  is  obsolete  and  past 
due  for  replacement.  These  sorts  of  things 
don’t  show  up  in  a  balance  sheet  analysis. 

Another  potential  minefield  that  may  get 
overlooked  is  the  contracts  the  acquired  com¬ 
pany  has  with  external  service  providers.  It 
may  be  expensive  to  change  or  break  them, 
which  can  have  a  major  impact  on  anticipated 
cost  savings. 

Just  what  kinds  of  savings  can  you  expect? 
In  IT-dependent  industries  such  as  financial 
services,  merger  and  acquisition  experts  have 
seen  mergers  produce  IT  costs  reductions  of 
as  much  as  40%.  First  Union  has  sometimes 
done  even  better  than  this. 

“In  in-market  acquisitions  involving  con¬ 
tiguous  territories,  we  can  sometimes  get  30% 
to  40%  expense  efficiencies  overall,  and  north 
of  50%  on  the  technology  side,”  says  First 
Union’s  Adams.  “In  general,  we  are  converting 
them  to  our  systems  and  eliminating  theirs.  In 
out-of-market  acquisitions  that  are  geographic 
expansions,  the  initial  savings  are  more  in  the 
10%  to  15%  range.” 

Maximize  your  early  returns  by  identifying 
and  focusing  on  the  things  that  will  provide 
the  biggest  impact  with  minimum  risk. 
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Better 

and  easier  to  make 
your  network 

safe 

secure,  and  reliable 

than 

to  have  to  convince 
everyone  how 

sorry 

you  are  when  something 
goes  terribly  wrong. 


Nokia  -  the  brand  name  you  associate  with  the  world's  most 
popular  mobile  phones  -  is  also  an  IP  networking  company. 
Surprised? 

More  than  250  of  the  world's  most  successful  companies  trust 
Nokia  to  secure  their  networks.  They've  experienced  first-hand 
the  outstanding  performance  of  our  truly  reliable,  secure 
network  application  platforms. 

As  the  market  share  leader  in  the  VPN  hardware  market,"  with 
over  17,000  systems  installed,  and  networking  partners  like 
Check  Point  Software  Technologies,  Internet  Security  Systems, 
OpenService  and  Websense,  Nokia  is  ready  to  help  you  meet 
your  toughest  IP  network  security  challenges. 

For  people  who  are  managing  increasingly  complex  network 
architectures,  Nokia  provides  best-of-breed  networking  products 
that  reside  between  infrastructure  and  content,  making  e-business 
environments  secure,  reliable  and  scalable. 

Engineered  for  rapid  deployment  and  reduced  total  cost  of 
ownership,  Nokia  platforms  are  backed  by  our  world-class 
"first-call,  final-resolution"  technical  support  team. 

Nokia  —  building  networking  products  to  exceed  your  expectations. 


Platform  Family 


IP650 


IP  Network  Application  Platforms 

IMOKIA 

Connecting  People 


For  the  latest  white  papers  and  customer  profiles,  click  on  IP  Networking  at 

www.nokia.com 

1  877  997-9199 

Copyright  Nokia  Internet  Communications  Inc.  2000.  All  rights  reserved.  Nokia  and  Nokia  Connecting  People  are  registered  trademarks  of 
Nokia  Corporation.  Other  product  and  company  names  mentioned  herein  may  be  trademarks  or  trade  names  of  their  respective  owners. 

•  Infonetics  Research,  VPN  Hardware  Market  Research  (Nokia/Check  Point  Software  Technologies) 


Best  practices 

••  Mil  vs  quickly  and  communicate  clearly. 

i'  you  wait  a  month  or  two  to  start  building  a  single 
i  '.arri,  ir  wii!  be  too  late.  The  new  management  team 
should  be  in  place  on  day  one,  and  reporting  structures 
should  be  established  in  the  first  few  weeks. 

Establish  and  thoroughly  empower  a  transition  team. 

IVUke  sure  everyone  knows  who  is  in  charge  and  give 
these  people  the  power  and  the  obligation  to  make  the 
tough  decisions.  Consider  bringing  in  a  third  party  that 
has  no  vested  interest  in  either  infrastructure. 

•  Manage  staff  attitudes  and  expectations. 

You  only  get  one  chance  to  make  a  first  impression,  so 
plan  how  you  will  present  your  organization  to  the  ac¬ 
quired  IT  staff  from  the  outset. 

•  Don’t  be  too  democratic. 

If  one  IT  organization  is  to  be  the  surviving  one,  say  that 
upfront.  Involving  the  acquired  company's  rank-and-file 
staff  too  much  can  generate  a  lot  of  contention. 

•  Budget  lots  of  time  for  people  issues. 

As  important  as  technology  integration  is,  people  have 
to  come  first.  Count  on  staffing  issues  taking  up  40%  of 
your  time. 

•  Don't  overanalyze  and  overintegrate. 

Don't  bother  with  granular  best-of-breed  technology 
comparisons.  Unless  the  acquired  company  has  a  high¬ 
ly  differentiated  infrastructure,  stick  with  the  acquirer's 
model  and  use  the  target's  strengths  as  examples  for 
improvement. 

•  Think  customers  and  business  results. 

Take  special  care  to  make  IT  decisions  based  on  how 
internal  and  external  users  and  business  processes  will 
be  impacted. 

•  Don't  mix  mergers  and  forklift  upgrades. 

It's  tempting  to  use  a  merger  as  an  opportunity  to  do  a 
sweeping  upgrade,  but  increasing  the  amount  of 
change  multiplies  the  risk  of  failure. 

•  Prepare  for  a  possible  merger  and  acquisition  in  your 
company's  future. 

Standardize  system  interfaces  and  think  about  how  you 
would  deal  with  a  rapid  increase  in  network  traffic  and 
transactions.  Such  readiness  can  shorten  integration 
time  and  reduce  the  risk  of  failure. 

•  Lobby  for  early  involvement  in  the  next  deal. 

Document  the  impact  IT  has  on  the  organization  and 
make  a  case  for  earlier  involvement  in  the  future. 
Bringing  IT  into  the  merger  and  acquisition  process 
early  on  greatly  boosts  success  rates. 

•  Consider  merger  and  acquisition  specialists. 

If  your  company  embarks  on  a  growth-by-acquisition 
strategy,  you  need  dedicated  merger  and  acquisition 
specialists  on  staff. 

•  Document  and  improve  on  merger  and  acquisition 
planning  and  execution. 

Approach  merger  and  acquisitions  as  an  evolutionary 
process  to  which  you  make  incremental  improvements. 
Hold  postmortems  and  outline  problems  that  can  be 
avoided  the  next  time. 

•  Use  a  process-driven  approach  to  merger  and 
acquisitions. 

Don't  simple  make  lists  of  what  has  to  be  done;  develop 
processes,  with  checklists  within  each  of  them. 

—  Susan  Breidenbach 


74  Network  World  June  5,  2000  www.nwfus 


J 


I 


( 


Continued  from  page  72 

When  provincial  telcos  in  Alberta  and 
British  Columbia  merged  last  year  to  form  the 
Vancouver  firm  Telus,  the  IT  transition  team 
prioritized  integration  tasks  by  weighing  its 
potential  savings  against  how  soon  they  could 
be  achieved. 

“In  most  cases,  combining  data  centers 
would  have  a  large  potential  for  savings  and 
can  be  implemented  fairly  quickly  if  you  are 
not  attempting  to  consolidate  applications,” 
says  Jim  Halco,  director  of  IT  integration  for 
Telus.  “You  can  move  the  applications  from 
both  companies  into  a  single  data  center  and 
get  some  economies  of  scale.  With  falling 
bandwidth  prices,  distances  are  becoming 
unimportant,  and  it  doesn’t  really  matter 
where  the  applications  are  running.” 

As  you  start  the  IT  integration,  report  back 
up  the  chain  constantly  with  your  success  sto¬ 
ries.  This  may  seem  obvious,  but  experts  say  it 
doesn’t  happen  enough. 

Taking  stock 

Once  the  deal  is  struck  and  you  get  your 
marching  orders,  it’s  time  to  see  how  the 
acquired  company’s  infrastructure  stacks  up 
against  yours. 

The  type  of  merger  will  tell  you  what  level 
of  analysis  you  should  do.  It  could  range 
from  a  quick  glance  to  an  exhaustive  inven¬ 
tory  of  both  environments  that  will  reveal 
who  has  the  best  practices  in  which  areas. 
(See  DocFinder  8425  for  a  explanation  of 
merger  categories.) 

Say  a  major  oil  company  acquires  a  small 
refining  company.  They  are  just  buying  the 
refining  assets;  the  IT  infrastructure  is  unim¬ 
portant.  You  have  the  same  situation  when  a 
big  bank  buys  a  little  one  that  is  only  3%  or  4% 
of  its  size.  When  companies  make  a  regular 
practice  of  growing  through  such  acquisi¬ 
tions,  they  develop  a  cookie-cutter  rollout  for 
replacing  the  target’s  systems  with  their  own. 

Other  mergers  must  determine  which 
company  has  the  best  practices  in  certain 
areas.  “You  aren’t  just  counting  the  assets, 
you’re  looking  for  a  good  understanding  of 
them:  How  they  can  be  integrated,  what 
their  value  is,  what  constraints  come  with 
them,  and  what  risks  they  pose  to  your 
future  plans,”  Gartner  Group’s  Gerrard  says. 

Note  that  combining  best-of-breed  ele¬ 
ments  from  two  companies  takes  extensive 
upfront  analysis  and  is  much  more  complex 
than  simply  imposing  the  acquiring  com¬ 
pany’s  infrastructure  on  the  target. 
According  to  Gartner  Group,  it  is  the  most 
risk-prone  path  you  can  take. 

In  any  given  area,  neither  company  may 
have  the  appropriate  technology  in  place. 
For  example,  if  both  companies  have  highly 
customized  ERP  systems,  the  combined  enti¬ 
ty  might  be  better  served  by  a  simpler,  out- 
of-the-box  solution.  “It  also  may  make  sense 
to  keep  some  systems  separate  until  the  next 
natural  technology  upgrade  point,”  says 
Jonathan  Poe,  a  vice  president  and  industry 
analyst  at  Meta  Group  in  Burlingame,  Calif. 

And  some  systems  may  have  to  be  kept 
apart  indefinitely.  At  DaimlerChrysler,  the 


automated  assembly  lines  with  their  com¬ 
plex  robotics  are  so  different  in  the 
Mercedes  and  Chrysler  manufacturing  infra¬ 
structures  that  having  the  same  system  sup¬ 
porting  both  of  them  doesn’t  make  much 
sense  right  now. 

Some  of  the  IT  consultancies  have  put 
together  databases  of  the  best  practices  of 
Fortune  500  companies  that  you  can  use  as 
benchmarks  for  evaluating  your  own  envi¬ 
ronment.  “We  can  tell  you  that  for  a  company 
in  a  specific  industry,  there  are  IT  opera¬ 
tional  processes  that  will  work  at  a  certain 
speed  for  a  certain  dollar  value,”  says 
Gregory  Smith,  head  of  the  merger  and 
acquisition  practice  at  Compass  America. 

In  some  cases,  speed  may  be  more  impor¬ 
tant  than  choosing  technology  pieces.  “Unless 
the  target’s  system  has  a  unique  and  differen¬ 
tiating  aspect  that  affects  your  customer  rela¬ 
tionships  or  how  you  face  the  market,  you 
normally  should  trash  the  system  and  replace 
it  with  yours,”  Concours  Group  Birge  says. 

Speed  is  also  a  major  factor  in  integration 
costs.  First  Union  integrates  acquisitions  in 
about  three  months,  which  reduces  expenses 
and  helps  maintain  the  target’s  customer  base. 
“At  the  end  of  the  day,  spending  money  on 
making  the  deal  work  is  taking  resources  away 
from  growing  your  company,”  Poe  says. 

You  may  not  get  any  advance  warning  of  a 
merger,  so  you  need  to  be  ready  for  it.  IT  man¬ 
agers  who  don’t  plan  for  a  merger  and  acquisi¬ 
tion  before  it  hits  them  are  like  deer  caught  in 
the  headlights. 

Breidenbach  is  a  freelance  technology 
journalist  and  consultant.  She  can  be 
reached  at  sbreidenbach@usa.net. 


Motivating  the  troops:  Turn 
to  page  83  to  tint 1  out  how 
to  prevent  your  staff  from 
fleeing  once  they  catch  wind 
of  a  pending  deal. 
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MORE  ON 
MERGERS 

Network  World  Fusion  exclusive:  Overview 
of  merger  types. 

Transferable  skills:  Why  merger  experience 
is  useful  for  e-business. 

NW200  database:  View  deals  by 
company  or  value. 

Asset  management:  Howto  prepare  for  an 
acquisition. 


Swap  stories:  Discuss  IT's  role  in  mergers 
and  acquisitions. 
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Is  your  streaming  project  becoming  more  complex  than  it  has  to  be? 

At  Globix,  we  make  streaming  media  easy.  Our  total  solution 
approach  to  streaming  media  means  we  can  provide  you  with  a 
complete  end-to-end  solution,  including  access  to  global  markets. 
One  vendor.  One  place  for  all  the  answers.  That's  because  the  Globix 
total  solution  combines  the  infrastructure  of  our  high-speed  global 


network  and  our  world-class  Internet  Data  Centers  with  our  proven 
technical  experience  in  on-site  production,  Webcasting,  encoding, 
hosting,  signal  acquisition  and  diverse  media-on-demand  services. 
The  result  is  a  reliable  high-performance  streaming  media  solution 
for  your  Web  site  or  e-business  application  -  the  way  you  want  it, 
when  you  want  it. 


GLOBIX" 

The  Global  Internet  Exchange 


1-877-7-GLOBIX  ext.  1423  •  www.globix.com 

Co-location  •  Hosting  •  Live  Event  Production  •  Encoding  •  Signal  Acquisition 

“Globix”  and  the  stylized  “G”  logo  are  trademarks  of  Globix  Corporation.  ©  Copyright  2000  Globix  Corporation.  All  Rights  Reserved.  NASDAQ:  GBIX 
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Worldclass  network  knowledge 
management  solutions 


You  want  to  ride  the  crest  of  the  future,  but  your  network  seems  to  have  taken  on  a  life  of  its  own.  Swelling.  Spreading.  Crashing. 
Until  one  day  you  find  you're  not  commanding  the  current,  you're  caught  in  it.  Now,  you  can  take  back  control.  Introducing  Visionael, 
the  only  solution  that  streamlines  every  aspect  of  your  entire  network  lifecycle,  from  design  and  deployment  right  down  to  everyday 
operation.  Drawing  information  from  your  existing  network  management  applications,  Visionael  not  only  shows  you  exactly  where  you 
are  right  now,  it  helps  you  visualize  where  you  should  be  heading.  So  now  you  can  truly  manage  your  network  as  a  business 

asset.  See  the  power  at  work.  Catch  a  quick  demo  at  www.visionael.com.  Or  call  1-800-833-4962. 
40^  ^0^  The  more  you  know,  the  further  you  can  go. 

HP  Open  View  HP  Open  View 

Management  nacsiocnaa  lam— wm 
Connection  ia«iHii 


Copyright  ®2000  Visionael  Corporation.  All  rights  reserved.  Visionael  also  partners  with  Remedy,  Tivoli,  Oracle  and  Cabletron.  Visionael  is  a  registered  trademark  and  the  Visionael  triangle  a  trademark  of  Visionael  Corporation. 

Other  company  names  mentioned  in  this  advertisement  may  be  the  trademarks  of  their  respective  holders. 


NetwoikWoild 


VoIP  gateways 
side  by  side 

IMeura's  ORCA  GX-8  tops  market  leaders 
with  redundancy  and  management  features. 

BY  EDWIN  MIER  AND  MICHAEL  HOMMER  SR., 
NETWORK  WORLD  TEST  ALLIANCE 


To  implement  voice 

over  IP  to  any  extent 
you  need  a  voice- 
over-IP  gateway  —  a 
seemingly  magical  box 
that  transforms  telephone  calls 
between  plain  old  telephone  service 
(POTS)  on  the  one  side  and  an  IP 
data  network  on  the  other.  We 
brought  three  of  the  leading  voice- 
over-IP  gateways  into  the  Mier 
Communications’  lab  in  Princeton, 
N.J.,  and  found  out  what  makes 
them  leaders  in  this  new,  but  bur¬ 
geoning,  voice-over-IP  marketplace. 

We  awarded  the  Network  World 
World  Class  Award  to  Nuera  Com¬ 
munications’  ORCA  GX-8.  The 
ORCA  GX-8  supports  the  best 
redundancy  and  the  most  straight¬ 
forward  and  complete  management 
capability  of  the  products  tested. 

This  was  a  close  match,  and 
Cisco’s  AS  5300  gateway,  featuring 
the  lowest  per-channel  price,  finished 
just  inches  behind  Nuera.  Clarent’s 
Gateway  400  also  turned  in  a  laud¬ 
able  performance  and  earned  high 
ratings  for  its  integral  features,  but 
slipped  behind  the  other  two,  mainly 
in  management  and  ease  of  use. 

More  than  one  dozen  vendors  of 
voice-over-IP  gateways  were  invited 
to  participate  in  this  open  competi¬ 
tion.  To  qualify,  the  gateway  had  to 
support  a  minimum  of  one  —  and 
up  to  four  —  T-ls  of  voice  traffic 
load.  This  equates  to  a  capacity  of 
roughly  100  concurrent  real-time 
telephone  calls. 

Rating  voice  over  IP 

Our  evaluation  of  voice-over-IP 
gateways  was  based  on: 

•  Performance,  which  encom¬ 
passed  more  than  a  dozen  measure¬ 
ments  and  metrics  including  voice 
quality  and  interactive  call  quality 
under  various  settings;  latency; 
bandwidth  consumption;  call  set-up 
time;  call  completion  rate;  and 
redundancy  failover. 

•  Features,  including  the  scope  of 
settings  and  parameters  accessible  to  a 
user  for  adjusting  and  tuning  the 
voice-over-IP  network;  the  gateway’s 
ability  to  set  bits  in  the  voice-over-IP 
packets  for  prioritization;  and  transpar¬ 
ent  support  for  fax  and  modem  calls. 

•  Management  and  administration 
criteria,  including  intuitiveness  and 
effectiveness  of  management  inter¬ 
faces  —  whether  graphical  or  com¬ 
mand-line;  real-time  monitoring 
capabilities;  scalability  for  centrally 
managing  many  gateways  within  the 
same  call  agent  domain  (per  Media 
Gateway  Control  Protocol,  or  MGCP) 
or  gatekeeper  zone  (per  H.323);  and 
additional  management  capabilities 
such  as  event,  alarm  or  trap  monitor¬ 
ing,  and  the  generation  of  manage¬ 


ment  reports. 

•  Configuration  criteria,  includ 
ing  telco  interfaces  supported; 
vocoders  supported;  modularity 
and  density;  and  support  for 
redundancy  and  component- 
failover  configurations. 

•  Installation,  ease  of  use  and 
documentation. 

NetResults 


Nuera  out  in  front 

We  found  that  all  three  systems  are 
highly  reliable,  deliver  very  good 
voice  quality  and  interactive  call  char¬ 
acteristics,  support  most  key  features 
and  can  be  adequately  managed. 

However,  we  view  Nuera’s  com¬ 
bined  gateway  and  call  agent  pack¬ 
age  as  slightly  ahead  of  the  competi¬ 
tion  in  several  respects. 
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ORCA  GX-8 


Version  6.0  (gateway) 
with  SSC  Softswitch  (call 
agent)  software.  Version 
6.0,  running  on  HP-UX 
Version  11.x 
RATING:  9.00 
COMPANY:  Nuera 
Communications,  (858)  625 
2400,  www.nuera.com.  COST: 
$67,000  for  gateway  ($349  to 
$698  per  channel,  depending 
on  vocoder):  $60,000  for  SSC 
Softswitch  hardware  and 
software.  PROS:  Maximum 
redundancy:  easiest  to  set  up; 
real  time  monitoring.  CONS: 
System  components  are 
physically  larger,  take  up  more 
space. 


AS  5300 

AS  5300  (gateway)  with  Cisco  3620  Multimedia  Conference 
Manager  (gatekeeper),  both  running  I0S  Version  12.1  (1a)T 

RATING:  8.55  COMPANY:  Cisco,  (408)  526  7208,  www.cisco. 
com  COST:  $47,100  for  gateway  ($491  per  channel);  $7,600  for 
gatekeeper;  $9,995  for  management  software.  PROS:  Based  on 
common  Cisco  router  platforms;  I0S  command  line  for  management. 
CONS:  Limited  modem  support;  limited  real  time  monitoring. 


Gateway  400 


Version  3.1a  (gateway)  with  Command  Center  (gatekeeper) 
Version  3.1 

RATING:  7.90  COMPANY:  Clarent,  (650)  306  751 1 , 
www.clarent.com  COST:  $95,000  for  gateway  ($990  per  channel); 
$32,000  for  Command  Center  (gatekeeper)  software,  for  four 
T 1  s  ($8,000  per  T 1 ).  PROS:  Real  time  monitoring.  CONS:  Must 
edit  Windows  NT  registry  to  set  up  and  configure;  multiplicity  of 
management  applications  and  graphical  user  interfaces;  longer 
latency,  call  setup  times. 

Installation, 


Performance 

30% 

Features 

25% 

Management  and 
administration 
25% 

Configuration 

10% 

ease  of  use  and 
documentation 
10% 

Total 

score 

ORCA  GX-8 

9 

9 

9 

9 

9 

9.00 

AS  5300 

9 

9 

8 

8 

8 

8.55 

Gateway  400 

8 

9 

7 

8 

7 

7.90 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total 
score. 


A  call  agent  is  a  separate,  stand¬ 
alone  node  defined  in  the  MGCP 
specification  that  handles  call  routing 
and  call  setup.  An  MGCP  call  agent 
manages  multiple  gateways  within  a 
mutually  exclusive  area  called  a 


. 


Nuera  Communications 

ORCA  GX-8 

We  award  our  highest 
honor  —  the  Network 
World  World  Class 
Award  —  to  Nuera  Communications' 
ORCA  GX-8,  which  supports  the  best 
redundancy  and  the  most  straight¬ 
forward  and  complete  management 
capability  of  the  voice-over-IP  gate¬ 
way  products  tested. 


domain.  The  call  agent  functionally  is 
akin  to  a  gatekeeper,  as  defined  in 
the  H.323  specification,  which  over¬ 
sees  gateways  within  an  administra¬ 
tive  area  called  a  “zone.” 

These  differences  in  terminology 
underscore  a  major  concern  that  per¬ 
meates  the  voice-over-IP  industry  — 
a  proliferation  of  functionally  equiva-  \ 
lent  standards. 

The  three  voice-over-IP  gateways 
we  tested  each  employ  different  call- 
control  protocols  (see  Table  1,  page 
78  ).  Nuera’s  product  is  based  on 
MGCP.  The  vendor  says  that  it  also 
supports  another,  related  standard 
called  Session  Initiation  Protocol 
(SIP),  which  Nuera  uses  for  commu¬ 
nications  across  MGCP  domains,  and 
between  call  agents. 

The  Nuera  call  agent  software 
runs  on  a  dedicated  processor  run¬ 
ning  Hewlett-Packard’s  HP-UX.  As 
with  the  other  products,  we  tested 
the  Nuera  gateways  with  up  to  four 
full  T-ls  of  traffic  and  we  would 
“slam”  the  system  by  delivering 
calls  to  the  gateway  at  a  rate  up  to 
48  calls  per  second. 

The  Nuera  system  didn’t  flinch  at  \ 
this  load:  The  successful  call  com-  f 
pletion  rate  always  exceeded  99-9%, 
and  calls  were  always  set  up  and 
ringing  at  the  other  end  in  less  than 
a  second.  What’s  more,  voice  quality 
was  consistently  very  good  to  excel¬ 
lent  (see  graphic,  right).  Nuera’s  calls 
exhibited  the  lowest  latency  —  just 
63  msec  one  way,  end  to  end  —  of 
the  three  gateways  tested. 

All  three  gateways  consistently 
garnered  voice  quality  ratings  well 
above  the  4.0  level  that  equates  to 
toll  quality.  The  ratings  are  based  on 
blind  panel  assessments  of  male  and 
female  voice  recordings  that  have 
been  sent  through  the  voice-over-IP 
systems,  using  a  five-point  ITU-spec¬ 
ified  rating  scale  and  test  procedure 
called  the  Mean  Opinion  Score 
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(MOS).  Even  using  various  band¬ 
width-conservation  techniques  — 
including  low-bit-rate  coders  and 
voice-activity  detection  —  voice 
quality  still  scored  well  above  toll- 
quality  ratings. 

Nuera’s  management  consists  of 
two  clean  Windows  applications  — 
one  for  gateway  management,  the 
other  for  the  call  agent  —  which 
ran  together  on  a  Windows  NT 
management  station.  Together  they 
offer  comprehensive  management 
of  the  voice-over-IP  package. 
Configuring  or  checking  the  status 
of  any  channel,  card  or  component 
is  straightforward. 

Another  big  plus  for  Nuera  is  the 
degree  of  failover  redundancy  sup¬ 
ported  by  the  gateway.  Besides 
power  supplies  and  fans,  Nuera’s 
ORCA  GX-8  multislot  chassis  sup¬ 
ports  a  fully  redundant,  failover  con¬ 
trol  module.  You  can  even  upgrade 
the  software  of  the  redundant  con¬ 
trol  module,  and  then  switchover 
between  active  and  hot-standby 
modules  without  dropping  calls  or 
having  to  reset  or  reboot  the  gate¬ 
way.  We  note,  too,  that  Nuera’s 
Unix-based  call  agent  can  also  be 
configured  with  a  redundant  hot- 
standby  platform. 

On  the  Mier  Scale  of  Hardness,  in 
which  1  is  the  village  idiot  and  10 
is  a  rocket  scientist,  we  feel  a  Level 
5  can  handle  the  setup  and  man¬ 
agement  of  a  Nuera  voice-over-IP 
network,  given  the  gateway,  call 
agent  and  software  tools  offered. 

Cisco  knows  voice  over  IP 

According  to  recent  market  stud¬ 
ies,  a  significant  portion  of  the  cur¬ 
rent  voice-over-IP  installed  base  is 
running  on  Cisco  AS  5300s,  the  same 
voice-over-IP  gateway  that  Cisco 
submitted  for  this  testing.  It’s  not 
hard  to  see  why:  The  system  is  reli¬ 
able,  full-featured  and  straightfor¬ 
ward  to  manage. 

The  Cisco  package  is  currently 
based  on  H.323,  which  is  the  most 
widely  embraced  voice-over-IP  proto¬ 
col.  Cisco  says  it  has  added  MGCP 
and  SIP  to  its  current  IOS  operating 
code,  but  stops  short  of  proclaiming 
that  MGCP  or  SIP  are  fully  deployable 
at  this  time. 

The  AS  5300  is  a  Cisco  router  run¬ 
ning  a  recent  version  of  IOS  —  ours 
ran  a  version  of  12.1.  There  are  spe¬ 
cial  modules  required  for  voice  over 
IP,  however,  called  voice  feature 
cards.  The  H.323  gatekeeper  in 
Cisco’s  voice-over-IP  package  is  also 
a  Cisco  router.  Ours  was  a  3620,  also 
running  the  same  version  of  IOS. 

The  gatekeeper  cannot  function  as 
an  MGCP  call  agent;  Cisco  says 
you’d  need  a  third-party  call  agent 
today  if  you  want  to  run  MGCP. 


From  a  performance 
perspective,  the  Cisco  voice-over- 
IP  package  fared  as  well  as  Nuera’s 
ORCA  GX-8.  There  were  no  statisti¬ 
cally  significant  differences  between 
Nuera’s  and  Cisco’s  voice  quality, 
interactive  call  quality,  call  setup  time 
or  any  other  metric  we  measured. 

Compared  to  Nuera’s  management 
applications,  we  thought  that  Cisco 
Voice  Manager  (CVM),  a  Java  appli¬ 
cation  that  is  included  as  part  of 
CiscoWorks  2000,  was  not  quite  as 
complete  or  useful.  For  example, 
throughout  the  CVM  software  you 
have  to  manually  refresh  a  particular 
screen,  data  element  or  table  to  see 
the  latest  updated  value.  We  thought 
this  severely  impacted  the  software’s 
use  for  real-time  monitoring  of 
voice-over-IP  activity. 

For  configuration,  however,  CVM  is 
more  than  adequate,  and  its  on¬ 
screen  help  is  excellent.  It  seems  to 
us  that  by  using  other  pieces  of 
CiscoWorks  2000  as  well  —  including 
CiscoView,  for  example  —  you  could 
get  a  better  overall  picture  of  your 
voice-over-IP  network.  CiscoView 
gives  you  a  graphical  image  of  what¬ 
ever  remote  Cisco  platform  you  want 
to  manage,  including  Cisco’s  AS  5300 
and  3620  voice-over-IP  systems.  Then 
by  double  clicking  on  a  particular 
port  or  module,  you  can  obtain  real¬ 
time  status  and  traffic  statistics. 


However,  this  would  be  a 
piecemeal  picture,  involving  various 
applications  and  interfaces. 

A  Cisco  tech  support  person  was 
on  site  during  the  testing,  and  we 
noted  that  he  used  the  Cisco  com¬ 
mand  line  for  virtually  all  configura¬ 


tion  and  management  tasks.  That  is 
not  at  all  uncommon  among  Cisco 
aficionados,  although  the  command 
structure  for  voice-over-IP  network 
configuration  and  operations  is  fairly 
elaborate  and  original.  But  what’s 

Continued  on  page  80 


Figure  1:  Voice  quality  measurements 


Our  testing  showed  that  voice  quality  was  consistently  very  good  to  excellent 
across  the  voice-over-IP  gateways  reviewed. 


A.  Voice  quality,  optimum* 
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B.  Voice  quality,  bandwidth-efficient** 
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*  Based  on  G.71 1  encoding;  no  voice  activity 
detection  (VAD);  20  msec  voice  samples  per 
packet;  bandwidth  equals  87.2K  bit/sec  in  each 
direction. 


**  Based  on  G.729  or  G.729a  encoding,  with 
VAD;  20  msec  voice  samples  per  packet; 
bandwidth  equals  approximately  16K  bit/sec 
in  each  direction. 


MOS  ratings  are  per  ITU  procedures;  scores  shown  are  average  of  separately  rated  male  and 
female  recordings  by  a  blind  panel  of  10  people.  A  MOS  rating  above  4.0  is  considered  toll  quality. 


Table  1:  Voice-over-IP  gateway  details 


Vendor 

Nuera 

Cisco 

Clarent 

Gateway 

ORCA  GX-8,  a  multislot,  modular 
chassis 

AS  5300,  an  lOS-based  router, 
modular  chassis 

Gateway  400,  a  self-contained,  NT- 
based  system 

Gatekeeper  or  call  agent 

SSC  Softswitch,  an  HP-UX-based 
call-agent  system 

Multimedia  Conference  Manager, 
an  lOS-based  router 

Command  Center,  a  self-contained, 
NT-based  system 

Max  channel  capacity  (based 
on  T-1),  per  gateway 

Vocoder  dependent;  from  96 
channels  (four  T-1  s)  with  G.729,  to 

8  T-1  s  with  G.71 1 

96  channels  (four  T-1  s) 

96  channels  (four  T-1  s) 

Max  capacity  per  gatekeeper 
zone  or  call  agent  domain, 
according  to  vendor  (not 
verified) 

From  1 ,000  to  20,000  channels  per 
domain,  depending  on  HP-UX  call 
agent  processor 

Up  to  400  T-1  s/E-1  s  per  zone,  or  up 
to  12,000  channels  (DS-Os) 

Up  to  4,000  T-1  s/EI  s  (1 ,000 
gateways)  per  zone,  or  24,000 
channels 

E-1  support,  max  capacity 

Yes;  max  capacity  varies  with 
vocoder 

Yes;  120  channels  per  gateway  with 
E-1  cards 

Yes;  120  channels  per  gateway  with 
E-1  cards 

Call  control  protocol 

MGCP  (tested);  call  agents 
communicate  interdomain  via  SIP 
(not  tested) 

H.323  Version  2  (tested);  limited 
support  for  SIP  and  MGCP  is  offered 
(not  tested) 

Proprietary  (tested);  an  H.323-based 
gatekeeper  is  alternately  offered 
(not  tested);  MGCP  edge  devices 

Vocoder  support 

G.711,  G.729,  G.729a,  G.723.1, 
G.726,  GSM  and  proprietary  (4.8, 

7.4  and  9.6K  bit/sec) 

G.711,  G.729.  G.729a,  G.723.1, 
G.726,  and  G.728 

G.711,  G.729a,  G.723.1,  G.726, 
G.727  and  proprietary  (4.8, 7.4  and 
9.6K  bit/sec) 

Fax  support 

Yes;  autodetects  on  same  ports  as 
voice 

Yes;  autodetects  on  same  ports  as 
voice 

Yes;  autodetects  on  same  ports  as 
voice;  requires  separate  software 
license 

Modem  support 

Yes;  28.8K  bit/sec  confirmed  in  tests 

Limited;  only  on  channels  set  for 
G.711 

Yes;  28.8K  bit/sec  confirmed  in  tests 

Management  access 

Windows  applications  on  NT  for 
gateway;  telnet  (CLI)  or  Windows, 
Java  app  for  SSC  (call  agent) 

Telnet  (CLI)  or  Java-based 
applications  — Cisco  Voice 

Manager 

Windows  applications  that  run  on 
respective  NT-based  units;  can  be 
remotely  accessed,  including  in 
CLI/telnet  mode 
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How  Can  I  Tie  My  Circuit  Switched  World 


Choose  IP 

Voice  a 


over  IP 


Data-voice  convergence  is  available  today  -  and  you  don’t  have 
to  pay  the  cost  or  face  the  complexity  of  VoIP’s  limited  class  of 
solutions.  Based  on  TDM  over  IP  technology,  RAD’s  IPmux™  family 
transparently  converts  T1  or  El  circuits  to  IP  packets  for  transmission 
over  IP  networks.  IPmux  offers  the  features,  functionality  and  superior 
voice  quality  of  traditional  leased  line  applications  with  die  savings 
and  simplicity  of  IP  networking. 

If  you  want  to  use  IP  or  Gigabit  Ethernet  networks  without 
compromising  on  voice  quality  or  throwing  away  your  investment 
in  circuit  switching  technology:  Choose  IPmux  -  your  solution 
for  the  IP  Economy. 


Who  Should  Choose  IPmux? 

•  End  Users  and  Integrators  -  Easy  data-voice  convergence  over  IP 

•  Carriers  -  Expand  market  share,  extend  your  reach  with  circuit  extension  over  IP 

•  PBX  Vendors  -  Low  cost  and  transparent  to  your  proprietary  signaling 

•  Gigabit  Ethernet  and  Terabit  Router  Vendors  -  Add  voice  services  to  your 
product  offering 

•  Wireless  LAN  Vendors  -  Fast,  inexpensive  voice  to  the  remote  building 

•  Voice  Resellers  -  Support  SS7,  PRI  and  other  signaling  protocols  transparently 
for  Toll  Bypass  applications 


Freedom  of  Choice 


Since  1 981 ,  RAD  Data  Communications  has  been  giving  carriers,  service  providers  and  corporate  networks 
the  choices  they  need  to  gain  the  competitive  edge.  A  world  leader  in  internetworking  solutions,  FRAD  offers 
a  vast  array  of  data  communications  and  telecommunications  tools.  RAD  provides  customers  with  an 
upwardly  compatible  product  line  required  to  meet  today's  demands  and  tomorrow's  challenges. 
Make  your  choice  today.  Call  us  at  1-800-444-7234  or  visit  our  Web  site  at  www.rad.com 


data  communications 


www.rad.com 
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another  dozen  or  so  commands  on 
top  of  the  existing  Cisco  command¬ 
line  interface? 

On  the  same  Mier  Scale  of 
Hardness,  we  feel  a  Level  6  or  7 
would  he  needed  to  set  up  and  man¬ 
age  a  Cisco  voice-over-IP  network. 

There  is  one  other  area  where  we 
Cisco  scored  slightly  behind  Nuera, 
and  that  was  in  configuration.  We 
note  that  Nuera’s  gateway,  while 


Figure  2:  interactive  call  quality 

Pairs  of  Mier  Communications 
testers  established  multiple  calls, 
conducted  special  tests,  and  then 
rated  the  interactive  call  quality 
based  on  effects  of  latency,  bi¬ 
directionality  and  clarity/back¬ 
ground  noise.  On  a  five-point  scale, 
testers  determined  that  the  inter¬ 
active  call  quality  of  Clarent's 
voice-over-IP  gateway  fell  behind 
Cisco's  and  Nuera's  products. 

Ratings  by  lab  testers* 

5 


Cisco 


Neura  Clarent 


*  Range  of  ratings  by  Mier  lab  testers  for 
different  vocoder  and  voice  activity  detection 
settings,  scored  on  a  five  point  MOS  scale. 


conspicuously  larger  than 
either  Clarent’s  or  Cisco’s,  offers 
the  most  options  for  bullet-proofing 
the  system,  and  those  options  make 
the  system  much  more  bullet-proof 
than  the  competitors’  products. 
Cisco’s  AS  5300  does  not  support 
nearly  the  same  degree  of  optional 
failover  redundancy,  which  we  think 
is  key  if  voice  over  IP  is  to  take  on 
the  existing  POTS/public  switched 
telephone  network  with  any  hope 
of  supplanting  it. 


Clarent:  One  step  behind 

Clarent  offers  an  H.323-based  gate¬ 
keeper,  but  the  vendor  submitted  its 
Command  Center  running  the  ven¬ 
dor’s  proprietary  call-control  protocol 
for  this  testing.  The  NT-based  Com¬ 
mand  Center  is  functionally  equiva¬ 
lent  to  an  H.323  gatekeeper  or  an 
MGCP  call  agent.  According  to  the 
vendor,  performance  is  better  ainning 
the  proprietary  protocol,  as  long  as 
all  your  gateways  are  from  Clarent. 

The  Clarent  Gateway  400  is  also 
an  NT-based  system.  But  don’t  think 
the  system  suffered  any  inherent  sta¬ 
bility  problem  as  a  result.  The  Clar¬ 
ent  package  exhibited  reliability  just 
as  good  as  Nuera’s  or  Cisco’s,  with 
the  same  99-9%  successful  call-com¬ 
pletion  rate.  The  system  also  handled 
being  slammed  with  48  call  setups 
per  second  and  didn’t  miss  a  beat. 

A  couple  aspects  of  Clarent’s  per¬ 
formance  were  less  than  optimum. 
Clarent’s  interactive  call  quality  was 
notably  lower  than  Cisco’s  or 
Nuera’s  (see  Figure  2,  left).  The  rea¬ 
son  for  this  was  latency.  One-way, 
end-to-end  latency  for  Clarent  voice- 
over-IP  calls  was  on  the  order  of  125 
msec,  compared  to  well  less  than 
100  msec  for  Nuera  and  Cisco. 


Clarent’s  score  in  this  test 
was  3-0  to  3-66,  below  the  4.0 
threshold  that  is  regarded  as  toll 
quality.  The  additional  25  msec  in 
one-way,  end-to-end  latency  can 
readily  be  detected  in  our  interactive 
tests.  Remember  that  the  net  result 
in  interactive  conversations  is  an 
extra  50  msec  round-trip  delay,  and 
most  listeners  would  consider  that 
delay  an  annoyance. 

In  our  testing  of  interactive  call 
quality  we  added  10  msec  to  the 
actual  latency,  to  simulate  propaga¬ 
tion  delay  and  additional  router 
hops  that  real  voice-over-IP  callers 
would  experience  over  a  1 ,000-mile 
distance.  In  the  case  of  Clarent,  the 
resulting  cumulative  delay  equated 
to  a  minor,  but  noticeable,  annoy¬ 
ance  in  our  interactive  tests. 

Another  small  issue  was  call  set-up 
time.  Where  Cisco’s  and  Nuera’s  sys¬ 
tems  would  set  up  voice-over-IP  calls 
in  less  than  1  second,  call  setup  via 
the  Clarent  voice-over-IP  network  was 
consistently  longer  than  4  seconds. 

Clarent  fared  well  in  general, 
however,  earning  a  7.9  score  over¬ 
all.  The  lowest  scores  it  received 
were  in  the  management  and 
administration  category,  and  in 
installation  and  ease-of-use  ratings. 
Clarent’s  management  consists  of 
five  different  Windows  applications, 
which  in  our  estimation,  was  too 
many.  We  concluded  that  while  the 
applications  were  all  fill-in-the- 
blank  type  tools,  they  were  more 
than  a  little  disjointed  and  consider¬ 
ably  less  than  intuitive  to  navigate. 

The  Clarent  systems,  both  the  NT- 
based  gateway  and  the  NT-based 
Command  Center  gatekeeper,  were 
the  most  tedious  and  difficult  of 
those  tested  to  get  up  and  ainning. 


Considerable  editing  of  the  NT 
Registry  was  also  required.  On  the 
same  Mier  Scale  of  Hardness,  we 
think  a  Level  8,  and  perhaps  a  Level 
9,  would  be  needed  to  correctly  set 
up  and  am  a  Clarent  voice-over-IP 
network. 

The  vendors  whose  gateways  we 
exercised  in  this  test  series  are 
among  the  marketplace  leaders.  All 
three  performed  well,  and  were  reli¬ 
able  and  effective  products  for 
rolling  out  an  enterprise  voice-over- 
IP  network.  Even  so,  it’s  clear  that  in 
addition  to  finding  the  best  available 
voice-over-IP  gateways,  enterprise 
networkers  face  a  sharp  learning 
curve  in  understanding  the  subtle 
intricacies  of  voice  over  IP  and 
what’s  involved  in  making  voice- 
over-IP  products  work  well. 

Mier  is  president  and  founder  of 
Mier  Communications,  a  network 
consultancy  and  product  test  center 
in  Princeton  Junction,  NJ.  Hommer  is 
manager  of  lab  testing  at  MierComms. 
They  can  be  reached  at  ed@mier.com 
or  mhommer@  mier.com. 
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TEST  ALLIANCE 


MierComms  is 
also  a  member  of 
the  Network 
World  Test 
Alliance,  a  coop¬ 
erative  of  the  pre¬ 
mier  reviewers  in  the  network 
industry,  each  bringing  to  bear 
years  of  practical  experience  on 
every  review.  For  more  Test 
Alliance  information,  includ¬ 
ing  what  it  takes  to  become  a 
member,  go  to  www.nwfusion. 
com/alliance. 


How  We  Did  It 


These  voice-over-IP  gateways  were  tested 
according  to  a  comprehensive  methodology  cre¬ 
ated  by  Mier  Communications,  first  applied  in 
1997,  and  continually  refined  and  enhanced 
since.  The  test-bed  topology  varies  somewhat 
depending  on  the  metric  being  tested  or  mea¬ 
sured.  An  assortment  of  test  systems  and  tools 
are  applied  at  one  point  or  another. 

For  this  particular  review,  these  voice-over-IP 
gateways  were  configured  on  separate  "remote" 
LAN  subnets  that  were  separated  by  an  IP  WAN 
consisting  of  Cisco  4700  and  7200  LAN/WAN 
routers.  For  testing  voice-over-IP  voice  quality 
and  interactive  call  quality,  each  LAN  subnet  was 
connected  to  the  IP  backbone  via  a  Cisco  4700 
router  and  T-1  WAN  links.  The  T-1  passed  through 
an  Adtech  SX/12  T-1 -WAN  simulator,  which  intro¬ 
duced  errors,  latency  and  jitter  as  specified  by 
the  tester.  Other  WAN  transmission  environments 
and  anomalies  were  introduced  via  the  Shunra 


Cloud,  a  Windows  NT-based  software  simulation 
environment  from  Shunra  Software. 

To  test  load  (up  to  four  full  T-ls  of  bidirec¬ 
tional  call  load  are  applied  in  these  tests)  and 
call-completion  rate,  the  LAN  subnets  were  con¬ 
nected  to  the  IP  backbone  via  Cisco  7200  routers 
and  T-3  WAN  links.  The  plain  old  telephone  sys¬ 
tem  part  of  the  test  bed  consisted  of  TSU  100 
multiplexers  and  Atlas  800  switching  equipment 
from  Adtran. 

Hammer  Technologies'  Hammer  IT  Call  Center 
Telephony  Load  Testing  System  and  Hammer 
Loadblaster  500  systems  were  used  to  apply  up  to 
four  full  T-ls  of  call  load,  and  to  send  and  record 
the  male  and  female  voice  recordings  that  were 
then  rated  by  blind  panels  to  yield  the  voice  qual¬ 
ity  mean  opinion  score  (MOS)  ratings.  The 
Hammer  equipment  was  also  used  to  measure 
latency. 

The  Telegra  FAX  test  system  from  Agilent 


Technologies  was  used  in  this  test  round  to  test 
fax  transmission  through  the  voice-over-IP  gate¬ 
ways.  Conventional  PCs  with  V.90  modems  were 
used  to  test  modem  transmission  though  the 
voice-over-IP  network.  The  Agilent  Internet 
Advisor,  a  network  analyzer,  was  used  to  mea¬ 
sure  the  packet  size,  packet  rate  and  bandwidth 
of  each  different  voice-over-IP  setting. 

Because  blind  panel  MOS  voice-quality  ratings 
are  based  on  voice  recordings  that  are  sent  one¬ 
way  through  the  voice-over-IP  network,  they  do 
not  address  or  measure  some  aspects  of  voice 
over  IP  that  also  greatly  affect  call  quality,  such 
as  latency  and  bidirectionality.  Mier  Communi¬ 
cations  has  developed  its  own  tests  and  proce¬ 
dures  for  objectively  assessing  interactive  call 
quality,  which  focus  specifically  on  these  other 
parameters  affecting  overall  voice-over-IP  qual¬ 
ity.  These  tests  and  procedures  were  applied  for 
this  review. 
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Stop  Hackers  Cold 


Power  Systems  that  Won't  Fail  in  Your  Lifetime  or  His 


•  No  Single  Point  of  Failure 

•  Dual  AC  Input  +  Battery  Back-Up 

•  Seamless  Input  Power  Transfer 

•  N  +  1  Redundant 

•  Hot  Bus  Plug-In 

•  Modular,  Self  Contained 


The  New  "All-In-One"  Power  System 

We  can't  even  imagine  what  amazing  things  he'll  see  in  his 
lifetime.  But  one  thing  he  won't  witness  is  a  system  failure  due 
to  an  "All-In-One"  power  supply  because  input  &  output 
redundancy  plus  battery  back-up  have  systematically  eradicat¬ 
ed  every  single  point  of  failure.  And  we've  included  all  this 
functionality  in  a  system  that  is  simple  and  easy  to  use. 

The  "All-In-One"  is  the  world's  most  reliable  power  system. 


Powering  the  Information  Age 

TDI  -  Transistor  Devices 
85  Horsehill  Road,  Cedar  Knolls,  NJ  07927 
Phone:  973.267.1  900  •  Fax:  973.267.5232  Transistor  Devices 

www.tdipower.com 


Management 


Career  Development ,  Project 
Management ,  Business  Justification 


Strateases 


Minimizing  mutiny 


Here  are  some  tips  for  keeping  staff  from  jumping  ship 
when  your  firm  is  part  of  a  merger  or  acquisition. 


BY  SUSAN  BREIDENBACH 

managers  tend  to  focus  on  technology 
issues  when  their  companies  are  under¬ 
going  mergers,  but  workforce  management 
is  the  real  challenge.  Whether  you  want  to 
keep  individual  staff  members  permanently 
or  only  through  the  transition,  everyone 
has  to  be  motivated  to  pull  off  the 
integration. 

“We  get  people  excited  about  their  new 
opportunities  at  Cisco,”  says  Tim  Merri- 
field,  a  senior  IT  manager  in  San  Jose  who 
heads  many  Cisco  integration  projects. 

“They  have  an  incentive  to  execute  the 
transition  as  quickly  as  possible  so  they  can 
get  to  those  opportunities.” 

Retention  is  easy  for  Cisco,  which  offers 
the  prospect  of  high  growth,  stock  options 
and  ever-expanding  possibilities. 

New  employees  want  to  be  part  of 
Cisco,  so  extra  incentives  are  generally  not 
necessary. 

For  firms  that  don’t  enjoy  Cisco’s  position, 
retention  bonuses  can  be  very  effective. 

“Companies  should  typically  offer  a  ‘stay 
incentive’  —  a  bonus  employees  get  if  they  stay 
through  the  transition  period,”  says  Gregory 
Smith,  director  of  the  mergers  and  consolida¬ 
tions  practice  at  Compass  America,  an  IT  con¬ 
sultancy  in  Reston,Va.“This  will  keep  people 
focused  on  the  end  result.” 

So  how  do  you  calculate  such  incentives? 

Experts  say  formulaic  approaches  —  such  as  a 
month’s  pay  for  every  year  of  service  —  don’t 
work.  “You  could  end  up  keeping  the  old  legacy 
fogies  and  losing  all  the  young,  new-economy  peo¬ 
ple,”  says  David  Ulis,  global  delivery  executive  of 
mergers  and  acquisitions  for  DMR  Consulting  in 
Edison,  NJ. 

Bonuses  should  be  based  on  the  importance  of 
individual  employees.  “We’ve  seen  stay  bonuses 
amounting  to  25%  to  50%  of  the  employee’s  base 
salary,”  says  Eileen  Birge,  research  vice  president  at 
The  Concours  Group,  an  IT  consultancy  in 
Kingwood, Texas. 

Don’t  condition  such  incentives  on  layoffs.  In 
one  merger,  potential  bonus  money  would  accumu¬ 
late  for  each  month  employees  stayed  through  the 
pre-  and  postmerger  transition  period,  which  was 


expected  to  span  several  years.  But  workers  could 
cash  in  only  if  they  were  laid  off  at  the  end  of  that 
period. 

“Some  big  bonuses  piled  up,  and  a  lot  of  people 
wanted  to  get  laid  off  in  order  to  collect  them,”  says 
the  IT  manager  in  charge  of  the  integration  project 
for  a  large  company  that  recently  went 


through  a  merger.  “They  could  get  laid  off  a  year 
after  the  transition  period  ended  and  get  nothing.” 

It’s  also  tricky  to  determine  the  transition  period 
to  tie  to  the  retention  packages.  “If  you  offer  six- 
month  packages  and  the  transition  ends  up  taking  12 
months,  you  find  yourself  in  an  extortion  situation 
with  your  employees,”  Birge  says.  “If  key  people 
leave,  you  may  have  to  replace  them  with  expensive 
hourly  contractors.” 

Before  the  merger  is  announced,  analyze  both 
firms’  IT  staffs  and  decide  who  the  key  people  are 
and  which  jobs  need  to  be  redefined.  “Figure  out 
your  ratio  of  employees  to  contractors  on  a  full-time- 
equivalent  basis,”  Ulis  says.  If  you  use  a  lot  of  contrac¬ 
tors,  you  can  announce  that  most  of  the  reductions 


will  come  from  the  contractor  ranks. This  should 
help  keep  employees  from  jumping  ship. 

Another  important  point  is  jobs  shouldn’t  automat¬ 
ically  go  to  the  employees  of  the  acquiring  firm.  “We 
look  for  the  best  talent,  and  the  best  candidate  might 
be  in  the  target  company,”  says  Austin  Adams,  execu¬ 
tive  vice  president  of  First  Union,  a  Charlotte,  N.C., 
bank  that  has  grown  through  a  string  of  acquisitions. 

When  choosing  key  members  of  the  transition 
team,  identify  people  who  know  a  lot  about  the  tar¬ 
get  company’s  infrastructure.  “These  people  know 
about  all  the  IT  problems  that  have  been  swept 
under  the  carpet,”  Merrifield  says. “If  they  leave,  I’m 
left  holding  the  bag  on  an  environment  I  know 
nothing  about.” 

Have  retention  packages  and  job  offers 
ready  to  hand  employees  the  day  the  merger 
is  announced  to  the  entire  company.  “It  is 
critical  that  the  offers  be  communicated  in 
the  first  couple  of  days,”  Birge  says.  “The 
really  good  employees  are  the  first  to 
leave.”  Follow  up  with  one-on-one  meetings 
during  the  next  few  days. 

While  the  first  days  after  the  announce¬ 
ment  are  critical,  they’re  just  the  begin¬ 
ning. 

You  must  maintain  clear,  constant 
communication  throughout  the  transi¬ 
tion  to  minimize  rumors  and  set  the  right 
expectations. 

If  layoffs  are  required,  do  them  all  at  once 
and  provide  job  placement  help. “The  way  you 
deal  with  the  people  you  lay  off  will  affect  the 
way  people  you  want  to  retain  view  the  compa¬ 
ny,”  says  Karin  Maday,  a  managing  director  in 
KPMG  Consulting’s  high-tech  practice  in 
Mountain  View,  Calif. 

Employees  form  attitudes  about  the  acquir¬ 
ing  firm  as  soon  as  the  deal  is  announced,  and 
these  attitudes  are  then  tough  to  change. 

“On  the  first  day,  listen  to  them  talk  about  their 
technology  and  make  them  feel  good  about  what 
they  have  accomplished,”  Adams  says.  Involve  key 
people  so  they  feel  they  have  an  impact  on  the 
design  of  the  combined  entity. 

Finally,  realize  how  much  time  you’ll  spend  deal¬ 
ing  with  people  issues  during  acquisitions.  “We  rec¬ 
ommend  that  companies  budget  40%  of  the  execu¬ 
tive  workload  during  mergers  and  acquisitions  on 
managing  workforce  issues,”  says  Michael  Gerrard,  a 
Gartner  Group  research  director  in  Laguna  Beach, 
Calif.  “As  scarce  and  valuable  as  IT  people  are,  you 
really  have  to  invest  the  time.” 

Breiclenbach  is  a  freelance  technology  jour¬ 
nalist  and  consultant.  She  can  be  reached  at 
sbreidenbach@  usa.net. 
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Piece  Of  cake. 


The  Internet  is  exploding,  driving 
ever-larger  data  centers.  So  net¬ 
work  administrators  need  KVM  switch  systems 
designed  to  handle  growth.  Cybex's  server 
management  solutions  let  you  access  and 
control  hundreds  of  servers.  Anytime,  from 
anywhere.  And  Cybex  solutions  are  scalable 
to  grow  with  your  data  center.  Check  out  our 
XP4000  Series  at  www.cybex.com,  or  call 
us  at  800-932-9239. 

See  how  we  can  put 
effortless  server  control 
at  your  fingertips. 


Remote  Server  Access  Multi-platform  Server  Support  Data  Center  Management  Multi-user  Control 


Cybex,  the  Cybex  Logo,  and  XP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation. 
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The  Evolution  of 

Gigabit  Ethernet  to  1 0  Gig  Ethernet’ 


Thoroughfare  to  High-speed  Networks  for  LAN,  MAN,  and  WAN  Technologies 


June  28-29,  2000  •  San  Francisco,  CA  •  The  Hyatt  at  Fisherman’s  Wharf 


Lead  Sponsor 


IV  NPI,  “The  Gigabit  Ethernet  Company,”  delivers  a  line  of  stackable,  wire-speed,  non-blocking 
Layer  2/Layer  3  Gigabit  Ethernet  switches  ‘Towered  by  NuWaveArehitecture  liti-  unique 
combination  of  custom-designed  chips  and  software  deliver  industry-leading  power,  price 
and  performance  to  computing  networks  of  every  size  and  type.  NPI  combines  its  innovative 
switching  solutions  with  efforts  to  promote  the  benefits  of  Gigabit  Ethernet  and  related  innovative  technologies  to  users, 
service  providers,  carriers  and  the  networking  industry  as  a  whole. 


Phone:  (904)  737-7750  for  registration  details 

Priority  Code:  GEH628CB 

Mention  the  priority  code  and  receive  a 

20%  discount  on  your  group’s  registration 

Please  visit  our  web  site  at  www.pcn-jax.com 


Premier  Communications  network.  Inc. 


Co-Sponsors 


FOUNDRY 

NETWORKS 


NORTEL 

NETWORKS 


Business  Opportunities 

Exhibit  space  and  marketing  opportunities 
are  available  during  this  event. 

For  available  opportunities  call  904-737-7749 


i 
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Multi-user  Server  Control . . .  Simplified 


MasterConsole  MX4 


www.raritan.com 
1-800-724-8090,  XI 6 


•  Reliability  runs  in  the  family. 


If  ITT 
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*. 
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Breakthrough  Techhology 


compatible 


ST-4X16  with  CPU-USB 


KEEMUX-P2-U 

■  .  ... 

•  Control  PC  and  MAC 
computers  with  USB 
peripheral  ports  using  one 
VGA  monitor,  keyboard 
and  mouse. 

•  NTI  offers  true  autoboot 
electronic  switching.  Other 
USB  KVM  switches  require 
individual  boot-up.  Also 
supports  MAC  power-on. 


•  1900x1200  video  resolution  with  no 
degradation. 

•  All  computers  can  boot 
simultaneously. 

•  Enjoy  plug-and-play  and 
hot-swapping  capabilities. 

•  Compatible  with:  -  WIN98, 

-  WIN2000,  -  MAC  with  USB 

-  HPJ5000  w/  USB. 


Member 


NETWORK  TECHNOLOGIES  INC 
1275  Danner  Dr  •  Aurora,  OH  44202 
330-562-7070  •  800-742-8324  •  FAX:  330-562-1999 


Mac. -and  the  Mac. logo  are 
trademarks  of  Apple 
computer,  Inc.,  registered  in 
the  U.S.and  other  countries. 
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Cable  University 

(800)  537-8254 
www.CableU.net 

FREE  online  training  in  network 
cabling  installation  &  maintenance 


Cyber  Pass  Inc. 

(613)  237-4991 

www.certify.com 
A+,  CNE,  MCSE  exam 
simulation  softwar6-FREE  to  try! 


Global  Knowledge  Network  | 

(800)  COURSES 

am/globalknowledge.com/network 
CCIE,  MCSE,  Oracle,  Red  Hat,  IT 
Career  Tracks,  Real-World  Hands  i 

LearnKey,  Inc. 

|  (800)  865-0165 
www.learnkey.com 
Self-Paced  Training  for  Computer 
!  Users  &  IT  Professionals 


PMG  NetAnalyst 

(800)  645-8486 
www.pmg.com 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 


!  TCIC 

(800)  322-2202 
www.tcic.com 

Telecommunications  +  Data  Comm., 
On-Site  +  CD’s  also  available. 

>  Wave  Technologies 

(800)  711-0286 
www.wavetech.com 
MCSE,  Cisco,  MCSD,  A+,  Network-i-,  j 
CNE.Bootcamps,  Online,  Selfstudy 

To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


USED  NETWORK  HARDWARE 


A  Network  World  Special  Issue:  The  YOU  Issue 

Issue  Date:  July  17  Ad  Close:  June  26 


Find  out  why  Network  IS  professionals  are  the 
most  sought-after  IT  professionals  today  in 
Network  World’s  Signature  Series  YOU  issue. 

This  annual  issue  looks  at  the  most  interesting 
people  and  jobs  and  explores  how  Network  IS 
professionals  are  dealing  with  the  pressures 
of  architecting,  buying,  building  and  managing 
today’s  networks.  This  must-read  issue  provides 
a  captivating  environment  for  you  to  promote 
your  company  to  today’s  network  leaders. 


In  this  signature  series... 


♦  The  10  biggest  concerns.  We  survey  readers  to  find  out  their  10  most  pressing  concerns, 
then  gather  top  network  executives  to  talk  about  these  issues. 

♦  Life  before  networking.  We  talk  to  some  Network  IS  professionals  who  have  had 
previous  careers  and  how  the  skills  learned  in  those  pursuits  helped  them  now. 

♦  Disabled,  but  not  unable.  A  look  at  Network  IS  professionals  with  disabilities. 

What  challenges  they  face  and  how  they  have  overcome  them. 

♦  You  work  where?  Our  annual  look  at  the  unusual  places  our  readers  do  their  jobs. 

♦  Getting  your  dud?  In  our  annual  salary  survey,  readers  get  an  in-depth  look  at 
networking  salaries  and  a  guide  for  assessing  how  their  compensation  rates. 

♦  Your  e-volution.  This  in-depth  examination  will  explore  what  roles  Network  IS  professionals 
are  playing  as  their  companies  adapt  to  the  new  business  rules  of  the  ‘Net  economy. 

♦  Are  you  vendor  material?  Our  guide  for  helping  Network  IS  professionals  make  the  decision 
to  stay  put  at  their  enterprise  networking  jobs  or  jump  ranks. 

♦  Finding  your  inner  self.  A  specialized  personality  quiz. 

Call  your  sales  rep  today  for  more  info  on  how  you  can  be  part  of  this  issue! 

Tel:  800-622-1108  ext.  6507  ♦  Fax:508-460-1192  ♦  email:  directresponse@nww.com 


We  just  know  more  about... 


Routers  •  Switches  •  T1/T3  DSU/CSU  *  Access  Servers  *  Cables  •  Memory 

Buy  ♦  Sell  *  Overnight  Delivery  ♦  Fully  Guaranteed 

I  J  J  a-  i,  I  i  *  S  ill 

networkhardware.com  nllne! 


All  Routers  and  c , 
Switches  make 
Connections...  3C0M 

BUY  BIZI’s  Quality  cabu 

Pre-Owned  Equipment 
&  Connect  for  a  lot  less!  «* 

1 50-80%  Savings  off  Retail  List  Prices 

•  120-Day  Warranty 

1 100%  30  Day-Money  Back  Guarantee 
1  Large  Inventory  of  Newer  &  Older  Products 

•  In-House  Knowledgeable  Technical  Support 
'  Supplying  New  &  Quality  Pre-Owned 

Networking  Products  for  over  10  years 

•  Same  Day  Shipping  I 


Also.  Sell  Us  Your 
Unwanted  Networking 
Equipment! 

e-mail: 

purchasing@bizint.com 


. 


ASCEND 


_ 

http://www.bizint.com  E3 

call  us  in  the  USA  at: 

(877)438-2494  or  (31 5)  458-9606 
fax:(315)458-9493 


Your  global  partners  in  new  8 
quality  used  networking  equipment 


W  e  Buy.  Sell  &  Trade 
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46  EASTMAN  STREET,  EASTON,  MA  USA  02375  PHONE:  [508]  238-4490  EMAIL:  sales@sdlcomm.com 


All  logos  A  trademarks 
are  property  of  their  respective  owners. 


SDL  Communications,  Inc. 

An  5BS  Technologies  Company 


Partner  with  the  global  leader  in  OEM  PCI,  CPCI  and  PMC 
WAN  interfaces  and  enabling  communication  protocols. 
Instead  of  reinventing  the  wheel,  rely  on  SDL’s  proven 
technology,  innovative  products  and  dedicated  OEM 
support  to  help  you  speed  up  time  to  market,  optimize 
scarce  engineering  resources  and  meet  the  price/performance 
requirements  of  your  customers.  For  a  comprehensive  guide  to  Next 
Generation  WAN  Technology,  contact  SDL’s  OEM  Sales  Team  at  (508)  238-4490. 


OS  SUPPORT:  Windows  NT,  Solaris,  VxWorks,  Linux,  Lynx/OS,  DDK 
PROTOCOLS  SUPPORTED:  Frame  Relay,  HDLC,  PPP,  ATM 


How  Do  You  Re  Boot 
Remote  Equipment? 


SERVE A 


Benefits 


Group  name 


functions 


Link  up  to  26  units 


Reboot  control 


•  Reduces  field 
service  visits  to 
POP  sites 

•  Faster  problem/ID  solution 
response  time 

•  Improved  network  availability 

•  Improved  network  service  levels 

•  Improved  facility  security 


Commander 
110  VAC  and 
230  VAC 

•  1  u  rack 

•  Windows  NT 
Shutdown  support 

•  Console  port  access 

•  Multi  password 
levels 


With  Sentry! 

Now  with  Sentry  you  can  reBoot  any  locked-up 
internetworking  device  through  a  standard  dial-up 
modem,  over  an  ethernet  network  via  TCP/IP  using 
Telnet,  through  a  JAVA  interface  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


Sentry -48  VDC 

•2  u  rack 

•100  Amp  power 
input  feeds 

•Supports  20  Amp 
and  35  Amp 
internetworking 


See  our  complete  product  line  at: 

Web:  www.servertech.com 

Phone:  1-800-835-1515  or  1-408-745-0300 


Another  great  product  from 

Server  Technology  Inc. 


Fax:  1-408-745-0392 


©1999  Server  Technology  Inc.  Sentry  is  a  trademark  of  Server  Technology  Inc. 


The 


Two  Key  Technologies  of 
DSL  the  Easy  Way" 


Packet 


Extending  the  ease-of- 
V  use  and  reliability  of  Ethernet  throughout 
the  service  network  results  in  an  easy- 
to-deploy  network  that  is  optimized  for  IP 
services.  By  eliminating  the  complexity  of  ATM 
and  Frame  Relay  from  this  portion  of  the  network, 
administration  and  configuration  costs  are  greatly 
reduced.  In  addition,  up  to  20%  of  bandwidth 
previously  lost  to  transport  overhead  is  regained. 


utolP 


The  AutolP  Architecture 
V  provides  the  easiest  to  deploy  DSL 

solution  on  the  market,  delivering  IDSL, 
SDSL,  ADSL,  and  T1/E1  rapidly  with  lower  provi¬ 
sioning  costs.  Includes  AutoSync  line  provisioning, 
AutoConfig  configuration  management, 
AutoRestore  backup/recovery  services,  and 
AutoFilter  traffic  management.  Together,  these 
services  deliver  IP  broadband  services  simply 
and  easily. 


Net  to  Net 


www.nettonettech.com 

contact@nettonettech.com 


Corporate  Headquarters 
112  Corporate  Drive,  Suite  1 
Pease  Int.  Tradeport 
Portsmouth,  NH  03801 
877  638  2638 


European  Headquarters 

Victoria  House 
1 9  Parkway,  Newbury 
Berkshire  England  RG14  1EE 
44  1993  772  228 


.. .. 


See  us  at  the  SuperComm  Show,  Booth  #3123 
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To  receive  a  schedule  of  our  classes,  arrange  for  on-site  training 
or  ask  about  our  consulting  services,  call  800-447-S907.  Or 
check  out  our  Web  site  at  ChesapeakentetSolutions.com 
or  send  an  e-mail  to  training@ccci.com.  Whatever  the  network 
problem,  you'll  find  the  solutions  at  Chesapeake! 


Chesapeake 

Network  Solutions 


A  Division  of  Mentor  Technologies  Group,  Inc. 


from  the  quality  leader 
for  network  training  and 
consulting 


Chesapeake  is  the  quality  leader  in  Cisco  training.  An  impor¬ 
tant  reason  for  our  success  has  been  our  ability  to  offer  you 
the  highest  quality,  customized  training  for  your  personal  or 
corporate  needs.  Building  on  this  heritage,  Chesapeake  is 
proud  to  announce  that  we  now  offer  a  revolutionary 
web-based  training  service:  vLab'.  Developed  by  MentorLabs, 
vLab  provides  online  access  to  real  Cisco  gear  and  lab 
content  written  by  networking  experts.  vLab  is  a  perfect 
complement  to  Chesapeake's  Instructor-Led  Training  and 
Consulting  services,  and  allows  us  to  offer  you  a  more  com¬ 
plete  solution  to  your  training  needs.  Contact  Chesapeake  at 
1-800-447-5967  to  discuss  how  we  can  best  serve  you. 


Visit  our  web  site  for  the  latest  information  on  our  training 
and  consulting  services. 
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Stay  on  top  of  IT  with  Rose  KVM  Switches! 

KVM  is  the  industry  acronym  for  Keyboard-Video-Mouse.  KVM  switches  save  money  and  space  in  your 


server  room  or  on  your  desktop.  Rose  is  a  pioneer  and  leading  manufacturer  of  KVM  products. 


TM 


UltraMatrix 

2-4-8-16  users  up  to  1,000  computers 


UltraView  Pro™ 

1  user  up  to  256  computers 


►  Multi-platform  for  PC,  Sun,  RS6000,HP,  DEC,  SGI 

►  Advanced  on-screen  display  technology 

►  Simple  bus  cabling  makes  expansion  a  breeze 

►  Switch  computers  from  your  keyboard  or  on-screen 
display 

►  Status  screen  shows  system  conditions  at  a  glance 

►  Security  features  prevent  unauthorized  access 

►  Flash  memory  for  free  lifetime  firmware  upgrade 

►  Programmable  view,  share,  control, 
and  private  modes 


ELECTRONICS 


►  Available  in  three  different  chassis  sizes; 

either  PC  or  multi-platform  (PC,  Unix,  Sun,  Apple) 

►  Advanced  on-screen  display  technology 

►  Simple  to  use,  keystrokes  switch  computers 

►  Flash  memory  for  free  lifetime  upgrade  of  firmware. 

►  Supports  up  to  1600  x  1280  resolution 

►  Full  emulation  of  keyboard  and  mouse  functions 

►  Security  features  prevent  unauthorized  access 

►  Simplified  cable  management 

USA 

10707  Stancliff  Road  Houston,  Texas  77099 
Phone  281-933-7673  Fax  281-933-0044 

EUROPE 

Bourne  Works,  High  Street  Collingbourne  Ducis 
Marlborough,  Wiltshire,  SN8  3EH  United  Kingdom 
Phone:  +44  1 26  485  0574  Fax:  +44  1 26  485  0529 


1  user  to  2,  4,  or  8  computers 

►  Low  cost  and  easy  to  use 

►  Switch  computers  from  front  panel  or  keyboard 

►  Supports  PC  or  PC/Apple 

►  Supports  up  to  1600  x  1280  resolution 

►  Plug  and  play 

►  Supports  Microsoft  intellimouse 

►  Tested  with  Windows  95/98,  NT,  Linux,  and 
others 


WWW.ROSEL.COM 

800.333.9343 
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Simplify  your  server  management,  enhance  your  control,  and  save  money  in  the  process. 
With  ServSwitch™  technology,  you  need  only  one  monitor,  keyboard,  and  mouse  to  control  all 
your  servers  and  simplify  your  life. 

And,  remember,  when  you  purchase  from  Black  Box,  you  get  the  best  support  services  and 
warranties  in  the  industry.  Our  technical  experts  are  available  24  hours  a  day  to  answer  your 
questions,  evaluate  your  needs,  recommend  the  best  product  for  your  application-all  for  free! 
Other  companies  pale  in  comparison. 

Expect  more.  Save  more.  Choose  BLACK  BOX. 


<♦>  BLACK  BOX 

NETWORK  SERVICES 

724-746-5500 

www.blackbox.com 


>Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 


Observer  identifies  network  trouble  spots,  and  costs  thousands  less  than 
expensive  hardware-based  analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors,  broadcast  storms  or  overloaded 
utilization?  Find  out  with  Observer  or  Distributed  Observer. 


Observer's  Extensions  add  to  the  functionality  of  Observer  and  Distributed 
Observer  by  providing  SNMP  object  tracking.  WEB  browser  based  reporting. 
R MON  1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all  within 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available  as 
RMON1/2  Probes  for  $295/each. 


•  Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 


MMM/WAN 


•Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 


3&JMP  PROTOCOL 


•Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 


•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by-station.  Includes  collision 
expert  to  identify  problem  stations. 


•  Track  router  utilization/traffic  in  real  time 


Ethernet  (10/100/1000), 
Token  Ring,  FDD I 


See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download  from  our  web  site. 


©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056 
info@networkinstruments.com  www.networkinstruments.com  Observer,  Network  Instruments  and  the  “N”  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 


Take  it  from  me.  Call  Solunet.  I  know,  sometimes  you  don’t  have  time  to  do  •  ^  y  1  -  ^ 

enough  research.  So  you  ask  a  buddy  in  the  business,  or  read  a  few  articles, 

o-it-yourself  communications  management  is  risky  Sure,  you’re  knowH^^^  installano^^^^^tflm  maintenance  for  sjlH 
and  experienced,  but  emerging  technologies  change  everyday  management  and  telecommunications.  Solunet’s  solip 
|  It’s  tough  to  keep  up  in  this  fast-paced  industry  breed’’  product  line  that  provides  you  with  a  stafflM 

But  it’s  what  Solunet  does  all  day,  everyday  Solunet  So  call  Solunet.  Because  your  success  depends  on  fraj 

Wf  is  more  than  a  reseller.  They’re  an  end-to-end  solutions  solution  provider  is.  iCT  i  Yin 

■  ”  provider  that  specializes  in  consultation,  configuration,  nonk** 

^ffiigEL  Leading  the  way  in  commi 


Lucent  Stinger 


fiiYiilTi 


Next  Generation  DSLAM 

•  Offers  benefits  of  ATM  to  multiservice 
networks 

•  Effective  bandwidth  management 

•  Faster  throughput  and  lower 
cost  per  port 

Lucent  Technologies  I 


Lucent  APX  8000 

•  Seamless  integration  of  dial,  ISDN, 
VoIR  fax-over- IR  and  VPN 

•  Offers  new  96- Port  MultiDSP  Module 
(scale  to  2,688  ports  per  shelf/chassis) 

•  Achieves  toll -quality  voice  that  meets 
industry  standards 


Nation  wliiout  Solmiet 


Best  of  Breed  Total  Solutions  Provider 

888.765.8638  •  321.676.7947 

1571  Robert  J.  Conlan  Blvd.,  Palm  Bay,  FL  32905 


SOLI WTT 

Nothiag-^jit  NFTworks  ——  u, . J  —— 
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Problem  is,  your 
timing's  off.  Sweetie 


“WlLU.  ei^L^iy.  JLclcxt*lcL  clctilsuLS.. 

If  your  company  is  considering  e-commerce,  e-procurement  or  24/7  status,  network  server  synchronization 
is  essential  Turn  to  Datum  TymServe,  a  single,  unbiased  time  reference  for  accurate  global  synchronization. 
Without  it,  you  may  find  your  time  has  run  out. 

■  Plug  and  play.  Rack-mountable  units  install  while  your  server  is  running  -  unlike  others. 

■  Redundant  sources.  Use  Global  Positioning  System,  Inter-Range  Instrumentation  Group, 
time  code  or  dial-up  for  time  sources. 

■  Low  maintenance.  Unsurpassed  reliability  leaves  you  free  to  focus  on  other  issues. 

■  Secure  source.  Network  Time  Protocol  traffic  stays  inside  the  firewall  -  unlike  internet  time  sources. 


5  Sterling  •  Irvine  •  California  92618-2517  •  (949)  586-9950  •  Fax:  (949)  583-9514 


pur  Network  Equipment  via  Telnet,  Dial-Up  and  Local  Console 


Network  equipment  sometimes  "locks-up"  requiring  a 
service  call  just  to  flip  the  power  switch  to  perform  a 
simple  reboot.  The  NPS  Network  Power  Switch  gives 
network  administrators  the  ability  to  perform  this 
function  from  anywhere  on  the  LAN/ WAN,  or  if  the 
network  is  down,  to  simply  dial-in  from  a  standard 
external  modem  for  out-of-band  power  control. 

✓  TCP/IP  Security 

✓  Individual  Plug  Passwords 

✓  Dual  15  Amp  Power  Inputs 

✓  Eight  (8)  individual  Outlets 

✓  Modem  and  Console  Ports 

✓  Co-Location  Features 

✓  115-VAC  and  230- VAC  Models 

✓  Modem  and  Telnet  Auto  Reset 


Individually 
Programmable 
Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


1 9”  Rack  Brackets 
Allow  Front,  Back,  or 
Center  Mounting 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band 
Management 


□  western 
D  telematic  inc. 


Local  RS232 
Console  Port 


(800)  854-7226  •  www.wti.com 


KVM  Networks” 

Distributed  Access  to  Keyboard,  Video  and  Mouse  Control 


Because  a  growing  LAN  requires 
a  "Great  Deal"  of  data  center  space. 

ADM 


The  KVM  Network™  presents  a  new  concept 
in  Keyboard/Video  and  Mouse  Switch  (KVMS) 
technology.  It  is  a  fresh  approach  to  new  en¬ 
hancements  that  provide  data  center  operators 
with  secured  distributed  access  to  thousands  of 
computer  systems. 

The  original  KVM  Switch  allowed  only  one  con¬ 
nected  keyboard,  monitor  and  mouse  (console) 
attached  to  the  box.  Today's  technology  breaks 
the  limitation  of  the  original  hardware  by  accom¬ 
modating  from  four  to  over  three  hundred 
consoles  co-existing  on  the  same  KVMS  System 
backbone. 

The  latest  in  KVM  Switch  chassis  use  an  integra¬ 
ted  backplane  with  support  for  multiple  data 
paths.  A  combination  of  KVM  Switches  and  the 
middle  components  are  interconnected  using 
standard  category  5  network  cable.  The  chassis 
backplane  determines  the  capacity  for  multi¬ 
console  access  to  computers  connected  to  that 
one  box.  The  details  of  each  KVMS  Systems'  com¬ 
ponent  design  and  chassis  capacity  establishes 
the  topology  and  guides  overall  deployment. 

To  easily  understand  the  potential  of  direct 
remote  access  to  the  keyboard,  monitor  and 

Chicago  (630)  572-0312 


mouse  of  your  workstations  and  servers, 
consider  your  current  network  infrastructure. 

It  consist  of  clients,  servers,  network  hubs  and 
the  cabling  backbone.  An  enterprise-sized  KVMS 
System  is  comprised  of  a  similar  set  of 
components  consisting  of  two  end  pieces,  a 
middle  piece,  and  the  cabling  in  between.  The 
KVM  Network™  simply  defines  the  transmission 
of  a  different  data  set  comprised  of  electrical 
data  signals  that  control  the  computer  system, 
in  contrast  to  a  standard  network  where  data 
is  being  stored  or  moved  between  computers. 

The  KVM  Network™  provides  direct  access  and 
control  of  your  computer  peripherals  from 
remote  locations.  The  keyboard,  monitor,  mouse 
and  even  audio  input/output  devices  no  longer 
need  to  be  positioned  at  each  computer.  You 
have  complete  access  and  control  of  any 
computer  on  a  KVM  Network™  from  just  a  few 
-  to  a  few  hundred  consoles. 

Depending  on  the  product  selected,  a  KVM 
Network™  will  support  a  range  of  platforms  that 
include  the  PC,  Mac,  Sun,  HP,  IBM  and  ASCII 
terminal  devices.  Internal  components  can  pro¬ 
vide  translation  services  necessary  for  the  con- 

San  Francisco  (650)  525-2700 


version  of  dissimilar  protocols,  allowing  the 
user  to  select  the  type  of  control  peripherals. 
Additionally,  direct  I/O  services  are  available 
using  your  existing  network  infrastructure,  or 
through  dial-up  connections  for  out-of-band 
remote  access. 

KVM  Networks™  are  designed  as  part  of  the 
base  infrastructure  before  the  LAN  hardware 
is  installed  in  Computer  Rooms,  ISP's  and 
large  Data  Centers  world  wide. 

Tron  has  compiled  a  comprehensive  listing  of 
KVM  Network™  products  including  Product 
Descriptions,  Components,  Technical  Spec's, 
Features,  Benefits  and  the  System  Topology's 
with  special  hints,  tips  and  tricks  to  use  in 
your  own  design. 

Want  to  know  about  each  product,  how  they 
compare,  or  which  products  will  be  competing 
for  your  business?  Visit  our  web  site. 

http://www.tron.com 

Tron  International  Inc. 

When  You  Want  More  Than  Just  a  Product  Quote! 
Call  our  Technical  Teams 

(800)  808-4672 


Los  Angeles  (310)397-6625 
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services  hAtion+sicte. 
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T€lCO 

€XCHRNG€ 
www.telcoexchange.com 
1.877.988.6484 


Telco  Exchange  is  a  pathbreaking  business  for  the  telecommunications  marketplace 
of  the  future.  Created  as  a  B2B  Telecom  Portal,  Telco  Exchange  provides  an  e- 
commerce  gateway  between  telecom  service  users  and  the  telecom  service 
providers.  Our  family  of  interactive  telecom  tools  for  real-time  pricing,  electronic 
ordering  and  delivery  of  the  most  popular  telecommunications  services,  are  setting 
the  standard. 


Telco  Exchange,  Inc.  Copyright  2000  All  Rights  Reserved 


1.800.865.0165 


WINDOWS  2000 

•Learning  Win  2000  User  Course 

•  Professional  Administration 

•  Directory  Services  Administration 

•  Network  Infrastructure  Admin. 

•  Server  Administration 


★  Save  on  Windows  NT  Courses! 

★  FREE  Windows  2000 
Planning  Video  with 
Microsoft  Certification  Purchase! 


SESSIONS 

VIDEO 

CO-ROM 

3 

$145 

$175 

5 

$365 

$425 

4 

$325 

Soon 

5 

$365 

Soon 

Coming 

Soon! 

NT  Server  4.0 


Netware  5 


Learn  From 
The  Experts  “ 


Network  +  •  Notes  R5 


CD-ROM  •  VIDEO  •  ONLINE 

’ ■'  -  ■  .  Source  Code  26 


BayTech 


ii 


in 

N- 


i  x 

I  5 

3  £ 

€ 

Ol 

>  X 


oo 


locked 

Reb°°  Anv^e,r0rn 

When  network  equipment  is  locked, 
there  is  no  better  way  to  reboot  than 
with  BayTech's  RPC  product  line. 

■  Turn  on,  off  or  reboot  all  receptacles 

■  1  5-  or  20-Amp  models  available 

■  Models  accessible  via  Ethernet  (Telnet), 
RS-232  or  dial-up 

■  Multi-user  interface  for 
co-location  installations 

■  Built-in  surge  suppression 

■  1 1  5V  AC  and  220V  AC  models  available 

NEW  FEATURES  AVAILABLE 

■  Know  when  you  are  reaching  the 
capacity  of  your  1  5-  or  20-Amp  circuits 
with  TRUE  RMS  Current  Reporting 

■  Audible  and  LED  overload  alarms 

■  Vertical  mounting  for  large  data 
center  applications 

Front  View 


.. 

■  ■ 

Rear  View 


Horizontal  Mount 


www.baytech.net 


1-800-523-2702  or  228-467-8231 


SNMPc  Enterprise 
Manager 

Distributed  management 


Network 

Management 


for  Windows  NT.  Supports 


for  Microsoft  Windows 


remote  consoles  and 


polling  agents,  Web  Trend 


Reporting  and  more. 

SNMPc  WorkGroup 
Manager 

Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


Castle  Rack 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


. _ 


Download  a  Free  Evaluation 

www.castlerock.com 


Remote 


po 


Srorfw' 


As  EcwAs  A  Phone  Call 


Power 


Anywhere!  Anytime! 

Phone,  Modem 
and  Network  Control 


www.dataprobe.com/rpc3.html 


& 


1-800-436-3284  •  201-967-9300 
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P  Tech  Data 


This  is  the 


heart  of  your  business. 

any  questions? 


Monitor  Enclosure 


1U  DNS 
2U  Email  Server 


4U  Application  Server 


1  U  Keyboard  Drawer 


7 U  Database  Server 


41  U  Cabinet 


—  1  U  Firewall 
-  1 U  PDC 


- 4U  Web  Server 


4U  Engineering  Server 


- 811  Telco  Server 


www.boomrack.com 


*  1U,  2U  3U,  4U,  4U  Extended,  5U,  7U,  and  8U  Rackmount  Chassis,  Sliding  Rails,  Keyboard  Drawers,  Riser  Cards,  Monitor  Enclosures,  Cabinets,  and  RAID  Solutions  Avcilahie. 


EXPERIENCE 


PC  based  Video  Surveillance  System 
Live  Video  over  your  Network! 

View  64  Cameras  from  any  PC 
Monitor  Alarms  from  any  PC 


...  — 


M  CcroSiuCtcher 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


the  DIFFERENCE! 


IMA  #  ,  •  • 

BAT%  r'TTT'l  ®  II LZX3 

B™621  -rrn  _ - 

■A  M  awa#  •  • 


Titan  T4  -  Modular  Switch  (pictured) 

•  Modular  design  with  a  large  variety  of  modules,  including  8  port 
Fast  Ethernet  and  Gigabit  Ethernet  modules 

•  802.  lq  VLAN  support  for  secured  network  segmentation 

•  Port  mirroring  for  traffic  analysis 

•  Full/half  duplex  support  on  all  ports 

•  RMON  MIB,  MIB  II  and  Spanning  Tree  (802. Id)  support 

•  Optional  Layer  3  IP  switching  provides  effective  data  routing 
and  flexible  network  management 

•  SMTP  client-integrated  service  for  status  notification  via  email 

•  Cost  effective  fiber  optic  solution  with  Volition™  VF-45™  ports  and  MTRJ 


CONNECT  OMtX- 


Call  Today 

1  -800-658-5200 


www.batm.com 


'1  Welcome  to  GoCables.com  -  custom  cable  assemblies,  computet  cables,  cat  5  patch  con 


File  Edit  View  Favorites  loots  Help 


^  -  "►  . .  @ 

Back  Forward  Stop  Refresh  Home 


. 


Search  Favorites  History 


1  . 


Mail  Pi 


Address  jg]  http:  /7www.  gocables.com 


(fl)Cables.com  0 


f  ~Fiber  Fire  f  V  Vi 

r—  USB  —  HPIB  ~ 
OdIics  -  Wire  -  Cha 


ljlCables.com  0 

Where  IT  Professionals  Buy  Cables 

ii-g  '  *  *  *  rH 

or  call  1-800-555-7176 


All  other  tRjdename5  <nd  nadeniarks  ore  #»  property  (hier  respective  ownas  As  vieMed  viMkros^rlE  u  browser. 


unn 

UilU 

UNIVERSAL  SERIAL  BUS 


AtoB,lM 

ONLY 

$1.55*ea. 


©uaranteed  Lowest  Prices 
(guaranteed  Satisfaction 
©uaranteed  for  3  Years 

^teOOQOG)©  lDO©@©03lG© 

Save  up  to  35% 
off  List  Price 


3  ft. 

7  Colors 

Black,  Gray 
Green,  Orange 
Red,  Yellow 
White 


Firewall 


Global 
Technology 
Associates,  Inc 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Operate 

•  Remote  Web  Based  Management 

•  Cost  Effective 

•  Time  Based  Access  Control 

•  URL  &  Content  Filtering 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy 

•  ISDN,  xDSL  &  Cable  Modem  Support 

•  Win95/NT  Management  Client 

$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  + 1  -407-380-0220  Fax :  + 1  -407-380-6080 
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Key  DSL  flavor  faces 
ability  test 
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Tear  off  a  card  below  and  pass  it 
to  a  fellow  network  professional 
who  might  want  a  FREE  Network 
World  subscription! 


Subscription! 


APPIY  0H-1INE  TODAY  AT: 

http://www.nwwsubscribe.coin/nbpsl 


Subscription! 
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Management 

Connection 


Note  to  end  users: 

ReadyRouter.com  spare-in-the-air  se 
authorized  resellers.  For  a  referral  t 
our  site:  http://www. Ready Routei 


Cisco 


'Cisco  and  SMARTnet  are  registered •  trademarks  of  Cisco  Systems.  In 


Your  network  costs  a  fortune. •• 

...protecting  it  doesn't  have  to. 

Global  LAN  Workstations 


protect  your  equipment 
for  a  lot  less  money. 

Our  heavy-duty  LAN  Stations  are  built  to 
last  with  steel -re  in  forced,  triple-leg  support 
and  lateral  braces.  Extra-wide  30"  work 
surface,  built-in  cable  management  system, 
adjustable  shelves  and  sturdy  server  shelf 
allow  for  easy  integration  of  all  your  net¬ 
work  equipment.  Our  96",  72",  48"  and 
24"  units  combine  with  additional  shelves, 
keyboard  drawers  and  caster  bases  for 
unmatched  flexibility.  Introducing  new 
Deluxe  AN  workstations  which  include 
CPU  roll  out  shelf,  tilting  monitor  shelves, 
keyboard  drawers  and  much  more! 


mLOBAL  m 

COMPUTER  SUPPLIES  BIOS 
www.globalcomputer.com/lan/ 


Keyboard  drawers  and 
caster  base  optional. 
System  sold  separately 


Datacom  Team 

Our  Specialized  Networking  team  is  ready 
to  customize  a  solution  for  you. 

Call  for  a  free  catalog! 

1-800-326-4916 


High  Availability.  Internet  Servers 

If  you're  deploying  multiple  Internet  servers,  Cubix'  Density  Series™ 
offers  high  availability,  server  density  and  cost  savings.  A  single  7U 
Density  Series  system  can  host  as  many  as  8  servers,  with  high  avail¬ 
ability  features  for  a  price  less  than  the  competitions  standard  price. 


Each  Density  Series  System  Features: 

0  Intel®  Processor-Based  Single  Board  Computers 
0  Passive  Backplanes 

a  N+l  Hot  Swap  Load  Sharing  Power  Supplies 
a  Integrated  KVM  Switch 
0  Switched  CD-ROM 
0  Redundant  cooling  Fans 
0  Dual  Ethernet  On  Board 
0  Environmental  Alarms 
0  Remote  SNMP  &  Web-based  Management 
0  NT,  Linux,  Novell,  SCO  &  Solaris  Support 

800.829.0550  orvisitwww.cubix.com 


iCUBIX 


If  you're 
deploying 
multiple  servers— 
Cubix  can  save 
you  space  and 
money. 

Contact  a 
Cubix 

representative 

today 

to  find  out  how. 


pentlum*/// 


Intel,  the  Intel  Inside  Logo,  and  Pentium  are  registered  trademarks  of  Intel  Corporation. 
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"Good  As  New"  Networking  Equipment 
Good  As  New  Warranties 


Visit  us  On  the  Web  @  www.nle.com 


N&RTEL 

NETWORKS 

m  Bay  Networks^ 

Cisc^tstems 

■Hn. 

caaeTRon 

SV57BmS 


•  Authorized  Nortel -Enterprise  Solutions  Provider 

•  Free  Technical  Support  on  Purchased  Equipment 

•  Free  Network  Design  Support 

•  Largest  Inventory  in  the  Industry 

•  Best  Priced  Memory  Upgrades 

888.891.4229 

zesm 


V  A 

a 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801-377-0078 
1403  W.  820  N.  Provo,  UT  84601 


For  more  information  on 
advertisprg  in  the  Marketplace, 


STOP 


everything,  and  call  now! 

800-6Z^JB-*tff6465 


COST  EFFECTIVE  COMPREHENSIVE  INTELLIGENT 


INTERLINK  COMMUNICATIONS  CQPP.  IS  YOUP 
CISCO  SPECIALIST  OFFERING  CISCO  CERT|F IED 
TECHNICAL  SUPPORT.  90  DAY  PRODUCT  WARRANTY, 
AND  AGGRESSIVE  PRICING. 


liiik  COMMUNICATIONS  CORP 

7667  Col. ill  Rood  •  Suit*:  400  •  Minneapolis  MM  SSA'jO 
PF»or.e  61 2  944.3440  •  fax  612  944.3534 
*/ // «  inti.rlmkr o'n  'orri  •  Email:  sales*'*  inter linRfom.rprn 


FREE  3Com  Palm  v 


WE  BUY  USED 
PaimV  NETWORKING 


► 

*  - 

IIGHESl 

PRICES 

4 

4 

L 

PAID! 

jA 

3>™ 

Cisco  Svstims 


BayNetworks 


caaeTRon 

_ SYSTems 

Tf»  Httmoning  Sc lOorT 


'Visit  www.4lanwan.com  to  enter  to  win  ^ 


WE  SELL  NEW  &  REFURBISHED 


GIGANTIC  DISCOUNTS  /  LONGEST  WARRANTIES! 

We  maintain  a  huge  inventory  of  parts  &  systems 
We  specialize  in  Legacy  &  hard  to  find  items 

Call,  E-mail  or  Fax  Your  Equipment  List. 

r-©H 

|  Celebrating 
Our  17th  Year 


i LANWAN.com 


"  A  Division  of  Ergonomic  Enterprises,  Inc. 

47  Werman  Court,  Plain  view*  NY  11803 

CALL  TOLL  FREE:  877-4-LAN-WAN 

FAX:  516  293-5325  !  EMAIL:  SALES@4LAMWAN.COM 


For  More  Information  on  Advertising  in 
Network  World’s  Marketplace  1-800-622-1108 


»  i  »  Ik, 

^  Save  big  on  new/used:  Cuc^wtMs 

METE  A  CT  >  Rou,ers  ►  Switches  ►  XDSL  >•  ATM 
nCirHJI  >  isdn  ►  Fast/GIGABIT/ENET ►  T1/T3  DSU  Tt'1™!1™* 

v“  ►  Frame  Relay  BUY/SELL/RENT  PREMIER  CERTIFIED 


^  >  CISCO  ►  Ascend  ►  3COM  ►  Digital  Link  ►  Larscom 

att*.  ►  Lucent  ►  ADC  Kenfrox  ►  Altean  ►  Xyplex 

www.digitalwarehouse.com  ►  Adtran  ►  Paradyne 

♦♦  DIGITAL  WAREHOUSE  M  ,  ,  M  .  ,  r  /  M  *,  i 

V  Your  Information  Superhighway  Discount  Source?  >  NOltel  NetWOrkS  ►  rOUfldry  NetWOfkS 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  1  -888-892-4726  or  718-894-7500  Fax:  7)8-894- 1 573 


Buy,  Sell  m.  HmmmaE 

Network  Products  and  Services  with  Network  World's 
Marketplace.  Call  800-622-1108  ext.  6507 


800-783-8979  Jfe 

Fax  916-781-6962  ®  ^ 

We  Carry  ALL  Manufacturers  'Wfif* 


Specializing  In: 
3-Com 
Nortel 

Bay  Networks 
Cabletron 

CISCO 

Ascend 

Fibermux 

Livingston 

Micom 

Motorola 

Synoptics 

Data/Voice 

Network 

Solutions 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 

Switches 

Flubs 

Bridges 

Routers 

Multiplexers 

T-1  Equipt 

DSU/CSU 

Modems 

Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


Made  in  USA. 


V* 


Factory  Direct 

Ethernet  Converters, 
Transceivers,  Repeaters 
&  Switches 

Fiberdyne  10BASET-10BASE-FL  $148 
AUI-10BASE-FL  119 

1Q0TX-1  OOFX  Converter  319 
10T-10FL  Single  409 

10FL-10FL  Repeater  374 
10FLMM-10FL  SM  895 

10FL-10FL  Repeater  SM  585 
1 0/1 00TX-1 OOFX  2  port  switch  MM  294 
1 0/1 00TX-1  OOFX  2  port  switch  SM  595 
20  Slot  Chassis  10T-10FL  $1 83  per  port 

20  Slot  Chassis  100TX-100FX  $354  per  port 


www.fiberdyne.com 


A  FIBERDYNE  LABS,  INC. 

127  Business  Park  Dr.,  Franklort,  NY  13340 
Tel.  (315)  895-8470  Fax  (315)  895-8436 


Livingston  US  Robotics 

Ascend  ©AY  Micom 

.6  N  T'. 

Specialist  in  all 
^  Cisco  products  ■JJ 
W  including  Memory 

-  LAN/WAN  Products  1 

\  ,  xO 

O  New,  Used,  Lease, 

3Com*,  Rent  ^  Codex 
Adtran  ^  Xylogics 

Motorola  Wellfleet 

We  carry  all  Manufacturers 


iMillennium  Solutions  Group,  Inc. 


•Routers,  Bridges  ‘Frame  Relay 
•DSU/CSU’s  ‘Hubs,  Modems 

•Switches,  ATM  »Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  630-2000 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


om,  me. 


Specializing  in  legacy 
protocols  over  X.25, 
Frame  Relay,  IP  and 
Wireless 


Call  1.800.270.2669 
or  e-mail 
info  @nsgdatn.  com 


ENTERPRISE  WIRELESS  MESSAGING 


rR  ONE-WAY  AND  TWO-WAY  MESSAGING 

•  AIRSOURCE®  Web™  -  Send  wireless  messages  to  any  wireless  device  through 
any  wireless  provider  directly  from  your  corporate  Intranet  or  Internet. 

•  AIRSOURCE®  Pro  for  Networks™  -  Wireless  messaging  for  the  LAN. 

•  AIRSOURCE®  Monitor™  -  ASCII  text  file  to  wireless  development  tool. 

•  E-mail  to  wireless  and  monitoring  software  available. 

•  Custom  development  and  integration  services  available. 
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XAXA  FINANCIAL 


AXA  Financial,  Inc.  is  a  leader  in  the  financial  services  industry,  whose  subsidiaries 
include  Alliance  Capital  Management  LP,  The  Equitable  Life  Assurance  Society  of  the 
United  States  and  Donaldson,  Lufkin  and  Jenrette,  Inc.  At  our  Corporate  Headquarters  in 
mid-town  Manhattan  we  have  an  emerging  technology  division  currently  consisting  of 
approximately  40  Internet  Specialists.  This  group  is  expected  to  double  over  the  next  12 
months  as  we  begin  a  brand  new  e-commerce  initiative  using  the  latest  in  internet  tech¬ 
nologies.  AXA  Financial  is  looking  for  talented  technologists  who  want  to  grow  within  a 
fast-paced  and  cutting-edge  environment.  Our  continued  commitment  to  technology  man¬ 
agement  has  created  immediate  openings  for  the  following  professions: 


•  DIRECTOR  OF  WEBSITE  MANAGEMENT 


•  JAVA  DEVELOPMENT  •  CONTENT  DEVELOPMENT 


•  OBJECT  ORIENTED  ARCHITECTURE 


•  SR.  WEB  DESIGN 


For  immediate  consideration,  please  e-mail  resume  as  a  Word  97  attachment  to 
Jim.Lang@Equitable.com,  or  fax  resume  to:  (212)  314-5290.  All  responses  must  include 
salary  requirements.  EOE  M/F/D/V 


SYCAMORE 

r«  e  i  y*  u  %  *  s 

Sycamore  Networks  is  the  leader  in  Intelligent  Optical  Networking. 
Our  products  are  laying  the  foundation  for  the  next  generation 
telecommunications  infrastructure  by  bringing  intelligence  to  the  mas¬ 
sive  installed  fiber  optic  network  -  the  backbone  of  the  new  public 
network.  We  turn  raw  fiber  optic  capacity  into  usable,  scalable,  cost- 
efficient  bandwidth. 


•  Software  Engineer 

•  Systems  Analyst 

•  Hardware  Engineer 

•  Network  Support  Engineer 

•  Quality  Test  Engineer 


•  Diagnostic  Engineer 

•  SQA  Engineer 

•  Network  Consultant 

•  Mechanical  Engineer 

•  Systems  Integration  Test  Engineer 


The  aforementioned  positions  are  available  at  all  levels  and  require  a 
minimum  of  a  BS  or  MS  and  0-5  years  industry  experience. 


•  Optical  Engineer/Scientist  with  experience  in  Optical,  IP,  ATM, 
SONET,  network  architecture  and  design.  Ph.D.  required. 

For  all  positions,  send  resumes  to:  Staffing,  Sycamore  Networks, 
10  Elizabeth  Drive,  Chelmsford,  MA  01824,  Fax:  (978)  256-6594,  or 
e-mail:  resume@sycamorenet.com 

We  are  an  equal  opportunity  employer. 


Software  Engineer-Deerfield  Beach,  FL.  40hr./wk,  9a-6p,  $56,909/yr. 
Position  reqs  Bach  in  Engg  or  major  field  of  study  instrumentation  & 
control  &  4  yr  exp  in  job  offd.  Duties  incl  research,  dsgn  &  dvlp  comp 
s/ware  systm  in  conjunction  with  h/ware  product  dvlpmt  for  medical, 
industrial  applies;  applying  principles  &  techniques  of  comp  sci,  engg  & 
math’l  analysis.  Interact  w/dient  reg  s/ware  reqmts  to  determine  feasibili¬ 
ty  of  dsgn  w/in  time  &  cost  restraints;  consult  w/hardware  engrs  &  oth¬ 
er  engg  staff  to  eval  interface  b/w  hardware  &  s/ware,  &  operational  & 
performance  reqmts  of  overall  systm;  formulating  &  dsgn  s/ware  systm 
using  scientific  analysis  &  math'i  models  to  predict  &  measure  outcome 
&  consequence  of  dsgng;  dvlpg  &  directing  s/ware  systm  testing 
procedures,  prgmg  &  documentation;  consulting  w/ customers  re;  main¬ 
tenance  of  s/ware  systm;  may  coord  installation  of  s/ware  systm.  Must 
have  knowl  of  following  comp  langs  &  pckges;  VB  5.0,  C++,  SQL, 
Pro’C,  Win  98,  Win  95,  Win  NT,  Win  3.11,  DEX-UNIX,  DOS,  Oracle 
7.0,  6.0.  MS-Schedule+,  SDK,  MS-Office,  Forms  4.5,  Fox  Pro  2.5, 
PowerBuilder,  Reporter  Whter  2.5,  VMS,  Ultrix,  Novel  Netware  3.1  X. 
Send  resume  to  Dept  of  LaborA/Vorkforce  Prgm  Support,  P.O.  Box 
10869,  Tallahassee,  FL  32302,  Attn:  EH,  RE:  JOFL#2063347. 


♦ 


Member  Technical  Staff  (Temple 
Terrace,  FL)  Responsible  for 
developing  technical  solutions 
based  on  directed  research  and 
investigations  to  solve  complex 
architectural  and  design  issues 
related  to  design  and  deploy¬ 
ment  of  GTE  Intelligent  Network. 
Research,  organize  and  prepare 
the  architectural  designs  and 
standards,  and  tactical  telecom¬ 
munications  business  activities. 
Develop  the  definition  of  the 
target  architecture  using  Multi¬ 
tier  client/server,  internetworking, 
OLTP/OLAP.  Create  high-level 
migration  plans  based  on  the 
newly  developed  architectural 
framework  using  transaction 
engines.  Review  tactical  and 
project  level  technical  imple¬ 
mentation  plans  to  ensure  confor¬ 
mance  to  the  target  architecture. 
Reqts:  Master's  degree  or  equiv¬ 
alent  in  Computer  Science,  Math 
or  Computer  Engineering.  Equiv¬ 
alent  means  the  employer  will 
accept  Bachelor's  degree  plus 
five  years  progressive  experi¬ 
ence  as  the  equivalent  of  a 
Master's  degree  plus  two.  Two 
years  experience  in  the  job 
offered  or  two  years  experience 
as  a  Software  Engineer.  Two 
years  of  experience  must  include 
experience  developing  Multi-tier 
client/server  solutions  and  inter¬ 
networking  OLTP/OLAP,  &  C/C++. 
40  hours  per  week.  8:00am- 
5:00pm.  $82,000  per  year.  Send 
resume  to  Bureau  of  Workforce 
Program  Support,  P.O.  Box 
10869,  Tallahassee,  FL  32302- 
0869.  RE:  JOFL-2081329 


Software  Engineer 

Provide  services  to  clients  to  design  &  dev.  of  business  systems  to 
support  company  activities  &  data  files,  study  user  requirements, 
conduct  systems  analysis,  design,  coding  ,  testing,  implementation  & 
reengineering  of  datamanagement  modules,  working  with  Unix, 
VAX, SUN  SPARC  20/Ultra,  SPARC1 000/2000  workstations,  Solaris  , 
C,  &  RCS  (revision  Control  System).$75,000/Yr.  40  hrs/wk.  Bachelor 
orequiv.  in  computer  Sc.,  Computer  Eng., Math  or  Engineering  &  2Vrs. 
exp  in  job  offered  or  2  Yrs.  related  exp.  as  Sr.  Systems  analyst  or 
Systems  Consultant,  to  include  use  of  noted  skills  in  job  duties.  Will 
work  at  anticipated  locations  in  the  U.S. 

Send  2  resumes  or  apply  to  the  GA  Dept,  of  Labor,  Job  Order  #GA 
6502575,  2943  N. Druid  Hills  Rd„  Atlanta,  GA  30329  or  the  nearest 
Dept,  of  Labor  Field  Service  Office. 


SVI  America  Corp.  is  an  infor¬ 
mation  management  &  technol¬ 
ogy  consultancy  organization 
with  offices  throughout  the  US. 
We  work  with  many  organiza¬ 
tions  to  develop  integrated  solu¬ 
tions  that  transform  their  enter¬ 
prise.  By  understanding  the  key 
components  that  drive  an  orga¬ 
nization,  we  are  providing  tangi¬ 
ble  results  and  a  competitive 
advantage  to  our  clients.  SVI 
presently  requires  a  Program 
Manager  with  the  following  qual¬ 
ifications:  BS  in  CompSci,  Math, 
Statistics,  or  Eng’g,  four  years 
related  experience  that  includes 
a  background  in  management, 
as  well  as  experience  in  main¬ 
frame  and  client-server  tech¬ 
nologies,  COBOL,  CICS,  DB2, 
DL/I,  VS  AM,  UNIX  &  Informix. 
Must  be  willing  to  relocate  tem¬ 
porarily  to  client  sites  throughout 
the  US.  To  apply,  please  contact: 
HR  Department,  SVI  America 
Corp.,  6201  Fairview  Road, 
Suite  200,  Charlotte,  NC  28210 
or  FAX-704-553-8179  (Please 
indicate  position  for  which  you 
are  applying.) 


Systems  Engineer  (Temple 
Terrace,  FL).  Analyze  user 
requirements  such  as  new  or 
changed  business  requirements 
and  provide  conceptual  solu¬ 
tions  to  satisfy  them.  Determines 
impact  of  proposed  changes  on 
system  architecture  during 
requirements  definition  phase 
and  provides  technical  solutions 
to  meet  them  within  schedule. 
Design,  analyze,  estimate  and 
implement  service  requests. 
Identify,  recommend  and  docu¬ 
ment  effective  design  method¬ 
ologies  and  tools  to  be  utilized 
during  the  design  code  test 
implementation,  and  installation 
phases  using  Visual  Basic,  MS 
SQLServer,  Oracle,  MS  Access 
and  Crystal  Reports.  Reqts: 
Bachelor's  degree  in  Computer 
Science,  Engineering  or  Math. 
Two  yrs  exp  in  the  job  offered  or 
two  yrs  as  a  Systems  Analyst. 
Two  years  of  exp  must  include 
exp  with  programming  with  Visual 
Basic,  M.S.  Access  and  Oracle. 
40  hrs  per  week.  8:30-5:00. 
$51 ,600  per  year.  Send  resume 
to  Dept,  of  Labor/Bureau  of 
Workforce  Program  Support,  PO 
Box  10869,  Tallahassee, 
FL32302-0869.  Re:  JOFL# 
2076999. 


Programmer  Analyst.  $63K/yr, 
8a-5p,  40  hr/wk.  Plan,  dvlp,  test 
&  implmt  comp  prgm  using 
prgmg  techniques/analysis  of 
systems  &  to  review/alter  prgms 
to  automate  &  enhance  operating 
capacity  &  adapt  to  new  reqmts 
using  VB  4(1 6-bit),  Access  2.0, 
Crystal  Reports,  Sybase  Systm 
11,  Foxpro,  Unix,  Unix  Intervals, 
C,  C++.  Must  have  Bach  or 
equiv  w/major  in  Comp  Sci  or 
Engg  or  Technology.  Exp  reqmt: 
1 8  mos  work  exp  in  job  offd  or  in 
related  occupation  as 
Systms/Prgmr  Analyst  or  Asso¬ 
ciate.  The  req’d  1 8  mos  work  exp 
in  job  offd  or  in  related  job  must 
use  prgmg  &  s/ware  applies  us¬ 
ing  VB  4(16  bit),  Access  2.0, 
Crystal  Reports,  Sybase  Systm 
11,  Foxpro,  Unix,  Unix  Intervals, 
C,  C++.  Job  loc:  Lawrenceville, 
GA.  Send  2  resumes  or  apply  in 
person  at:  GWINNETT,  JO  # 
GA6511836,  1535  Atkinson  Rd„ 
Lawrenceville,  GA  30043-5601 
or  the  nearest  Dept  of  Labor 
Field  Svc  Office.  Must  have 
proof  of  legal  auth  to  work  in  US. 


MBNA  Hallmark  Information  Ser¬ 
vices,  a  subsidiary  of  a 
major  national  bank,  is  actively 
interviewing  for  a  limited  number 
of  openings  in  its  Distributed 
Operations  department  in 
Newark,  Delaware. 

SENIOR  TECHNOLOGY 
ENGINEER 

Must  have  Master’s  degree  in 
computer  science,  math,  engi¬ 
neering,  or  related  discipline  and 
four  years  of  experience  as  a 
Senior  Technology  Engineer  or 
in  a  software  system  develop¬ 
ment  occupation.  Must  have 
experience  with  UNIX  and  NT 
systems,  C++,  Visual  BASIC, 
Oracle,  Sybase,  CMVC,  In¬ 
formix,  and  Powerbuilder. 
Competitive  salary  and  benefits 
package  offered.  Send  resume, 
referencing  code  No. 
N06301576E,  to  MBNA  1100  N. 
King  St., 

Wilmington,  DE  19884-3638. 


TechSolv,  Inc,  a  NJ  IT  Co.,  is 
looking  to  fill  up  the  following 
positions  at  their  work  sites  at  NJ: 

Programmer  Analyst  -  Bachelors 
degree  in  engineering  (any), 
math,  science  and  two  years  of 
experience  in  the  job  (or)  five 
years  of  experience  in  the  job. 
Must  have  experience  in 
Sybase,  Database,  Unix. 

ERP  Consultant:  Must  have  exp 
in  the  design,  development, 
management  and  implementa¬ 
tion  of  SAP,  Financial  Accounting, 
Materials  Management,  Oracle 
Financials,  Unix,  Windows  NT, 
and  MS-Access.  Masters  de¬ 
gree  in  engineering  (any),  math, 
science,  with  2  yrs  exp.  (or)  Bach 
in  engineering  (any),  math, 
science  w/5  yrs  exp /  dsgn  and 
dvlp,  various  software  applications 
using  above  skills. 

Send  resumes  to  TechSolv,  60 
#1  Mile  Road,  Orchard,  Suite 
137D,  Cranberry,  NJ  08512. 


SR.  SAP 
PROGRAMMER 
ANALYST 


W.R.  Grace  &  Co.  is  seeking  a 
Senior  SAP  Programmer  Analyst 
at  its  facilities  in  Cambridge,  MA, 
to  analyze,  design  and  develop 
SAP  R/3  ABAP/4  programs. 
Required  to  write  SAP  R/3 
ABAP/4  programs  from  detailed 
specifications  and  designs,  and 
develop  and  maintain  Layout 
Sets  (forms  and  SAPScripts). 
Perform  research  using  SAP’s 
Data  Dictionary  information  sys¬ 
tems.  Apply  and  search  appli¬ 
cation  solutions  using  SAP’s 
On-line  Service  System  (OSS). 
Salary  commensurate  with 
experience.  When  applying  for 
this  position,  please  forward 
resume  to  W.R.  Grace  &  Co., 
Attn:  Tim  McKeown,  Manager, 
Comp  &  Expat.  Management, 
7500  Grace  Drive,  Columbia, 
Maryland  21044. 


PROGRAMMER  ANALYST.  An¬ 
alyze  existing  procedures  and 
systems;  convert  to  new  sys¬ 
tems;  perform  code,  debugging 
and  prepare  documentation  of 
developed  modules;  testing  of 
modules;  implement  and  input 
operational  training  to  users  on 
the  developed  modules.  Salary: 
$60,000  per  year.  Working 
hours:  40  hours  per  week,  8am- 
5pm.  Min.  required:  Bachelor  of 
Science  or  equiv.  in  a  computer 
related  field.  Also  required:  col¬ 
lege  level  course  work  or  one 
year  experience  in  ORACLE  in 
UNIX  environment,  writing  shell 
scripts  such  as  BORNE  SHELL, 
C  SHELL,  KROME  and  utilities 
like  SED  and  AWK,  Visual 
Basic,  PowerBuilder,  Oracle, 
SQL,  PL/SQL,  C  Designer  2000, 
Developer  2000  and  SQL 
Loader.  Send  two  resumes 
to  Gwinnet,  Job  Order  #GA 
6511091,  1535  Atkinson  Rd, 
Lawrenceville  GA  30043-5601  or 
nearest  Dept,  of  Labor  Field  Ser¬ 
vice  Office. 


Principal  Software  Engineer  / 
Project  Leader:  Responsible  for 
research  into  year  2000  prob¬ 
lems  on  various  software  sys¬ 
tems,  and  providing  appropriate 
solutions.  Research  will  consist 
of  finding  Y2K  problems  existing 
in  the  systems  software  and 
possible  programming  errors  re¬ 
lated  to  particular  programming 
languages  or  environments,  and 
developing  general-purpose  so¬ 
lutions.  Also  will  organize  and 
manage  software  professionals 
in  the  execution  of  identification 
and  remediation  projects.  Will 
perform  identification  and  reme¬ 
diation  in  complex  problems  on 
projects.  Requires:  Ph.D.  in 
C.S.,  E.E.  or  related  field.  Also 
requires  knowledge  of  C/C++. 
FORTRAN,  and  RDMBMS  in¬ 
cluding  Oracle  and  Sybase  and 
the  X  Window  system.  40  hrs/wk 
(9  to  5);  $85,000/yr.  Send  two 
resumes/response  to  Case 
#19990923,  Box  8968,  Boston, 
MA  02114. 


MBNA  Hallmark  Information  Ser¬ 
vices,  a  subsidiary  of  a 
major  national  bank,  is  actively 
interviewing  for  a  limited  number 
of  openings  in  its  Distributed 
Operations  department  in 
Newark,  Delaware. 

SENIOR  SOFTWARE 
ENGINEER 

Must  have  a  bachelor’s  degree 
in  Computer  Science,  Math,  En¬ 
gineering,  or  related  discipline 
and  three  years  of  experience  as 
a  Senior  Software  Engineer  or  in 
a  software  development  occu¬ 
pation.  Must  have  experience 
with  Windows  NT,  SYBASE, 
SQL,  Unix,  C++,  CMVC,  XIPC, 
RDBMS,  and  Tuxedo. 

Competitive  salary  and  benefits 
package  offered.  Send  resume, 
referencing  code  No.  N6301 5706, 
to  MBNA  11  DON.  King  St.,  Wilm¬ 
ington,  DE  19884-3638. 


ENGINEERING  PROGRAMMER 
in  Jacksonville,  FL.  Apply  engi¬ 
neering  background  to  convert 
engineering  &  other  tech,  prob¬ 
lem  formulations  to  a  computer 
processable  format.  Apply  ex¬ 
tensive  knowledge  of  comp  sci 
&  engineering  to  direct  analyst- 
programmers  in  resolving  prob¬ 
lems  of  intent,  inaccuracy,  or 
feasibility  of  comp  processing 
through  analysis  of  user  reqs, 
operational  procedures,  produc¬ 
tion  &  workflow  needs.  Direct 
analyst-programmers  in  the 
installation,  implementation  & 
modification  of  hardware  &  soft¬ 
ware.  Must  be  willing  to  travel  to 
client  sites  for  assignments 
which  vary  in  duration  from 
several  days  to  several  yrs. 
Bachelor's  degree  in  Comp  Sci 
or  equiv.  4  yrs  exp  in  the  job 
offered  or  as  Software  Engineer. 
40  hrs/wk,  9a-5p,  $75,000/yr  sal. 
Verif  refs.  Send  resume  to  Work¬ 
force  Program  Support,  PO  Box 
10869,  Tallahassee,  FL  32302- 
0869,  JOFL#2079761 . 


Senior  Software  Engineer 
(Temple  Terrace,  FL)  Design, 
research  and  develop  telecom¬ 
munications  network  manage¬ 
ment  software  systems  using  HP, 
UX,  C/C++,  knowledge  of 
Telecommunication  Network  Man¬ 
agement,  CMIP-base  telecom¬ 
munication  tool  kit  and  object 
oriented  database.  Reqts: 
Master’s  degree  in  Computer 
Science,  Information  Technology 
of  Engineering.  Two  years  expe¬ 
rience  in  job  offered  or  two  years 
as  a  Systems  or  Software  Engi¬ 
neer.  Two  years  experience  must 
include  experience  with  software 
development  using  HP  UX, 
Operating  Systems,  C/C++, 
Telecommunications  Network 
Management  and  object-oriented 
database.  40  hours  per  week. 
8:30-5:00.  $68,000  per  year. 
Send  resume  to  Bureau  of  Work¬ 
force  Program  Support,  P.O.  Box 
10869,  Tallahassee,  Florida 
32302-0869.  FUO#  2083485. 


Software  Engineer,  Malden,  MA; 
Analyze,  design,  develop,  test 
and  implement  the 
Financial/Database  applications 
using  Visual  Basic,  Oracle,  MS 
Access,  Crystal  Reports  and 
Magic  on  Windows  and  Unix  en¬ 
vironment.  Use  PVCS  and 
SourceSafe  to  maintain  Source 
Code  Control  Systems.  Req’d. 
Masters*  in  Engg.  or  Comp. 
Scie.  or  Math.  1  *  yr  .Exp.  in  job 
offered  or  1  yr.  exp.  in  a  Related 
Computer  Profession.  *  Will  ac¬ 
cept  Bachelors  degree  and  5 
years  of  progressive  work  expe¬ 
rience  in  lieu  of  masters  and  1  yr. 
exp.  40  hrs/wk.,  9a-6p.,  Mon- 
Fri.,  $76, 252.80/Year.  Applicants 
should  submit  two  (2)  copies  of 
resume  in  response  to  Case 
#19990932,  P.O.  Box  8968, 
Boston,  MA  02114. 


Full  time  Sr.  Programmer 
Analyst  to  perform  end  user 
requirements  study,  systems 
analysis,  systems  design, 
coding,  implemetation  docu¬ 
mentation  and  maintenance 
support  as  required  by  the  end 
user.  Perform  systems  analysis 
and  design  support  on 
application  software  using 
Developer  2000  on  Client/server 
Oracle  based  system.  Design, 
develop,  test  and  implement  test 
software  using  Oracle.  Must 
have  a  bachelor’s  degree  in  CS, 
any  engineering  discipline  or 
related  field  (foreign  degree 
equivalent  accepted).  Must  have 
two  years  of  experience  in  job 
offered  or  position  with  the  same 
duties.  Salary  $65,000.  Send 
resume  to:  DataScan  Technolo¬ 
gies,  1105  Sanctuary  Parkway, 
Suite  190,  Alpharetta,  Georgia 
30004,  Attn:  Kimberly. 


NYFIX,  Inc,  a  Stamford, 
CT  based  developer  of 
electronic  trading  systems, 
seeks  Software  Engineers 
w/strong  C++  &  SQL.  MS  in 
Comp  Sci,  Tech,  Engg, 
Math  or  related  field  & 
min  2  yrs  related  exp. 

Mail  /  Fax  /  Email  resume 
to  NYFIX,  Inc,  HR,  333 
Ludlow  St,  Stamford,  CT 
06902.  Fax:  203-425-8100, 
Emaihjobs  @  nyfix.com 


Systems  Analyst  wanted  by 
IS/IT  Consulting  Services 
Co.  in  Woodbridge,  NJ  for 
client  Iocs  throughout  US. 
Must  have  Bach  in  Comp 
Sc,  Engg  &  2  yrs  s/  ware 
exp. 

Respond  to:  HR  Dept.,  AVS 
Systems,  Inc.,  40  Enter¬ 
prise  Ave,  Secaucus,  NJ 
07094.  (Ref.  #GG-6145) 


PUB000605E  20 


Computerworld  •  I nfo World  •  Network  World  •  June  5, 2000 


careers.com  (^careers  CAREERS 


Systems  Analyst  wanted  by  Info 
Tech  Firm  in  Union,  NJ.  Must 
have  degree  in  Comp  Sci  or 
equivalent  interpreting  COBOL 
Statements  8  rewrite  in 
ORACLE  &  UNIX. 

Respond  to:  HR  Dept,  Patel 
Consultants  Corp.  1525  Morris 
Ave.  Union,  NJ  07083. 


Systems  Analyst/Program¬ 
mer  wanted  by  Securities 
Firm  &  Discount  Brokerage 
House  in  Jersey  City,  NJ. 
Must  have  Masters  in  Comp 
Sci,  Math,  Finance  or  Engg 
&  1  yr  exp  planning,  dvlpg, 
analyzing  &  testing  comp 
applies  &  prgms  using 
UNIX,  C++,  Perl  and  Visual 
Basic.  Respond  by  resume 
to:  HR  Dept.,  National  Dis¬ 
count  Brokers  Group,  Inc., 
10  Exchange  Place,  15th 
Fir,  Jersey  City,  NJ  07302. 


Systems  Analyst  sought  by 
Software  Consulting  Co.  in 
Iselin,  NJ  for  client  Iocs 
throughout  US.  Must  have 
Bach  in  Comp  Sc,  Engg  &  1 
1/2  yrs  s/ware  exp. 


Respond  to:  HR  Dept., 
MJ  Technologies  of  New 
Jersey,  762  Green  St,  Ste 
#2C,  Iselin,  NJ  08830.  Ref. 
#  GG  6623 1 M 


Systems  Analyst  wanted  by  Co 

dvlpg  &  mktg  banking  s/ware  in 
Miami,  FL.  Must  have  4  yrs  exp. 
Send  resumes  to:  HR  Dept, 
Datapro,  Inc.,  1300  Brickell  Bay 

Dr,  Miami,  FL  33131. 


Programmer  Analyst,  Malden 
MA;  Analyze,  design,  develop, 
test  document  and  implement 
applications  using  Oracle  Back¬ 
end,  Designer  2000,  SQR  Re¬ 
porting  Tool  and  SQL‘PLUS. 
Provide  technical  support.  Re- 
q’d.  Bachelors  in  Engg.  or 
Comp.Sci.  or  Math.  2  yrs.  exp.  in 
job  offered  or  2  yrs.  exp.  in  Com¬ 
puter  Related  profession.  40 
hrs/wk„  9a-6p,  Mon-Fri., 
$70,000/Yr.  Applicants  should 
submit  two  (2)  copies  of  his/her 
resume  in  response  to: 
#19992562,  P.  0.  Box  8968, 
Boston,  MA  02114. 


Network  Engineer,  Boston,  MA; 
Implement  and  manage  a  Win¬ 
dows  NT  network  in  a  Trading 
environment  with  a  full  suite  of 
BackOffice  Server  Software, 
which  includes  Exchange,  SMS 
and  SQL  Server.  Manage  the 
Wide  Area  Network  and  provide 
support  in  the  UNIX  environ¬ 
ment.  Req'd.  Bachelors  in  Engg. 
or  Comp.  Sci.  or  Math.  2  yrs  exp 
in  job  offered.  40  hrs/wk, 
9am-6pm.  Mon-Fri.  $85,000/Yr. 
Applicants  should  submit  two  (2) 
copies  of  his/her  resume  in 
response  to:  Case  #19992439, 
P.  0.  Box  8968,  Boston,  MA  021 1 4. 


Full  time  Systems  Engineer  re¬ 
sponsible  for  analyzing  software 
requirements  for  the  company 
and  the  company's  clients,  using 
C/C++,  Delphi,  TCP/IP,  systems 
software  and  user  software 
specification-writing  and  coding. 
Must  have  a  Master’s  degree  in 
Electronics  Engineering  or  for¬ 
eign  degree  equivalent  accept¬ 
ed.  Must  have  2  years  of  experi¬ 
ence  in  the  job  offered  or  a 
position  with  same  duties. 
Salary:  $77,430.00.  Send  re¬ 
sumes  to:  Karla  Del  Rio  at  Mar¬ 
coni  Online  Inc.,  120  Interstate 
North  Parkway,  Suite  118,  At¬ 
lanta,  Georgia  30339. 


Multiple  openings  available!  - 
Intervolve  Inc.  is  looking  for 
candidates  possessing  MS/BS 
or  equivalent  and  relevant 
experience.  Work  with  several  of 
the  following  in  web  application 
development:  Visual  Basic, 
ASP,  SQL  Server,  and  MTS. 
Experience  with  Solaris,  Linux, 
PHP/Perl  preferred.  Please 
e-mail  responses  to 
hrl8intervolve.com 


Software  Engineer  sought  by 
Princeton,  NJ  Co.  involved  in 
Computer  modeling  of  biological 
systems.  Must  have  Masters  in 
Biomed  or  Elec  Engg,  Comp  Sci, 
Applied  Math,  Num  Analysis  &  1 
yrexp  dsgng,  dvlpg,  integrating, 
testing  &  debugging 

computer-based  physiological 
systems  analysis  s/ware,  using 
C++,  Java  &  HTML. 

Respond  to:  HR  Dept., 
Physiome  Sciences,  Inc.,  307 
College  Rd  East,  Princeton,  NJ 
08540-6608. 


Senior  Software  Engineer  want¬ 
ed  by  On-line  CD  8  Video  Sales 
Co  in  Ft.  Washington,  PA.  Must 
have  BS  or  equiv  in  Comp  Sci, 
Engg,  Electronics,  Physics  or 
related  field  &  2  yrs  exp  dsgng, 
dvlpg  new  server  &  database 
technologies  to  support  on-line 
retail  operations.  Respond  to: 
Cheryl  Jacobs,  HR  Manager, 
CDNow,  Inc.,  1005  Virginia 
Drive,  Ft.  Washington,  PA 
19034. 


Several  positions  available,  in¬ 
cluding  Software  Engineers  and 
Sr.  Software  Engineers  in  a  vari¬ 
ety  of  areas.  Requirements  and 
salary  vary  per  position.  Send  re¬ 
sume  to:  Nanda  Chheda,  Amer¬ 
ican  Megatrends,  Inc.,  6145F 
Northbelt  Parkway,  Norcross, 
Georgia  30071. 

Software  Engineer  -  design, 
development  and  deployment  of 
e-business  systems  over  the 
internet,  using  OOPs 
technology,  Java  applications, 
and  RDBMS  databases  (SQL 
Server/Oracle).  BS/MS  with 
relevant  experience.  Send 
resume  to:  ShareMax.com,  HR 
Dept,  1259  Rt.  46  East,  Parsip- 
pany,  NJ  07054. 


3D  Animation  Software 
Developer  wanted  by  New  York- 
based  Maritime  Education  & 
Services  Co.  for  job  in  New  York 
City.  Must  have  Masters  in  Comp 
Sci  or  Engg  8  2  yrs  related 
experience.  Respond  to: 
Brian  Donohue,  Director  of  RSD, 
The  Seamen's  Church  Institute, 
241  Water  St,  NY,  NY  10038 


Computer  System  Engineer 
wanted  by  Pharmaceutical 
Co  in  Edison,  NJ.  Must 
have  Bach  in  Comp  Engg  & 
2  yrs  engg  exp  dsgng  RAS 
system,  managing  Oracle 
Database  in  SUN  Solaris, 
maintenance  &  support  for 
UNIX  &  NT  systems. 


Fax  resumes  to: 
212-308-5325. 


Coats  NA  seeks 

Programmer/Analysts,  Develop¬ 
ers  and  DBAs  to  support 
Client/Server  applications.  B.Sc. 
Computer  Sc.  or  related  +  exp. 
with  WinNT  and  Oracle  tools  8 
applications  required.  Send  re¬ 
sumes  to  Coats  North  American, 
4135  So.  Stream  Blvd.,  Char¬ 
lotte,  NC  28217. 

Coats  is  an  EEO  employer. 


Database  Administrator,  Stone- 
ham,  MA;  Analyze,  design  and 
develop  applications  on  Unix  and 
Windows  NT  Operating  System 
using  Oracle  RDBMS,  Pro*C, 
Cobol,  Clipper  and  FoxPro.  Per¬ 
form  Novell  Netware  and  Oracle 
database  administration  tasks. 
Req'd.  Masters*  in  Comp.Sci.  or 
Math  or  Engg.  1  yr.  exp  in  job 
offered  or  1  yr  exp.  as  Oracle 
Developer.  ’Will  accept  Bachelors 
degree  8  5  yrs.  exp.  in  lieu  of 
Masters.  40  hrs/wk.,  9a-6p, 
Mon-Fri.,  $60,000/Yr.  Applicants 
should  submit  two  (2)  copies  of 
his/her  resume  in  response  to: 
#  19992510,  P.  0.  Box  8968, 
Boston,  MA  02114. 


Software  Developer  wanted  by 
Tech  Solutions  Co  in  Norwood, 
MA.  Must  have  BS  in  Eectrical 
Engg  8  1  yr  s/ware  exp. 
Respond  to:  HR  Dept,  Manoj 
Saxena,  ADZAP,  Inc.,  210 
Neponset  St,  Norwood,  MA 
02062. 


Software  Engineer 

Design,  develop  and  implement 
application  systems  in  Windows 
environment.  Develop  software 
systems  using  Powerbuilder, 
Visual  Basic,  Sybase,  Oracle, 
on  LAN's  under  MS-Windows 
operating  system.  Design  and 
implement  software  using  C, 
C++,  and  analyze  and  deter¬ 
mine  user  requirements.  B.S. 
(comp  sci,  eng.  rel  field/equiv) 
and  5  yrs.  exp.  40  hrs/wk.  Send 
resume  to:  Human  Resources, 
128  Software,  Inc.,  44  Wood 
Avenue,  Suite  1 ,  Mansfield,  MA 
02048. 


PROJECT  DIRECTOR 
Stoneham,  MA:  Project  Director 
with  proven  track  record  in 
remote  management  of  teams 
8  projects.  Design  8  imple¬ 
ment  web-based  applications 
using  VB,  VC++,  MTS,  ATL, 
COM/DCOM,  IIS,  ASP  in 
Win/NT  environment.  Candi¬ 
dates  with  Masters  degree  in 
tech  related  field  8  min  2  years 
industry  experience  in  Proj 
Mgmt  or  DB  Admn  preferred. 
Fax  resume  with  salary  history 
to  781-438-7730  or  email 
michelene@planetsoft.com 


SOFTWARE  ENG  Design,  de¬ 
velop  8  implement  new  computer 
processes  8  procedures  to 
enhance  revenue  collection 
process  (systems  mods,  en¬ 
hancements,  mgmt  reporting). 
B.S.  Computer  Science  or  equiv 
+  2  yrs  exp  as  Programmer/ 
Analyst  or  Software  Eng  reqd. 
Exp  w /  FOXPro,  C,  SQL,  UNIX, 
MS  Access,  Excel  8  Word  also 
reqd.  $78K/yr.  Send  resume  to: 
H.R.Mgr.,  Premiere  Technologies, 
Inc.,  3399  Peachtree  Rd,  N.E., 
Ste  600,  Atlanta,  GA  30026,  Ref 
#ED1 . 


WE  DO  A 
BETTER 
JOB  AT 
HELPING 
YOU 

GET  ONE. 


Senior  Software 
Engineer  - 

East  Haven,  CT.  Require 
experience  in  design  and 
development  of  commer¬ 
cial  software  using  Visual 
Basic  and  SQL  Server. 
Attractive  compensation 
package.  Send  resume  to 
Karan  Myers,  Professional 
Pensions  Inc.  444  Foxon 
Road,  East  Haven,  CT. 
06513. 


Software  Engineer,  Malden,  MA: 
Analyze,  design  and  develop 
client-server  applications  using 
SYBASE,  DB-Lib/C,  ISQL,  SQR 
and  SYB-Perl  on  HP-UX.  Pro¬ 
vide  technical  support.  Req'd. 
Masters  in  Comp.  Sci.  or  Engg. 
or  Math.  1  yr.  exp.  in  job  offered. 
40  hrs/wk.,  9a-6p. 
$76,252.80. 00/Y  r.  Applicants 
should  submit  two  (2)  copies  of 
resume  in  response  to:  Case 
#19992440,  PO  Box  8968, 
Boston,  MA  02114. 


Programmer  Analyst  - 

design 

and  implement  web 

pages, 

server  side  scripting, 

using 

OOPs  technology, 

Java 

applications  and  RDBMS 

database  (SQL  Server/Oracle). 

BS  with  relevant  experience. 

Send  resume 

to: 

ShareMax.com,  HR 

Dept., 

1259  Rt.  46 

East, 

Parsippany,  NJ  07054. 

Software  Engineer  wanted 
by  Software  Consulting  Co. 
in  Princeton,  NJ  to  analyze, 
design,  develop,  test  and 
implement  internet/intranet 
applications  using  C++, 
Visual  C++,  COM/DCOM. 
ActiveX,  ASP  and  JAVA.  MS 
in  Comp  Sci  or  Engg  reqd. 
Only  experienced  candi¬ 
dates  need  apply.  Respond 
by  resume:  HR  Dept,  Ref 
#2001 ,  Princetec  Inc,  4365 
Route  IS,  Princeton,  NJ 
08540. 


Sr.  Engineer  -  Network 
Operations  Center  wanted 
by  Telecom  Services  Co  in 
Hackensack,  NJ.  Must  have 
BS  in  Comp  Sci,  Electronics 
or  Engg,  3  yrs.  exp.  utilizing 
WAN  equipment  and 
processes  &  1  yr  exp  with 
OSPF,  BGP,  IS-IS  and 
Internet  routing  protocols. 

Respond  to:  HR  Dept, 
Net2Phone,  Inc.,  171  Main 
St,  Hackensack,  NJ  07601 . 


Professional  Services  Consul¬ 
tant  sought  by  Massachusetts- 
based  S/ware  Dvlpmt  8 
Consulting  Co.  for  job  in  New 
York  City.  Must  have  Bach  in 
Comp  Sci,  Comp  Engg  or 
related  field  8  1  yr  IT  consulting 
experience. 

Respond  to:  HR  Dept,  Job  Code 
#5620,  Cognos  Corporation,  67 
South  Bedford  St,  Burlington, 
MA01803. 


Data  Base  Administrator 
needed  by  Computer  S/ware 
Consulting  8  Dvlpmt  Co.  in 
Paramus,  NJ  for  client  Iocs 
throughout  US.  Must  have 
Masters  in  Comp  Sc.  Engg  8  2 
yrs  s/ware  exp.  Respond  to: 
HR  Dept.,  Indus  Consultancy 
Services,  140  E.  Ridgewood 
Ave,  Paramus,  NJ  07852. 


Database  Administrator,  Boston, 
MA:  Perform  data  modelling, 
provide  support  for  Oracle  Data¬ 
base  to  insure  availability,  per¬ 
formance  and  data  integrity. 
Manage  new  database  tables. 
Develop  applications  using  Visu¬ 
al  Basic,  MS  Access,  C  on  Win¬ 
dows,  DOS  and  Windows  NT. 
Req'd.  Bachelors  in  Comp.  Sci 
or  Engg.  or  Math.  1  yr  exp.  in  job 
offered  or  1  yr.  exp  in  Computer 
Related  Profession.  40  hrs/wk., 
9a-6p.  $43,000/Yr.  Applicants 
should  submit  two  (2)  copies  of 
his/her  resume  in  response  to: 
#19992445,  P.  0.  Box  8968, 
Boston,  MA  02114. 


Programmer/Analyst  wanted  by 
Computer  Services  Co  in 
Edison,  NJ.  Must  have  Bach  in 
Comp  Sci,  Comp  Engg  or  Elec 
Engg  8  1  yr  exp  planning,  dvlpg 
8  testing  8  documenting  comp 
s/ware  under  client  server 
architecture  using  C/C++,  SQL 
8  PL/SQL  with  ORACLE  8  MS 
SQL  Server  databases  in  Win  8 
UNIX  envrmt.  Respond  to:  HR 
Dept,  Information 
Technology  Management,  900  C 
OakTree  Rd,  Edison,  NJ  07080. 


Sr.  Programmer  Analyst  -  Devel¬ 
op  migration  strategy  for  soft¬ 
ware  projects  using  Progress  8 
shell  scripts  on  UNIX  based 
hardware.  Reqs:  2  years  6 
months  experience.  Employer  is 
a  computer  consulting  company. 
Relocation  required  to  client 
sites  for  assignments  from  6 
months  to  2  years.  M-F,  9AM  - 
5PM,  35  hrs./wk„  $82,000/yr. 
Send  2  resumes  to:  Case 
#19992465,  PO  Box  89688, 
Boston,  MA  02114. 


Programmer/Analyst  want¬ 
ed  by  Computer  Services 
Co.  in  Rochelle  Pk,  NJ. 
Must  have  Bach  in  Comp 
Sci,  Comp  Engg  or  Elec. 
Engg  &  1  yr  exp  planning, 
dvlpg,  testing  &  document¬ 
ing  computer  s/ware  for 
ERP  applic  using  BPCS 
s/ware. 

Respond  by  resume  to: 
HR  Dept,  JGI,  201  West 
Passaic  St,  Rochelle  Pk,  NJ 
07662. 


Systems  Engineer,  Malden  MA: 
Analyze,  design  and  develop 
Smart  Client/Thin  Client  Oracle 
Applications/Web  Applications 
(ERP  Software)  using  Design¬ 
er/2000,  AIMS.  PL/SQL, 
SQL'Plus,  Discoverer, 

SMARTDB  and  SQL'Loadsr  for 
migration  and  conversion.  Re¬ 
q'd.  Masters  *  in  Engg  cr 
Comp.Sci.  or  Math.  1  *  yr.  exp  in 
job  offered.  *  Will  accept  Bache¬ 
lors  degree  8  5  yrs.  of  progres¬ 
sive  work  exp.  in  lieu  of  Masters 
and  1  yr  exp.  40  hrs/wk.,  9a-6p, 
Mon-Fri.,  $76,252/Yr.  Applicants 
should  submit  two  (2)  copies  of 
his/her  resume  in  response  to: 
Case  #19992451,  P.0  Box 
8968,  Boston,  MA02114. 


Programmer  Analyst:  Atlanta 
(GA);  Design,  develop  8  test 
applications  in  finance  and 
accounting  areas  in  client  server 
environment  using  Sybase, 
PowerBuilder,  C  and  C++  on 
UNIX  and  Windows  platforms; 
Requires  BS  in  Computer  Sc/ 
Elec  Engg.  8  2  yrs  exp  in  Sybase 
and  PowerBuilder  using  C  and 
C++  under  UNIX  and  Windows 
platforms;  Salary  $60K/yr; 
40hrs/wk  (Mon-Fri)  8am-5pm; 
Apply  in  person  or  send  two 
resumes  to:  Georgia  Depart¬ 
ment  of  Labor,  Job  Order  #  GA 
6513862,  2943  N.  Druid  Hills 
Road,  Atlanta,  GA  30329,  or  the 
nearest  Department  of  Labor 
Field  Service  Office.  Must  have 
proof  of  legal  authority  to  work  in 
the  U.S. 


Software  Engineer 

We  are  seeking  5  qualified  can¬ 
didates  to  develop  state-  of-the- 
art  financial  trading  systems  for 
institutional  investors.  Utilize 
knwldge  of  PERL,  UNIX,  8 
Oracle,  in  improving  software 
by  modifying  existing  fea-  tures 
or  adding  new  ones  to  enhance 
efficiency.  Design, dvlp  8  imple¬ 
ment  based-financial  systems 
supplying  leading  edge  tools  for 
real-time  data,  stocks  8  options 
analysis,  charting,  portfolio 
analysis  8  trading  operations. 
Reqd:  Bach,  degree  in  Comp. 
Sci.,  Engnrng  or  Math  8  3  yrs  of 
exp.  in  related  field.  Pis  mail 
resume  to  IT  Web,  410  Eighth 
St.,  3rd  fl„  Hoboken,  NJ  07030 
or  fax  to  503  905  0277  Attn:  Mr. 
Hesh.  No  calls,  please. 


Database  Administrator,  Mald¬ 
en,  MA:  Perform,  install,  up¬ 
grade  and  maintain  Oracle  Data¬ 
bases,  Oracle  Applications  and 
tools  Developer  2000,  Designer 
2000  and  OEM  on  UNIX  and 
Windows  NT.  Prepare  Oracle 
Database  Tuning,  Performance 
Monitoring,  Back  up  and  appli¬ 
cations  tuning.  Provide  technical 
support  in  Oracle  Financials  and 
Oracle  manufacturing  Modules; 
use  Forms  4.5  and  Reports.  Re¬ 
q'd.  Masters  in  Comp.  Sci.  or 
Engg.  or  Math.  1  yr.  exp.  in  job 
offered  40  hrs/wk.,  9a-6p.  $ 
75,000.00/Yr.  Applicants  should 
submit  two  (2)  copies  of  resume 
in  response  to:  Case 
#19992496,  PO  Box  8968, 
Boston,  MA  02114. 


SENIOR  SOFTWARE 
ENGINEER 

with  2  years  of  computer- 
related  experience  to 
design,  develop  and  imple¬ 
ment  software  applications 
using  Oracle,  Developer 
2000,  SQL,  and  Unix. 
Excellent  communications 
skills  and  a  Master's 
degree  or  equivalent 
required.  FAX  resume  to 
HR  7819374976  or  email: 
tbetti  @  raymondkarsan.com 


Systems/Programmer  Ana¬ 
lysts:  Several  Sr.  and  entry 
level  positions  available  for 
qualified  candidates  pos¬ 
sessing  BS/MS  or  equiva¬ 
lent  and  relevant  work  ex¬ 
perience.  Work  with  some 
of  the  following  DB2,  CiCS, 
COBOL  and  VisualAge 
Generator  V3.1.  Must  be 
willing  to  travel  and  relocate 
as  required.  E-  mail  resume 
to  saniav@stellarsoft.com 
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You  con’t  hide  from  change.  But  you  can  prepare  for  it.  Embrace  it  even.  That’s  where  we  come  in.  With  an  eMarketplace  that 
matches  your  unique  skills  with  the  most  rewarding  opportunities.  With  powerful  tools  that  help  you  run  your  business  better. 
And  with  a  virtual  network  that  connects  you  with  the  right  kind  of  companies  —  those  that  can  see  as  far  ahead  as  you. 


SkillsVillage.com" 


A  new  force  at  work. 


If  organizations  want  to  flourish  in  the  global  economy,  leaders  need  to  nourish  their 
employees.  Our  WITI  FASTTRACK  coverage  will  cover  the  trends  and  techniques  of 
leading  companies  around  the  US.  If  you're  interested  in  a  top  IT  environment  offering 
first-class  treatment,  check  out  the  WITI  FASTTRACK.  You'll  meet  exceptional 
employers  including: 


Capital  One 

Computer  Associates 

Consultis 

Corning 

Gartner  Group 

Global  Crossing 

Goldman  Sachs 

Humana 

Hyperion 

Keane  Inc 

KPMG 

Pfizer  Central  Research 
Pitney  Bowes 
Price  WaterhouseCoopers 
Raytheon  Company 
Rennesellar  Polytechnic 


Scient 

Dice.com 

Digineer 

Metricom 

SBC 

Communications/Pacific 

Bell 

3Com 

Affyme  tries 

Agilent 

Altera  Corp 

Applied  Materials 

Corio 

Hvoice 

FileNet  Corporation 
Google.com 


Incyte 

Intraware 

Kaiser  Permanente  IT 
LAM  Research 
Level  3 

Microsoft  Diversity 

Mimecom 

Modis 

NEC 

PeopleSoft 
SAP  Labs 
Seagate 

STMicroelectronics 

Xilinx 

XStream  Logic 


For  more  information  on  WITIFASTTRACK,  please  call  Janis  Crowley  at  1-800-762-2977. 


FASTTRACK 


Women  advancing  technology 


o 


careers 
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When  I  think  about  leadership,  I  believe 


it’s  mostly  about  vision,  growing  talent  and 


communication.  The  great  ones  focus  on 


these  things  with  a  passion,  and  are  not 


swayed  by  alligators  in  the  swamp.  You  don’t 


have  to  be  bom  a  leader  to  emerge  a  leader. 


True  leaders  learn  something  new  about 


leadership  everyday. 


yy 


Today’s  leader  understands.  The  best  way  to 


manage  your  career  is  to  position  yourself 


where  the  best  opportunities  come  to  you. 
That’s  why  Heidrick  &  Struggles  created 
LeadersOnline.  We  continually  and  confiden¬ 
tially  look  for  opportunities  that  meet  your 


requirements.  And  we  help  give  you  the 


advantage  every  leader  should  have. 


0 


dersOnline.  Become  a  member  today. 


I 


nline 


elCruiting  Quality-from  Heidrick  &  Struggles 


Michael  Christy, 

President  of  LeadersOnline, 
on  what  it  takes 
to  be  a  leader. 


W 


We  see  the  leader  in  you 


IT  CAREERS 


>/  Jafrn  Hancock  knows. a  thing  or  two  about 

■ 

been  creating  a  dazzling  array 
*&^i#ihhovative  financial  services  and  products 

■ .  :  fortg  before  dot  corns  mere  euen  a  twinkle  in 

'.// ....  . 

%^r  theffr  creators’  eyes.  Ule’re  blazing  new 

J,  .  V 

poths  on  the  financial  seruices  landscape, 
y  and  we’re  creating  more  opportunities  to 
i'V  heat  up  the  careers  of  professionals  who 
-  -r  -want  hands-on  inuoluement  in  the  coolest  IT 
environment  in  the  industry. 


If  you’re  all  fired  up  about  getting  top-tier,  high-energy  IT  action,  come  see  us 
Because  it’s  really  cool  to  be  involved  with  IT  this  hot. 


We  also  provide  an  impressive  list  of  employee  incentives  including:  bonus 
compensation  for  performance  excellence  and  ongoing  training  opportu¬ 
nities.  Please  send  your  resume.  E-mail:  emptoyment@jhancock.com  (text 
format  only,  no  attachments);  or  Mail:  John  Hancock  Financial  Services, 
Inc.,  Recruiting  and  Staffing,  P.O.  Box  111,  Boston,  MA  02117.  We  are 
strongly  committed  to  diversity  and  equal  opportunity  employment. 


Financial  Services 


John  Hancock  Financial  Services.  Inc., 
RS600CW  and  affiliated  companies,  Boston,  MA  02117, 


Sure 

NetworkWorld, 

Computerworld, 

AND  INFOWORLD 

Help  You  Do 
A  Better  Job. 

Now  Let  Us  Help 
You  Get  One. 
Call: 

1-800-762-2977 


Q  careers  com 
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Meet  WIT!  Sponsors: 

Adaptec  y  Agilent  Technologies  AMD 
y  Amgen  Inc.  y  Apple  y  Applied 
Materials,  Inc.  y  Bitlocker,  Inc.  y  Blu 
Marble  y  Bulldogresearch.com  y  Cadillac 
y  Capital  One  y  Charles  Schwab  &  Co. 
Cisco  Systems  y  Compaq  Computer 
Corporation  ▼  Computer  Associates 
International,  Inc.  ▼  Conexant  Systems, 
Inc.  ▼  Consultis  y  Dell  Computer 
Corporation  y  Deloitte  Consulting  ▼ 
Ernst  &  Young  ▼  eVoice,  Inc.  y  Financial 
Finesse  y  Fiypaper.com  ▼  Global  Crossing 

▼  Goldman  Sachs  &  Company  y  Google 

▼  Healtheon  Web  MD  ▼  IBM  ▼ 
iMotors.com  ▼  Intel  Corporation 

▼  KPMG  Consulting  ▼  Loud  Cloud,  Inc.  y 
Macromedia  y  Mentor  Graphics 

▼  Microsoft  Corporation  y  Motorola  y 
NASAATTC/TEN  y  National  Semiconductor 

▼  Nokia  y  Novell,  Inc.  y  Opus  360 
y  Pacific  Bell  y  PeopleSoft  y  Pfizer 
Central  Research  ▼  PR  Newswire  ▼ 
PricewaterhouseCoopers  y  Quantum 
Corporation  y  Raytheon  y  Remedy 
Corporation  y  RH1  Consulting  ▼  Scient  y 
Seagate  Technology  ▼  Siebel  Systems,  Inc. 

▼  Silicon  Graphics,  Inc.  ▼  Silicon  Valley 
Bank  ▼  Solectron  Corporation  ▼ 
Sun  Microsystems,  Inc.  y  TAOS  -  The 
System  Administration  Company  y  Texas 
Instruments  y  The  Mercury  News  y  The 
Weber  Group  ▼  US  WEST  y  Wall  Street 
Journal  ▼  Webolution  y  WorldStream 
Communications  ▼  Xilinx,  Inc. 


w  w  w  .  w  i  t 


WITl  presents  the 

SiucoiM  Valley  Technology  Summit 

June  20-22,  2000 

Santa  Clara  Convention  Center  I  Santa  Clara,  CA 


This  is  your  opportunity  to  meet  women  from 
all  technology  sectors  worldwide... 
at  one  time...  in  one  place... 
at  WITI's  Silicon  Valley  Technology  Summit! 


3  days  of  outstanding  opportunities: 

V  Update  your  skills  in  the  business,  entrepreneur, 
technology  and  professional  development  tracks 

V  Make  new  business  contacts  in  the 
Business  Networking  Center 

V  Celebrate  Women  Advancing  Technology  at 
WITI's  5th  Annual  Hall  of  Fame  Dinner 

V  Check  out  the  hottest  new  products  at  the 
e-commerce  pavilion 

V  Bring  your  resume  to  WITI's  FastTrack  Expo 


Join  Us  -  Register  Today  to  receive  a  Gift  Certificate  for  $100  from  The  Sharper  Image!* 


Certificate  Quantities  Are  Limited, 
So  Don't  Miss  This  Valuable  Opportunity!! 
May  not  be  combined  with  any  other  discount. 
Please  mention  Promo  Code  PNWS100. 


men  Advancing  Technology 


Women  in  Technology  International 


o  rn 


8  0  0 


3  3  4 
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IT  CAREERS 


Envision  your  typical  Fortune  500 
company.  Do  you  see  technology 
mixed  with  team  work?  A  balanced 
and  supportive  family  type 
atmosphere?  A  corporate-wide  open 
door  policy?  Probably  not.  You  would 
if  you  worked  for  TJX.  Boasting  over 
$8.8  billion  in  assets,  we  are  the 
largest  off-price  retail  corporation 
and  proud  parent  organization  to 
T.J.  Maxx,  Marshalls,  HomeGoods 
and  A.J.  Wright.  By  working  together, 
we  have  consistently  been  ranked  in 
the  Top  20  of  The  Boston  Globe  100  - 
The  Best  of  Massachusetts  Business. 


TP/ 


THE  TJX  COMPANIES,  INC. 

TJ-maac  /Marshalls. 

A  il  Wright.  HomeGoods 


Westboro  Positions 


Senior  Programmer  Analyst  -  MVS,  COBOL 
Senior  Programmer  Analyst  -  Visual  Basic 
Senior  Programmer  Analyst  -  C,  UNIX 
Programmer  Analyst  -  PowerBuilder 
Project  Leader  -  Mainframe  Applications 
Project  Leader  -  POS,  Store  Systems 


Framingham  Positions 


•  Database  Specialist  -  DB2 

•  Systems  Programmer  -  MUS 

•  Senior  Data  Communications  Specialist 

•  Manager  Business  Analysis/User  Support  - 
Financial  Applications 

•  Network/LAN  Administrator  -  NT,  Lotus  Notes,  SQL 

www.tjx.com 

Please  forward  your  resume  to:  The  TJX  Companies,  Inc., 

Attn:  Staffing  Specialist,  Dept.  CW-400,  770  Cochituate 
Road,  Framingham,  MA  01701.  Fax:  (508)  390-2650. 

Email:  jobs@tjx.com 


We  are  an  equal  opportunity  employer  committed  to  workforce  diversity. 


ATTENTION  IS/IT  PROFESSIONALS 


Your  dream 
IT  job  is  just  a 
career  fair  away. 


Plan  to  attend  the... 


NAACP  Diversity  &  High-Tech 


CAREER  FAIR 

‘  The  #1  Diversity  Career  Fair  In  The  Nation  ” 

'^sxssEmmM 

National  Sponsor  Regional  Sponsors 

(|Ti14:|ii  j-lt-'l  ^  MERCK 


United  Defense 


*  Findings  are  the  result  of  a  1 999  national  survey  of  2,000  registered  NAACP  Career  Fair  attendees. 


2000  UPCOMING  SCHEDULE  OF  EVENTS 


CINCINNATI,  OH 

WASHINGTON,  DC 

PHILADELPHIA,  PA 

LOS  ANGELES,  CA 

Tuesday,  June  6 

Monday,  July  24 

Tuesday,  Sept.  12 

Monday,  Sept.  25 

SHARONVILIE  CONVENnON  (enter 

Hilton  Alexandria  Mark  Center 

Philadelphia  Loews  Hotel 

Sheraton  Gateway  Horn 

SOMERSET,  NJ 

SAN  DIEGO,  CA 

NEW  YORK,  NY 

CHICAGO,  IL 

Tuesday,  June  13 

Tuesday,  July  25 

Tuesday,  Sept.  19 

Tuesday,  Sept.  26 

Garden  State  Convention  Center 

San  Diego  Convention  Center 

Madison  Square  Garden  Expo  Center 

Navy  Pih 

CALL  1-800-562-7469  FOR  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 

If  you  can't  make  it  to  the  events,  submit  your  resume  at  BestDiversityEmployers.com. 


PRODUCTIONS 

The  NAACP  Diversity  &  High-Tech  Career  Fair  is  produced  and  managed  by  Shomex  Productions 

2601  Ocean  Park  Boulevard,  Suite  200  •  Santa  Monica,  CA  90405  •  (310)  450-8831  •  www.naacpjobfair.com 


UNIVERSITY  OF  ARKANSAS  AT  LITTLE  ROCK 

Executive  Director  for  Information  and  Computer  Services 

The  Executive  Director  for  Information  and  Computer  Services  reports  to  the  Chancellor  and  will  be  responsi¬ 
ble  for  providing  campus-wide  leadership  in  multiple  areas  of  information  technology  including  computing  ser¬ 
vices,  instructional  media  development,  distance  learning,  and  telecommunications.  The  Director  will  have  pri¬ 
mary  responsibility  for  providing  effective  client  service  to  UALR’s  multiple  constituencies:  students,  faculty, 
staff,  administrators,  and  external  organizations.  The  Director  will  also  work  with  these  groups  to  develop  and 
implement  a  plan  for  the  acquisition  and  operation  of  appropriate  computer  and  information  technology.  The 
Director  is  expected  to  participate  in  the  planning  and  implementation  of  effective  workshops  and  seminars  to 
assist  faculty  to  integrate  technology  into  the  learning  environment.  Specific  duties  will  include  supervision  of 
the  Computing  Services  staff,  coordinating  technology  activities  to  share  resources,  developing  and  encour¬ 
aging  the  use  of  information  technology  standards,  developing  information  security  policies  and  funding  prior¬ 
ities.  The  Director  is  expected  to  have  an  understanding  for  professional  development  and  provide  the  lead¬ 
ership  necessary  for  the  continued  development  of  the  Computing  Services  staff. 

The  Director  must  have  the  communications  skills  to  work  with  all  levels  of  users  and  staff,  be  able  to  build 
team  support,  and  have  experience  managing  budgets.  The  successful  candidate  must  demonstrate  the  abil¬ 
ity  and  willingness  to  work  with  technology  services.  This  person  must  have  an  understanding  of  current  and 
emerging  trends  in  the  use  of  information  technology  and  be  able  to  apply  this  knowledge  to  support  research, 
instruction,  and  administration.  A  baccalaureate  degree  is  required;  a  graduate  degree  is  preferred.  Experi¬ 
ence  with  higher  education  is  desirable. 

The  University  of  Arkansas  at  Little  Rock  is  an  interactive  metropolitan  university  with  a  diverse  student  body 
of  11,000  undergraduate,  masters,  and  doctoral  students.  UALR  is  one  of  Arkansas’  major  educational  insti¬ 
tutions,  employing  500  full-time  faculty.  The  university's  offerings  include  100  degree  programs,  an  extensive 
schedule  of  night,  weekend,  and  off-campus  services.  It  is  accredited  by  the  North  Central  Association  of  Col¬ 
leges  and  Schools. 

UALR  comprises  eight  schools  and  colleges:  Arts,  Humanities,  and  Social  Sciences;  Business  Administration; 
Information  Science  and  Systems  Engineering,  Education;  Professional  Studies;  Science  and  Mathematics, 
School  of  Law,  and  the  Graduate  School. 

To  apply,  send  a  letter  of  application,  a  resume,  a  one-page  statement  of  your  philosophy  concerning  infor¬ 
mation  resources  in  a  metropolitan  university,  and  the  names,  addresses,  and  telephone  numbers  of  at  least 
five  references.  The  review  process  will  begin  immediately  and  will  continue  until  the  position  is  filled.  Appli¬ 
cations  or  nominations  should  be  sent  to  Dr.  Charles  W.  Donaldson,  Chair,  CIO  Search  Committee,  Universi¬ 
ty  of  Arkansas  at  Little  Rock,  2801  S.  University  Ave.,  Little  Rock,  AR  72204-1 099 

The  University  of  Arkansas  at  Little  Rock  is  committed  to  the  policy  of  providing  equal  opportunity  for  all  per¬ 
sons  and  will  not  discriminate  in  admissions,  age,  race,  national  origin,  color,  disability  nor  religion.  In  carry¬ 
ing  out  this  commitment,  the  University  follows  the  principles  of  affirmative  action  and  operates  within  the  fed¬ 
eral  laws  and  executive  orders  prohibiting  discrimination.  Under  Arkansas  law  all  applicants  are  subject  to 
disclosure.  Person  hired  must  have  proof  of  legal  authority  to  work  in  the  United  States. 


PU8COG60SN  ft 


Computerworld  •  I nfo World  •  Network  World  •  June  5,2000 


Ill 

jpSjifcjS 


careers 


IT  CAREERS 


CYBERNOBODY.COM 

1234  Same  Ol'  Rd. 
Pipedream,  AM  65455 
/  (576)  234-8765 

www.cybernobodY.com 


Dot  here  Dot  going.  Dot  gone.  Do  you  know 
where  your  dot-com  wilt  be  tomorrow? 

(We  know  where  Lucent  will  be  . . .  leading 
the  communications  revolution). 


What’s  yOUr  objective? 

www.1ucent.coTm/hireme 


Lucent  Technofogies 

VlHlr  Name  Here 
www.lucem.eom 

We  make  ,h«  filings  ihat 


maltt  cemmunicaii, 


ons  work.1 


Expect  great  things. 


Lucent  Technologies  is  an  equal  opportunity  employer  commited  to  an  open  and  supportive  work  environment. 


www.voicestream.com/jobs 


We  ore  on  equal  opportunity  employer  committed  to  workforce  diversity. 


■  y*. 


VoiceStream  offers  a  highly  competitive  compensation  and  benefits  program 
including  an  exceptional  40 1  (k)  plan.  For  consideration  please  send 
resume  indicating  IOB  CODE:  PITCXD,  Resumes  must  include  job 
code  for  consideration.  When  e-mailing  resume, 
please  include  JOB  CODE  in  subject  line. 


E-mail:  recruiters@voicestream.com 
Fax:  877-576-64(9 
or  mall  to:  ■■y. 

VoiceStream  Wireless  '*<■  • 

P.O.Box  3837 
Scranton,  PA  1 8505 


— — 


> 


8k  kHp " 
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wore-  feom  life. 

Join  the  hottest  wireless 
company  in  the  nation! 

At  VoiceStream  Wireless,  the  fastest  growing  wireless  company  in  the  country,  we  take 
great  pride  in  adapting  to  change  quickly  and  delivering  the  products,  features,  and  services  our 
customers  expect  and  demand.  Our  highly  spirited,  rapidly  evolving  environment  will  allow  you 
to  GET  MORE  from  your  career  by  expanding  your  capabilities  and  reach  your  full  potential. 
So  if  you're  looking  for  a  company  dedicated  to  innovation  and  success-look  to  VoiceStream. 
We  are  currently  seeking  technically  savvy  professionals  at  our  Corporate  Headquarters  in 

beautiful  Bellevue,  WA. 


EXECUTIVE  DIRECTOR  OF  SYSTEMS  SUPPORT 

Direct,  plan,  organize,  implement,  and  control  operations  infrastructure. 


DIRECTOR  OF  NETWORK  OPERATIONS 

Responsible  for  Network  Operations  including 
IT  Data  &  Voice  and  Call  Center  Technology  systems. 


BILLING  MANAGER 

Manage  billing  group  of  1 2+  individuals;  assist  in 
monitoring  and  reporting  escalate  billing/rating/usage  issues. 

NETWORK  DESIGN  ENGINEER 

Provide  strategic  and  tactical  network  design  services. 

CONFIGURATION  ITAs 

Coordinate  with  multiple  groups  to  build  and 
test  standardized  OS  multiple  platforms. 

WEB  DEVELOPERS 

Work  as  part  of  a  team  to  determine 
project  scope,  sizing  and  technical  design. 

PROJECT  MANAGERS 

Responsible  for  overall  technological  project  implementations. 


OUR  BEST  PLACES 
TO  WORK  ISSUE 
IS  ON  ITS  WAY. 

APPEARING  JUNE  5  WITH  CONTINUED 
COVERAGE  THROUGH  JUNE  26 

For  years  Compnterworld  has  been  helping  IT 
professionals  get  a  handle  on  great  work  environ¬ 
ments  with  our  annual  reporting  on  The  100  Best 
Places  To  Work. 

This  year  we  continue  our  service  with  extended 
reporting  that  begins  on  June  5 
and  continues  through  June  26. 

Get  information  that  you  can  use  to  determine 
which  companies  have  the  best  match  to  your 
career  wish  list. 

Look  for  us  on  the  Web  at  www.ITcareers.com 

For  advertising  information  call 
Janis  Crowley,  1-800-762-2977 

COMPUTERWORLD 

0  careers 
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IT 


Director  of  Information  Systems 
City  of  Rochester,  NY 
Salary:  $67,874-583,181 
Excellent  Benefits 

This  is  an  important  bureau  head  position  responsible  for  the  planning, 
direction,  and  implementation  of  the  City’s  automated  information 
systems.  Duties  include  service  delivery  to  user  departments;  resource 
management;  and  the  design,  refinement,  and  operating  methods  of 
information  systems. 

Minimum  Qualifications:  Bachelor's  Degree  in  Information  Systems, 
Data  Processing,  Computer  Science,  Mathematics,  Business  Admin¬ 
istration,  or  Electrical  Engineering  AND  six  years  experience  in 
information  systems  operations  management,  systems  analysis, 
systems  programming,  or  systems  project  management,  at  least  three 
requiring  supervision  of  technical  staff;  OR  high  school  and  ten  years 
as  shown  previously;  OR  any  equivalent  combination  of  training  and 
experience  within  the  limits  herein  described. 

Apply  by  June  26, 2000  to:  Bureau  of  Human  Resource  Management.; 
103A  City  Hall,  30  Church  St.,  Rochester,  N.Y.  14614,  Attn:  Marlene 
Carpino.  Resumes  may  accompany  but  will  not  be  accepted  in  place 
of  a  City  of  Rochester  employment  application.  Applications  may  be 
obtained  by  calling  716-428-7151,  or  on  the  City’s  website: 
www.ci.rochester.ny.us. 


Trusted  by 
more 
hiring 
managers 
than  any 
IT  space 
in  the 
world. 


IS  AUDIT  POSITIONS 

Nationwide  (All  50  States).  CPA 
Firms  &  Cos.  In  Most 
Industries.  All  Levels  of 
Responsibility,  Some  Cos. 
Have  International  Travel.  IS 
Audit  Experience  Is  Required. 
Confidentiality  Is  Assured. 
Send  Confidential  Resume: 
Email:  alliedsrch@aol.com 
Fax:  415-921-5309  Mail:  Allied 
Search,  Inc.  Box  472410,  San 
Francisco,  CA  94147,  Attn: 
Don  May,  Managing  Director. 
Questions  (If  Any):  Tel:  1-415- 
921-1971 


Software  Developers:  Design 
&  development  of  internet/ex- 
tranet  security  applications  using 
Java  1.1,  ActiveX,  Microsoft  J++, 
Symantec  Cafe  &  JDBC  &  data¬ 
base  modeling  for  Oracle  &  SQL 
backends.  Database  develop¬ 
ment  using  C/C++  &  Visual  Ba¬ 
sic.  Req.  masters  in  Comp.  Sci., 
engineering,  or  related  tech  field. 
$53K  up.  See  our  website  at 
www.ecertify.com  or  resume  to: 
J  Cappola,  E-Certify,  3025  Wind¬ 
ward  Plaza,  Ste  200,  Alpharetta, 
GA  30005 


Talent  is 
the  fuel 
of  the  new 
economy. 

Fill  up  with 
ITcareers. 

ITcareers  and 

ITcareers.com  can  put  your 
message  in  front  of  2/3  of 
all  US  IT  professionals.  If 
you  want  to  make  hires, 
make  your  way  into  our 
pages.  Call  Janis  Crowley 
a  t 

1-800-762-2977 


IT  CAREERS 

wh.ro  the  bast  get  better 


Work  all  day  on  one  of  the 
nation's  largest  networks. 
Then  go  home  or  wherever. 


Sure,  we  have  one  of  the  country’s  largest 
privately  owned  computer  networks  and  the 
#14  ranking  on  the  Fortune  500  list.  And  of 
course,  our  salaries  are  highly  competitive. 
But  what  makes  working  here  so  special 
are  our  familv-friendly  benefits  packages, 
easy-going  lifestyle,  diverse  workplace  and 
welcoming  communities.  No  wonder  we 
were  included  in  Computerworld’s  ‘TOO 
Best  Places  to  Work!’ 

Contact  State  Farm  Human  Resources 
at  jobopps.corpsouth@statefarm.com 
for  information  about  current  positions. 

Or  visit  our  website  at 
statefarm.com.™ 


Get  there  with  State  Farm. 

State  Farm  Insurance  Companies  •  Home  Offices:  Bloomington,  Illinois 
An  Equal  Opportunity  Employer 


STATE  FARM 

INSURANCE 


COMPUTERS-Now  hiring 
consultants,  engineers, 
programmers,  and  systems 
analysts  w/experlence  in 
object  oriented  programming, 
e-commerce,  ERP 
(  Oracle,  SAP,  Baan,  & 
Peoplesoft),  RDMS,  UNIX, 
or  network  protocols. 

Apply  to  D.  Haynes,  Ariba, 
Inc.,  1565  Charleston  Road, 
Mountain  View,  CA  94043. 


careermag.com 


Cool  Jobs .  Hot  Content . 


For  High  Tech  Jobs  go  to  www.dice.com 

dlce.com 

High  tech  jobs  online 


NASDAQ:  EWBX  0  AN  EARTHWEB  SERVICE 
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How  Fast  Do  You 
Want  To  Grow?" 


VP  Technology  - 


Director  of  IS- 


LAN  Manager- 


Help  Desk- 


To  compete  with  the  best,  today's  leading  companies  use 
OperationlT.com®  to  find  the  best  IT  professionals.  Which  is  why 
we’re  your  best  resource  for  your  next  career  move.  OperationlT.com®  is 
dedicated  exclusively  to  serving  IT  professionals.  Don't  settle  for  less. 

OperaHonlT.com® 

www.OperationlT.com  •  Toll  Free:  1.888.338.9595 


It’s  the  world’s  first  global  IP-based  fiber  optic  network,  reaching  all  over  the  planet  to  create  a 
new  world  of  high-speed  data/Internet  and  voice  communications.  Global  Crossing  is  the 
company  that’s  putting  it  in  place.  Weaving  its  way  underneath  oceans  and  across  continents, 
our  fiber  optic  network  is  growing  at  a  rate  of  50  miles  per  day.  Our  company  itself  is  growing 
at  a  rapid  rate,  creating  21“  century  career  opportunities.  Join  us. 


IP  Engineers 

Product  Development  Engineers 
Unix  Systems  Engineers 
Production  Development  Managers 
Major  Account  Representatives 
Systems  Engineers 


Network  Planning  Analysts 
Data  Sales  Engineers 
Sales  Engineers 
General  Sales  Managers 
Database  Administrators 
Carrier  Account  Managers 


Though  we’ve  grown  tremendously  in  just  a  few  short  years,  start-up  is  forever  our  style.  Visit  us  on  the  web  to 
learn  more  about  our  company,  our  other  opportunities,  and  our  outstanding  benefits,  including  employee  stock 
options.  An  Equal  Opportunity  Employer. 


Global  Crossing 

The  Ability  to  Reach  the  World. 

The  Capacity  to  Change  It. 


MILLIONS 
OF  READERS 

MILLIONS 
OF  SURFERS 


ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL 

IMPACT 

TOTAL 

SAVINGS 

Put  your  message  in 
ITcareers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 


ITcareers 

where  the  best 
get  better 

1-800-762-2977 
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IT  CAREERS 


Pushing  the  Frontiers  of  Computer  Science 


Are  you  seeking  career  challenge,  opportunities  for  growth  and  a 
chance  to  work  on  issues  of  national  and  worldwide  importance  with 
the  latest  computing  systems  and  technologies?  At  Lawrence 
Livermore  National  Laboratory  (LLNL),  we're  pushing  the  frontiers  of 
state-of-the-art  computer  and  information  technology,  software 
development  and  computational  sciences.  Your  work  could  take  you  to 
projects  like  our  Accelerated  Strategic  Computing  Initiative  (ASCI) 
where  we  are  using  the  biggest,  fastest  computers  in  the  world  to 
compute  intensive  scientific  problems  to  managing  large  complex 
computer  systems  and  network  environments.  Managed  by  the 
University  of  California,  LLNL  has  a  world-class  workforce  and  an 
atmosphere  of  intellectual  freedom  and  innovation— both  of  which  are 
essential  to  sustain  scientific  and  technological  excellence. 

Opportunities  are  available  for 
Information  Technologists  and  Computer  Scientists 

Candidates  should  have  a  strong  background  in  information  technology, 
business  or  scientific  computing.  Experienced  applicants  preferred; 
some  entry-level  positions  available.  LLNL  offers  a  challenging 
environment  and  a  competitive  salary/benefits  package.  Located  in 
the  scenic  Livermore  Valley,  we  are  within  easy  driving  distance  to  San 
Jose,  San  Francisco  and  the  surrounding  Bay  Area  communities. 
To  apply  send  a  cover  letter  with  your  resume  to:  itcsjobs@llnl.gov, 
Attn:  AJND650C0.  Resumes  will  be  reviewed  and  if  there  is  interest, 
you  will  be  contacted  by  the  hiring  department.  US  Citizenship  and  the 
ability  to  obtain  a  Department  of  Energy  clearance  is  required  for  most 
positions.  Permanent  residency  does  not  meet  this  requirement. 
We  are  proud  to  be  an  equal  opportunity  employer  with  a  commitment 
to  workforce  diversity. 

University  of  California 

Lawrence  Livermore 
National  Laboratory 


uuuuw.llnl.gov/jobs 
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Few  Companies  Make  The 
BEST  PLACES  TO  WORK 
List  Four  Years  Running 

We  ’ve  Made  It  SEVEN  Years ! 

Ever  since  COMPUTERWORLD  started  their  100  Best  Places  to 
Work  in  I.S.  list  seven  years  ago,  UnitedHealth  Group  has  been 
on  it.  Seven  years!  In  a  rapidly  changing  industry,  that’s  a  long 
time.  How  did  we  do  it? 

We  suspect  it  has  to  do  with  our  commitment  to  lead  the  health 
and  well-being  marketplace  by  developing  advanced  technol¬ 
ogy  solutions  to  real  world  challenges. 

We  have  senior  and  entry-level  positions  in  the  following  areas: 


•  Web  Development 

•  Applications  Development 
(Software  Engineer) 

•  IS  Business  Analyst 

UnitedHealth  Group  has  IT  op¬ 
portunities  in  business  segments 
located  throughout  the  country. 
You  will  receive  consideration  by 
e-mailing  your  resume  to: 
SusanJ_Ries@uhc.com 


Contingency  & 

Recovery  Services 
Data/Network  Architecture 
IS  Project/Systems  Management 

www.unitedhealthgroup.com 


UnitedHealth  Group” 


We  are  an  equal  opportunity  employer  committed  to  workforce  diversity,  and  actively  promote  a 
drug-free  workplace.  Women  and  minorities  are  encouraged  to  apply.  EOE  M/F/D/V. 
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Allstate  is  a  high-tech  leader  taking  charge  on  the  Internet. 

With  the  energy  of  a  "dot  com",  and  the  resources  of  a  global 

Sj 

company,  Allstate  is  looking  for  innovators  in  mainframe, 
client  server,  networking  and  web-based  technologies. 

Offering  excellent  benefits,  compensation  and  a  casual  work 
environment,  Allstate  opportunities  are  right  here  in  the 
Chicagoland  area. 

Make  Allstate  your  # 1  choice! 

We're  looking  for  Experienced  Professionals  with  2+  years  of  experi¬ 
ence  for  the  following  positions: 

•  Bank  Architect  bank  knowledge,  N-Tier  solutions 

•  Datawarehouse  Developers  UNIX,  Oracle,  PL/SQL 

•  UNIX/NT  Architect  with  system  administration 

•  Network  Diagnostics  Engineers  with  Sniffer  experience 

•  Network  Security 

•  WAN/LAN  Engineers  with  Router  &  Switches  experience 

•  NT  Systems  Engineers  with  experience  in  managing  25+  servers 

•  UNIX  Systems  Administrators  With  Sun  Solaris  and  Legato  experience 

•  Oracle  Programmer  for  Technical  Support  with  3+  yrs  experience 

•  AS400/0racle  Tech  Support  with  experience  in  15,000+ 

system  environment  ; 

•  Transaction  Systems  with  CICS,  JCL,  TSO  and  ISPF  experience, 

systems  configuration  management  standards  f 

•  DB2  Database  Administrators 

•  Mainframe  COBOL  Programmers  ’ 

•  VB  5.0,  JAVA,  Access  programmers  \ 

•  ETI  Programmers  for  Data  Warehousing 

•  Testers/Analysts/DW  Analysts  with  systems  experience  in  a  ! 

mainframe/PC  environment,  WINRUNNER 

•  Sr.  Application  Developers/Architects  with  C/S,  WIN  DNA 
architecture,  messaging  solutions,  00  analysis  &  design  and 
full  cycle  development 

•  SMS  Support  1.2  and  2.0  with  Windows  NT 
FAX  your  resume  today  to: 

Allstate  Insurance  Company,  Attn:  HORACOMP  -  FAX:  800-526-4831,  or 
email  your  resume  to:  www.allstatecareers.com.  EOE.  M/F/D/V. 

g  'Allstate 

You’re  in  good  hands. 

www.allstatecareers.com 

 - 
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Connect  with  the  best! 

Network  World  Career  Fair 
Atlanta,  September  26th,  27"1  &  28th 
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If  you're  in  the  market  for  a  new  career  challenge,  make  some  key 
connections  during  the  Networld  &  Interop  Conference  in  Atlanta. 

Top  employers  from  across  the  US  will  join  Network  World  Magazine 
in  this  three-day  Job  Fair. 

For  more  information  on  how  to  register  for 
Career  Fair,  please  call  (781)  769-8950. 
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IT  CAREERS 
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Imagine  a  place  where  nothing  stands 
|  between  you  and  inspiration:!® 

B  (It's  about  time  you  landed  here.) 

SAP  Labs.  Inc.  has  the  right  opportunities  for  Software  Development  Professionals. 

This  is  where  your  dreams  become  realities. And  once  you  get  inside  our  R/3 
system  you’ll  see  for  yourself  that  SAP  offers  more  than  a  challenging  career  with  a 
premier  Software  Company;  we  offer  you  a  whole  new  way  of  looking  at  the  world. 

For  all  of  us  at  SAP  Labs,  creating  advanced  solutions  for  businesses  worldwide  is 
only  part  of  our  success;  the  other  part  is  opening  flexible  career  paths  for  Software 
Development  Professionals  to  you. 

We  currently  have  openings  in  the  following  areas: 

Development 
Quality  Management 
Regional  Industry  Groups 
Product  Management 


Every  day  hiring  managers  turn  to 
ITcareers.com  for  the  best 
IT  candidates.They  know  us  and 
they  know  we  can  deliver. 


If  you  want  a  better  challenge,  we 
challenge  you  to  find  a  better 
IT  career  site  than  ITcareers.com. 


A  diverse  perspective  is  a  valuable  asset 
to  assuring  future  success.  At  John  Deere 
we're  looking  for  people  with  a  wealth  of 
ideas  and  a  variety  of  experiences.  The 
kind  of  diversity  that  will  give  us  a  better 
understanding  of  both  our  customers  and 
ourselves  and  will  assure  the  success  of 
John  Deere  in  the  future. 

We're  looking  for  individuals  who  possess 
the  skills  and  talent  to  help  us  continue  our 
growth.  Our  success  depends  on  our 
employees.  The  opportunities  are 
outstanding-in  fact,  there's  never  been  a 
better  time  to  join  our  world-class  team. 
We  have  openings  in  several  areas  such  as 
Accounting,  Engineering,  Finance, 
Information  Systems,  Marketing  and 
Supply  Management  for  talented 
individuals  who  are  ready  for  a  challenge. 


If  you're  interested  in  exploring  one  of  the 
many  exciting  opportunities  at  Deere  & 
Company  throughout  the  United  States, 
please  submit  your  resume  to: 

Manager,  Recruiting 
Dept.  MR-336 
Deere  &  Company 
One  John  Deere  Place 
Moline,  IL  61265 
Fax:  309.765.4092 
E-mail  (text  only): 
sdrecrt@deere.com 

(All  responses  must  include  the 
department  code  shown  above.) 

An  equal  opportunity  employer  committed 
to  cultivating  a  diverse  workforce. 

www.deere.com 
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FORTUNE  magazine  has  featured  us  in  "America's  100  Best  Companies  to  Work  For"; 
IDG  Publications  has  us  listed  as  one  of  the  "Best  of  the  Best"  in  a  special  IT  Careers 
supplement;  and  we've  also  pulled  quite  a  remarkable  ranking  among  the  "Internet  500" 
listing  in  lnter@ctive  Week. 

With  CDW  Computer  Centers,  Inc.,  it's  one  extraordinary  review  right  after  another.  Not 
too  many  companies  can  proudly  say  they've  achieved  such  incredible  success  on  both 
ends  of  the  spectrum.  While  CDW  works  to  meet  the  needs  of  its  customers,  we're  also 
commended  for  fulfilling  our  associates'  career  goals.  In  fact,  we  go  so  far  above  and 
beyond  our  employees'  expectations  that  even  just  introducing  yourself  to  us  could  be 
your  best  move  yet. 


05400  Programmer 
e-Commerce  Producer/Contenf 
Interactive  Media  Specialist 
Sr.  Internet  Applications  Developer 


Client/Server  Programmer 
e-Commerce  Media  Planner 
Sr.  Internet  Designer 


For  more  information  regarding  these  and  other  exciting  opportunities  with  CDW  or  to 
apply  online,  please  visit  our  website  at: 


iimiiucdLucom/career 


We  offer  an  excellent  benefits  package  that  includes 
major  medical,  dental,  vision,  life,  401  (k),  profit 
sharing  and  stock  options.  We  also  have  on-site  dry 
cleaning,  fitness  and  day  care  centers.  Forward  your 
resume  to:  CDW  Computer  Centers,  Inc.,  Attn:  HR/IT, 
200  N.  Milwaukee  Ave.,  Vernon  Hills,  IL  60061;  Fax: 
847-465-3858;  E-mail:  internetads@cdw.com  CDW  is 
a  drug  free,  affirmative  action,  equal  opportunity 
employer  that  values  the  strength  diversity  brings  to  our 
workplace. 


Computing  Solutions 
Built  for  Business 


NW000605N  e 


Computerworld  •  InfoWorld  •  Network  World  •  June  5,2000 


m ' 

AAV 


mm 


WITI  FASTI 


SUPPLEMENT  TODAT 


If  organizations  want  to  flourish  in  the  global  economy, 
leaders  need  to  nourish  their  employees.  Our  WITI 
FASTTRACK  coverage  will  cover  the  trends  and 
techniques  of  leading  companies  around  the  US.  If 
you're  interested  in  a  top  IT  environment  offering 
first-class  treatment,  check  out  the  WITI  FASTTRACK. 
You'll  meet  exceptional  employers  including: 


Capital  One 

Agilent 

Computer  Associates 

Altera  Corp 

Consultis 

Applied  Materials 

Corning 

Corio 

Gartner  Group 

Evoice 

Global  Crossing 

FileNet  Corporation 

Goldman  Sachs 

Google.com 

Humana 

Incyte 

Hyperion 

Intraware 

Keane  Inc 

Kaiser  Permanente  IT 

KPMG 

LAM  Research 

Pfizer  Central  Research 

Level  3 

Pitney  Bowes 

Microsoft  Diversity 

Price  WaterhouseCoopers 

Mimecom 

Raytheon  Company 

Modis 

Rennesellar  Polytechnic 

NEC 

Scient 

PeopleSoft 

Dice.com 

SAP  Labs 

Digineer 

Seagate 

Metricom 

STMicroelectronics 

SBC 

Xilinx 

uommumcations/raciuc 

Bell 

Aotream  Logic 

JL-Om 

Affymetrics 

For  more  information  on  WITI  FASTTRACK,  please  call 
Jan  is  Crowley  at  1-800-762-2977. 

m  FASTTRACK  ( [)  careers 
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Advertising  Supplement 


IT  Careers  in  Telecommunications 


Just  a  year  ago,  telecommunications  companies  were  duking  it  out  for  customers  and  developing  new  systems 
and  IT  applications  to  address  multiple  billings,  varied  rate  structures  and  expansion  into  a  global  market. 


Today,  the  picture  has  shifted  again.  The  traditional  powerhouses  of 

telecommunications  are  getting  a  run  for  the  customer  and  the  profits  of  this 
industry  as  voice  services  begin  to  look  more  like  a  commodity  than  a 
unique  offering.  Instead,  the  companies  are  competing  with  new 

players.  They  more  comfortably  fit  into  the  communications  industry 
where  they  can  leverage  their  large  customer  bases  with  entirely 
new  services,  ranging  from  simple  Internet  connectivity  to  web 
conferencing,  cable  or  data. 


It's  a  shift  into  the  broadband  world,  where  infrastructure  and 
new  developments  are  the  required  elements  to  compete  -  for 
revenues,  but  also  for  employees. 


Cap  Gemini  LLC 
Clark,  NJ 

Cap  Gemini  Group  is  part  of  the  larger  international  firm.  Cap 
Gemini  LLC,  which  is  in  the  midst  of  acquiring  consulting  firm 
Ernst  &  Young.  Cap  Gemini's  Dan  Abbruscato,  director  of  recruit¬ 
ing  and  resource  allocation,  says  one  of  the  biggest  challenges 
the  firm  faces  in  2000  is  hiring  the  best  and  brightest.  "We're  a 
much  broader  organization  today,"  he  says,  "supporting  mobile 
Internet,  DSL,  broadband  and  wireless  communication." 

Abbruscato  believes  the  industry  is  changing  more  now  than  ever 
before.  “There  are  major  changes  in  the  industry  the  likes  of  which 
we've  never  seen,''  he  says,  "and  it's  due  to  the  growth  of  package 
switch  technologies.  Wireline  telephony  is  converging  with 
wireless  technology  and  a  set  of  underlying  technologies  that  can 
carry  voice,  data,  messages  and  video.  We're  managing  existing 
systems  and  weaving  new  services  into  the  mix. 

"We  are  looking  to  add  and  train  a  tremendous  number  of  people 
by  year-end,"  says  Abbruscato.  "We  need  Java  and  Corba  skills, 
a  history  with  telecommunications  and  subject  matter  experts." 
Abbruscato  also  looks  for  people  who  have  backgrounds  in 
carrier-to-carrier  interconnectivity,  gateway  interfaces  and  busi¬ 
ness  operations,  such  as  billing  and  support.  "Because  the 
technology  is  so  evolutionary,  we  need  people  who  have  project 
life-cycle  experience,  everything  from  analysis  to  development 
to  implementation.  And,  we  look  for  people  who  understand  cus¬ 
tomer  relationships  and  change  -  people  who  can  create  both." 

Cap  Gemini  has  training  and  development  centers  in  Morristown 
and  Clark,  NJ,  as  well  as  Cleveland,  OH.  The  company  recently 


launched  a  major  cross-training  and  skill-development  initiative, 
known  as  New  Wave.  Fifteen  people  each  week  are  cross-trained 
into  new  product  areas.  "You  will  have  the  autonomy  to  seek  your 
own  skill  interests,  and  our  commitment  is  to  support  the  evolu¬ 
tion  of  new  technology,"  Abruscatto  adds.  "We  offer  excellent 
projects  in  web-based  solutions,  and  these  are  projects  that  typi¬ 
cally  last  six  months  to  a  year,  so  you  will  have  the  opportunity 
to  move  on  to  something  new. 

"Another  real  plus  for  Cap 
Gemini  is  that  IT  professionals 
will  have  the  opportunity  to 
see  different  telecom  environ¬ 
ments  around  the  globe,"  says 
Abruscatto.  "Europe  is  ahead 
of  the  United  States  in  terms 
of  wireless,  so  it's  a  great 
place  to  learn.  You'll  learn 
and  see  what  other  countries 
are  doing." 

DSLnet 
New  Haven,  CT 

DSL  is  the  most  familiar  name  in  Internet  connectivity  speed. 
What  few  people  know  is  that  DSL.net  is  a  small  start-up  compa¬ 
ny  with  approximately  400  employees  and  plans  to  hire  more 
than  600  this  year. 

Quinn  Hedrick,  manager  of  corporate  recruiting,  says  the  company 
assists  customers  with  high-speed  Internet  access  at  flat  rates, 
but  it  also  does  more:  web  hosting,  remote  LAN  access  or  corpo¬ 


rate  network  access,  high-speed  access  to  Internet-based  video, 
virtual  private  networks,  enhanced  e-mail  and  e-commerce.  "We 
offer  a  suite  of  services  designed  to  enhance  the  use  of  the 
Internet,"  says  Hedrick.  "Once  we  wire  our  service  to  your  busi¬ 
ness,  we  also  monitor  your  connection  and  speed  to  make  sure 
you  are  getting  the  best  service." 

The  DSL.net  IT  organization  is 
focusing  on  the  company's  opera¬ 
tions,  assuring  that  the  service 
operates  24-by-7.  "Continuously 
developing  this  network  translates 
into  major  IT  projects  in  network¬ 
ing  software,  architecture  and 
back-end  business  operation  appli¬ 
cation  development,"  explains 
Hedrick.  "We  need  people  with  a 
telecommunications  background  or 
who  have  worked  with  an  ISP 
provider.  The  jobs  are  everything 
from  network  administration  to 
help  desk  support  to  application 
development  and  implementation. 

"The  best  part  of  working  in  this  environment  is  that  it  is 
dynamic.  The  online  industry  is  where  the  most  business  activity 
is  centered,  and  this  is  the  backbone  of  that  online  world,"  says 
Hedrick.  "You'll  be  able  to  move  around,  from  project  to  project, 
to  gain  experience.  We  provide  training  and  experience  to  fill  any 
skill  voids.  The  energy  level  is  high,  and  you'll  be  surrounded  by 
a  lot  of  talent  and  skill." 


“T he  best  t>ar\  of  working 
In  this  environment  Is  that  ft 
Is  dynamic.  The  ondne  Industry 
Is  where  the  most  business 
actlylty  Is  centered?  and 
this  Is  the  backbone  of 
that  ondne  world*” 

Qoinn  Hedrick 

Manager  of  cor^ora+e  recrulring 
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Voice  communications  is  the  tip  of  the  iceberg  in 
the  communication  industry,  according  to  Evoke 
Internet  Communications.  The  idea  behind  Evoke 
Internet  Communications  is  to  use  the  Internet  to 
GXpttPC  j  and  enhance  communication  for  businesses. 

Evoke  Internet  Communications  is  an  Internet  com¬ 
munication  service  provider.  The  company  creates 
reliable  and  flexible  ways  to  communicate  by  com¬ 
bining  the  phone  and  Internet. 

The  company  is  focused  on  new-generation  communi¬ 
cation  -  the  exchange  of  voice,  video  and  visuals  over 
the  Internet.  "We  focus  on  helping  businesses  use  these 
new  capabilities,"  says  Paul.  Berberian,  CEO  of  Evoke.  "We 
offer  a  suite  of  services  that  target  different  applications, 
whether  it’s  a  meeting  or  distribution  of  content  through  web 
casting,  or  talking  e-mail. 

"What  we've  found  most  challenging  is  that  the  Internet  market 
has  many  niche  players  -  we're  spanning  across  the  market  to 
offer  an  integrated  package  of  services.  Bringing  together  the 
services  is  very  powerful,"  says  Berberian.  "Our  software  engi¬ 
neers  are  building  cool  communication  experiences  that  combine 
technologies  and  let  technology  disappear  behind  the  scenes." 

Those  who  work  at  Evoke  Internet  Communications  are  playing  in 
a  large  field  of  opportunities.  Developers  are  working  in  wireless 
telephony,  voice,  streaming,  online  collaboration  and  high  band¬ 
width  applications.  "We  need  people  who  are  broadly  skilled  - 
decathlon  people  who  can  jump  in  and  work  in  multiple  problem 
sets,"  Berberian  says.  "We  must  build  in  reliability  and  scalability 
so  that  we  can  offer  an  industrial  strength  service. 

"We  also  need  people  who  are  open  to  a  variety  of  technologies 
-  who  use  what's  best  to  meet  a  customer's  needs,"  he  adds.  "We 
need  people  who  are  willing  to  investigate  and  research  to  find 
that  best  solution. 

"The  best  part  is  that  you  get  real-time  feedback  and  the  satis¬ 
faction  of  seeing  your  work  used  and  embraced,"  Berberian  says. 
"That's  what  keeps  people  here  -  that  and  the  fact  that  we're 
constantly  giving  birth  to  new  ideas  and  services." 

Global  Crossing  Ltd. 

Rochester,  NY 

By  now  the  position  of  Global  Crossing  is  well  known.  The  one¬ 
time  transoceanic  fiber  carrier  is  building  a  network  of  200,000 
fiber  optic  miles,  linking  five  continents  and  forming  the  infra¬ 
structure  for  worldwide  communication.  It's  reason  enough  for 
the  company  to  claim  some  of  the  best  talent  in  the  communi¬ 
cations  industry.  "We  deploy  global  networks  with  very  hot 
technology,"  says  Laura  Ponticello,  director  of  corporate  and 
technical  staffing. 

Among  the  company's  top  goals  is  to  offer  seamless  end-to-end 
connectivity  from  Paris  to  New  York,  on  to  Tokyo.  "With  the  net¬ 
work  in  place,  we  will  offer  customers  a  diverse  array  of  prod¬ 
ucts,"  Ponticello  says.  "On  tier  with  these  two  goals  is  that  we 
have  an  employee  population  with  diverse  talents  to  fuel  our 
growth  worldwide." 

In  addition  to  the  major  initiative  in  deploying  the  fiber-optic 
network.  Global  Grossing  is  rolling  out  an  SAP  implementation 
that  will  touch  finance,  payroll  and  human  resources.  The  internal 
project  is  critical  as  the  company  continues  its  growth  march.  "We 
also  are  focused  on  product  development,"  says  Ponticello, 


pointing  to  projects  in  voice-over-IP  technology,  software  and 
hardware.  "We  need  engineers  with  network  design  or  UNIX  expe¬ 
rience,  software  engineers,  systems  analysts  and  network 
architecture  designers." 

The  company  has  an  aggressive  college  recruiting  effort  to  hire 
network  engineers.  Once  on  board  at  Global  Crossing,  employees 
receive  100  percent  tuition  reimbursement  for  degrees  up  to  a 
Ph.D.  "And  you  can  choose  between  technical  and  management 
career  paths,"  Ponticello  adds. 


The  company  is  searching  for  engineers  with  four  to 
five  years  of  experience  in  hardware  or  software  design. 
"We  need  top  caliber  people  who  are  seeking  to  work 
with  an  extraordinary  team  and  who  are  willing  to 
commit  the  energy  and  time  required  in  a  high  profile 
start-up,"  says  Feldman. 

While  the  company  is  young,  Riverstone  can  boast  of  a 
highly  experienced  management  team.  "Our  management 
team  is  proven,"  says  Feldman,  "and  they  led  such  com¬ 
panies  as  Yago  and  Cabeltron." 

"It's  an  exciting  space  to  be  in.  Unlike  many  start-ups 
we  have  a  revenue  stream  measured  in  the  tens  of  millions 
already,"  he  adds.  "The  colleagues  you'll  work  with  at 
Riverstone  are  unparalleled.  If  you  are  seeking  to  work  on  best 
of  breed  technology,  while  working  with  truly  phenomenal  col¬ 
leagues,  then  you  should  consider  Riverstone  Networks." 

SBC 

San  Antonio,  TX 

Through  its  subsidiary  brands  (Southwestern  Bell,  Ameritech, 
Pacific  Bell,  SBC  Telecom,  Nevada  Bell,  SNET  and  Cellular  One) 
and  world-class  network,  SBC  provides  local  and  long  distance 
phone  service,  wireless  and  data  communications,  paging,  high¬ 
speed  Internet  access  and  messaging,  cable  and  satellite  televi¬ 
sion,  security  services  and  telecommunications  equipment,  as 
well  as  directory  advertising  and  publishing.  Internationally,  SBC 
has  telecommunications  investment  in  22  countries.  With  more 
than  208,000  employees,  SBC  is  the  13th  largest  employer  in  the 
United  States. 


In  examining  resumes, 
Ponticello  looks  for  people 
with  intern  or  work  experi¬ 
ences  and  degrees  in  comput¬ 
er  science  or  electrical  engi¬ 
neering.  For  more  experienced 
hires,  she  is  looking  for  peo¬ 
ple  with  three  to  five  years 
experience  in  a  communica¬ 
tions  or  software  company. 
"We  also  need  people  with 
excellent  interpersonal  skills, 
who  can  deal  with  the  cus¬ 
tomer  at  all  levels,  and  some¬ 
one  who  has  spirit." 


“/t’s  an  exerting  space  be  OnWre 
t*any  s\ar\-ups  we  have  a  revenue  s+reafn 
itoeasurec/  Tn  tfce  *en*  of  itoittfon?  already* 
The  colleagues  you'll  wo rk  wftfc  at 
RTverstone  are  unparalleled*” 

Andrew  Fetd*»an 
vice  president 

cor*>ora+e  Marketing  and  corporate  deve(opwen+ 
RiverS+one  ^e+  worfcr,  Inc. 


The  company  offers  locations  in  Rochester;  Morristown,  NJ; 
Beverly  Hills;  Detroit;  Sunnyvale,  CA;  London;  and  Amsterdam. 

Riverstone  Networks,  Inc. 

Santa  Clara,  CA 

In  just  over  six  months  Riverstone  Networks  has  grown  from  an 
idea  to  more  than  300  employees.  The  company  provides  infra¬ 
structure  solutions  for  metro  area  networks,  and  its  customers 
include  Internet  providers,  application  service  providers  and  con¬ 
tent  service  providers.  The  list  includes  British  Telephone,  MCI 
WorldCom,  Telefonica  and  Earthlink. 

"Our  products  are  Internet  routers,  application-aware  switch 
routers,  intelligent  load  balancers,  web  cache  redirectors  and 
software  tools  for  provisioning,  billing,  monitoring,  and  man¬ 
aging  service  level  agreements.  Our  products  enable  rapid 
deployment  of  high  speed  service  rich  infrastructure,"  explains 
Andrew  Feldman,  vice  president  of  corporate  marketing  and 
corporate  development. 


SBC's  growth  strategy  is  focused  on  initiatives  in  data  services, 
wireless  services,  long  distance  and  national  expansion.  Most 
can't  be  accomplished  without  a  software  system  or  billing  capa¬ 
bility  that's  ready  when  the  company  wants  to  go  to  the  market¬ 
place.  It's  the  job  of  SBC's  information  technology  organization 
to  provide  a  competitive  advantage  to  the  corporate  business 
units  by  delivering  the  systems  and  capabilities  needed  to 
achieve  their  operational  goals.  At  the  same  time,  IT  makes  sure 
existing  systems  run  smoothly  and  efficiently  for  the  benefit  of 
the  company's  customers  and  employees. 

"SBC  has  approximately  17,000  employees  working  in  the  IT 
organization,"  says  Renee  Schneider,  executive  director  of  infor¬ 
mation  technology  management  staffing  and  contractor  acquisi¬ 
tion,  "with  key  population  centers  in  St.  Louis,  San  Ramon  (CA), 
Chicago,  Dallas,  Houston,  New  Haven,  San  Diego,  Sacramento 
and  Troy  (MI). 

"We're  a  state-of-the-art  organization,"  continues  Schneider, 

"with  responsibility  for  all  enterprise  software  solutions,  data 
center  operations,  desktop  and  other  infrastructure  issues,  and  IT 
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functions  for  SBC's  wireless,  long  distance,  and  directory  opera¬ 
tions.  While  SBC  is  looking  for  relational  database,  software  and 
system  developers,  the  focus  is  on  people  with  strong  IT  skills 
who  are  excited  about  working  in  data,  web  or  telephony,  the 
more  skill  sets,  the  more  versatile  the  assignments." 

SBC  offers  both  managerial  and  technical  career  paths.  "More  and 
more  we're  looking  for  business  skills  because  of  our  need  to 
closely  align  with  our  business  units,"  says  Schneider.  "We're  a 
company  that  has  been  built  on  internal  promotion.  If  you  are 
doing  a  good  job,  we  will  let  you  try  something  entirely  new 
—  and  train  you  in  the  skills  that  will  help  you  succeed.  We 
know  that  people  change  employers  when  they're  no  longer  chal¬ 
lenged,  so  we  work  with  you  to  provide  new  challenges  within 
the  same  company. 


"When  all  is  said  and  done,"  says  Schneider,  "the  right  job  is 
about  enjoying  what  you  do.  People  here  enjoy  their  work  and 
the  critical  role  we  play  in  the  success  of  SBC." 

Sprint 

Kansas  City,  MO 

While  Sprint  is  destined  to  take  on  the  name  WorldCom  later 
this  year,  the  company  continues  to  build  its  IT  presence  at 
the  Kansas  City  location.  According  to  Ric  Walter,  assistant  vice 
president  for  human  resources.  Sprint's  IT  organization  devel¬ 
ops,  implements  and  maintains  services  for  the  long-distance 
network. 

Among  the  top  IT  projects  is  Sprint  ION,  an  integrated 
on-demand  network.  "Basically,  Sprint  ION  takes  broadband 
into  the  home,"  explains  Walter.  "We  are  looking  to  the  IT 
professionals  to  help  us  with  software  to  program,  to  support 
billing  and  to  support  all  aspects  of  the  business  infrastructure." 

Sprint  has  a  robust  college-recruiting  program  that  brings  in  300 
computer  science  graduates  each  year.  After  completing  training 
specific  to  Sprint  platforms  and  systems,  they  are  then  assigned 
to  a  wide  range  of  projects.  In  reviewing  applications,  Walter 
looks  for  a  strong  educational  background,  demonstration  of 
diverse  experiences  and  the  ability  to  be  a  contributor  or  leader 
on  successful  projects.  The  company  seeks  employees  for  electri¬ 
cal  engineering,  computer  science,  desktop  support,  program¬ 
ming,  systems  engineering  and  network  design. 


"We  continue  to  support  ongoing  learning  through  formal  class¬ 
room  settings  and  computer-based  programs,"  says  Walter.  "We 
do  have  a  formal  career  path  effort  to  make  sure  that  people 
get  the  experiences  they  need  to  be  happy  in  their  careers. 

With  the  merger  with  WorldCom,  you'll  be  able  to  take  your 
career  any  place." 

Walter  says  one  of  the  most  attractive  aspects  of  Sprint  is  that  it 
is  viewed  as  an  innovator  in  the  telecommunications  industry. 
"From  the  first  fiber-optic  network  to  Sprint  ION,  innovation  has 
been  the  underpinning  of  our  organization,"  he  says.  "Sprint  PCS 
was  launched  using  leading-edge  technologies.  We  frequently  are 
the  company  that  is  out  in  front,  because  that's  the  only  way  to 
stay  on  top  of  the  market." 

Just  as  important,  Walter  believes,  is  the  environment  in  which  peo¬ 
ple  work.  "You'll  be  working  with  your  friends  at  Sprint.  We  offer  an 
environment  that's  conducive  to  your  personal  growth  and  what's 
important  to  you.  We  offer  a  challenging  work  environment,  but  we 
also  offer  flexible  work  schedules  and  encourage  employees  to  get 
involved  with  their  communities.  We  want  people  to  do  those 
things  away  from  work  that  keep  them  sharp." 

Tellabs,  Inc. 

Warrenville,  IL 

As  with  many  telecommunications  companies,  the  shift  to 
e-commerce  and  an  e-world  is  all  new  for  Tellabs,  Inc.  "We 
have  always  designed,  developed  and  produced  telecommu¬ 
nications  equipment,"  says  Debbie  Toms,  senior  technical 
recruiter  at  Tellabs.  The  company  is  now  extending  its  opera¬ 
tions  as  the  infrastructure  builder  of  the  industry.  By  partner¬ 
ing  with  communication  service  providers  around  the  world, 
Tellabs  is  developing  products  and  services  that  allow  cus¬ 
tomers  to  offer  new  revenue-generating  services  while  driving 
down  costs. 

"In  the  past  we  hired  mostly  electrical  engineers,"  says  Toms. 
"Today  we're  looking  for  people  who  have  skills  in  HTML  and 
Java.  The  objective  is  to  move  us  ahead  in  e-commerce,  focusing 
on  electronic  transactions.  We  use  SAP  as  the  backbone  of  our 
business  operations  in  a  client/server  environment.  Now  we  need 
web-enabled  applications,  systems  and  networking." 

Listed  among  Fortune  Magazine’s  "100  Best  Companies  to  Work 
for  in  America",  Tellabs  hires  approximately  40  percent  of  its 
employees  based  on  employee  referrals.  In  1999,  89  percent  of 
employees  said  they  would  recommend  the  company  to  friends 
and  family  seeking  employment.  "That  is  quite  a  statement 
about  Tellabs,"  says  Toms.  "About  50  percent  of  our  positions  are 
filled  by  people  from  within  the  company." 

The  company  continues  to  focus  on  people  as  its  strength.  In 
developing  the  new  company  headquarters  building  in 
Napierville,  IL,  the  design  includes  health  facilities  run  by  a 
professional  health  fitness  firm  and  onsite  daycare.  A  group 
known  as  DreamQuestis  dedicated  to  working  with  each 
employee  on  long-term  goals  and  how  the  company  can 
support  individuals  in  terms  of  job  opportunities  and 
ongoing  learning. 

Tellabs  has  major  development  sites  in  Denmark,  Finland  and 
Ireland.  "We  focus  on  people  being  excited  about  their  work  ver¬ 
sus  being  stressed,"  adds  Toms.  "You  can  tell  the  difference 
when  you  walk  in  -  the  undertow  is  one  of  excitement  and  stay¬ 
ing  on  top." 


VoiceStream  Wireless  Corp, 

Bellevue,  WA 

In  less  than  a  decade,  VoiceStream  Wireless  has  grown  to  pro¬ 
vide  wireless  phone  service  in  23  of  the  25  major  markets  in  the 
United  States.  It's  part  of  the  continued  national  expansion  of 
the  company.  A  portion  of  the  growth  has  come  from  mergers 
and  acquisitions.  This  year,  VoiceStream  is  combining  its  assets 
with  those  of  Omnipoint  and  Aerial  to  serve  more  than  1.8 
million  customers. 

And  that's  presenting  an  internal  and  external  challenge  for 
VoiceStream's  IT  professionals.  Julie  Pollard,  vice  president  of 
customer  operations  and  systems,  says  among  the  first  initiatives 
is  assuring  that  seven  different  call  centers  offer  the  same  ser¬ 
vice  to  customers  and  the  company  has  a  common  platform  to 
support  all  facets  of  the  business.  "We're  responsible  for  these 
initiatives,  along  with  many  others  up  to  and  including  the  inte¬ 
gration  of  web  services  with  the  wireless  world,"  she  says. 

Pollard's  organization  is  the  IT  hub,  while  distinctly  not  includ¬ 
ing  information  technology  in  its  name.  "We're  the  framework  for 
the  company,  and  we're  involved  in  everything  from  combining 
three  large  companies  on  to  a  consistent  platform  to  developing 
services,"  she  says.  "As  the  backbone  of  overall  services  delivery, 
we  have  a  business  objective  beyond  a  specific  technology. 

"The  fundamental  is  that  this  company  has  to  be  constantly 
available  and  ready  for  change.  In  IT  that  means  that  we  must 
avoid  restrictive  standards  and  instead  offer  guidelines  that 
allow  us  to  be  incredibly  flexible.  The  technology  is  going  to 
change,  therefore,  we  have  to  be  ready  to  change  as  well." 

Pollard  plans  to  hire  about  100  IT  professionals  in  the  coming 
months.  "Strong  technical  skills  are  a  given,"  she  says.  "It's 
more  difficult  to  find  someone  who  has  that  entrepreneurial 
aptitude,  who  looks  for  opportunities  to  make  change.  These 
are  the  kinds  of  people  we  take  in  a  heartbeat  over  those  who 
may  have  more  experience  but  not  the  characteristics.  We  look 
for  people  who  have  shown  a  consistent  pattern  within  their 
careers  for  finding  new  opportunities  and  challenges  within 
the  same  company." 

According  to  Pollard,  VoiceStream  offers  technical  challenges 
ranging  from  call  center  to  billing,  product  development  to  web- 
enablement.  "We  look  for  people  who  may  have  core  competen¬ 
cies  but  who  have  a  desire  to  broaden  and  stretch  to  other 
areas,"  she  says.  "I  don't  think  there  is  another  company  that 
offers  the  number  of  technical  opportunities  that  we  can." 

The  company  offers  a  casual  environment  that  is  about  more 
than  merely  clothing,  according  to  Pollard.  "We  avoid  rigid  struc¬ 
ture.  You  make  decisions.  You  make  things  happen.  That's  the 
best  training  ground  you  can  get." 


For  more  job  opportunities  with  communications 
companies,  turn  to  the  pages  of  IT  Careers. 

Interested  in  IT  Careers?  j 
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IT  Careers  feature,  contact  Janis  Crowley,  650.312.0607- 
or  janis_crowley@itcareers.net.  i 
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Napster, 

continued  from  page  1 

ing  music,  images  and  soft¬ 
ware  over  the  Internet,  creat¬ 
ing  heavy',  bursty'  traffic  pat¬ 
terns  on  LANs  and  Internet 
connections. 


“This  Napster  class  of  appli¬ 
cations  can  be  bandwidth-inten¬ 
sive  for  small  periods  of  time,” 
explains  John  McConnell,  a 
Boulder,  Colo.,  consultant  spe¬ 
cializing  in  network  bandwidth 
management.  “From  a  network 
administrator’s  point  of  view, 
y'ou  don’t  know  when  loads  are 


The  news 
behind  the 
news 


TWO  WAYS 
TO  CONTROL  ‘HOGS’ 


At  the  iBAND4  conference  in  San  Francisco  next  week,  net¬ 
work  equipment  vendors  will  demonstrate  two  ways  of  pri¬ 
oritizing  and  controlling  Napster  and  other  burdensome 
traffic  using  products  available  today. 

"Our  goal  is  to  show  network  managers  there  are  ways  to  man¬ 
age  the  bandwidth  consumed  by  an  application  like  Napster  rather 
than  turning  it  off,"  says  Jeffrey  Scheaffer,  a  technical  consultant 
for  Hewlett-Packard  and  organizer  of  the  iBAND4  demonstration. 

The  first,  a  rate  control  approach,  identifies  troublesome,  low- 
priority  applications  such  as  Napster  and  limits  the  amount  of 
bandwidth  these  applications  can  consume.  Usually  implemented 
in  network  traffic  shapers,  this  approach  allows  network  managers 
to  classify  and  prioritize  different  types  of  traffic  on  their  networks 
and  give  each  class  a  predetermined  amount  of  bandwidth. 

The  second,  a  Differentiated  Services  (Diff-Serv)  approach, 
identifies  the  applications  that  are  the  highest  priority  to  an  organi¬ 
zation  and  sets  the  bandwidth  requirements  for  these  applications. 
Low-priority  applications  such  as  Napster  fight  it  out  among  them¬ 
selves  to  consume  the  leftover  bandwidth.  The  Diff-Serv  approach 
requires  that  applications  are  marked  according  to  their  priority  at 
the  server,  and  that  switches,  routers  and  policy  managers  on  the 
network  maintain  the  priority. 

Each  approach  has  pros  and  cons,  according  to  Schaeffer. 

The  rate  control  approach  is  more  common  and  is  available 
through  traffic  shapers  from  Packeteer,  Allot  Communications  and 
Top  Layer  Networks  that  range  in  price  from  $4,500  to  $18,000.  These 
devices  let  network  managers  offer  access  to  bandwidth-intensive 
applications  like  Napster  —  albeit  at  a  slower  speed  —  without 
harming  the  rest  of  the  applications  on  the  network.  However,  this 
approach  doesn't  respond  well  to  new  threats.  Like  antivirus  soft¬ 
ware,  a  time  lag  exists  between  when  a  new  threat  like  Napster 
emerges  and  when  it  is  implemented  in  traffic  shapers. 

The  Diff-Serv  approach,  on  the  other  hand,  is  not  affected  by 
new  threats  because  it  focuses  on  mission-critical  applications 
that  have  already  been  identified.  However,  the  Diff-Serv  approach 
is  not  as  precise  as  rate  control.  And  Diff-Serv  is  just  becoming 
available  in  products.  Hewlett-Packard  introduced  policy  manage¬ 
ment  software  that  supports  Diff-Serv  and  rate  control  about  six 
months  ago,  but  Microsoft  didn't  begin  shipping  a  Diff-Serv  mark¬ 
ing  capability  until  this  spring  with  Windows  2000. 

Long-term,  Diff-Serv  may  be  a  more  scalable  and  less  expensive 
approach  because  it  doesn't  require  special  appliances  installed 
throughout  the  network,  Shaeffer  says.  However,  Diff-Serv  is  not 
yet  supported  by  ISPs,  so  use  is  limited  to  LANs. 

"At  HP,  we're  really  convinced  that  the  Diff-Serv  model  will 
become  very  prevalent,"  Schaeffer  says.  "Eventually,  you'll  be  able 
to  pay  your  ISP  an  extra  fee  for  high-priority  traffic  and  it  will  be 
delivered." 

—  Carolyn  Duffy  Marsan 


coming,  how  long  they  will  last 
and  what  the  demand  is  going 
to  be.  ...  If  yon  allow  these 
applications  to  have  uncon¬ 
trolled  access  and  utilization, 
you  can  start  starving  out  your 
business  processes.” 

That’s  what  happened  to 
Plattsburgh  State  University, 
which  began  blocking 
Napster  last  November  after 
the  application  saturated  its 
outbound  Internet  band¬ 
width.  Located  in  upstate 
New  York,  the  university  has 
two  T-l  lines  that  provide 
Internet  access  to  dormitory 
and  administrative  networks. 

Network  manager  Hap 
Wheeler  recently  purchased 
two  Packeteer  PacketShapers 
for  about  $  10,000  each  to  con¬ 
trol  the  amount  of  bandwidth 
Napster  can  consume  on  each 
network.  Wheeler  plans  to 
unblock  Napster  in  the  fall  for 
the  2,600  students  who  live 
on  campus. 

“What  the  Packeteer  device 
allows  me  to  do  is  automatical¬ 
ly  classify  applications  ...  to  get 
a  list  of  incoming  and  outgoing 
traffic  so  I  can  set  priorities,” 
Wheeler  explains. 

Wheeler  used  PacketShaper 
to  place  the  highest  priority 
on  traffic  from  the  univer¬ 
sity’s  online  research  applica¬ 
tions.  Below  that  he  rated 
HTTP  traffic  for  general  Web 
surfing  and  AOL  traffic  for 
e-mail  services.  Further  down 
were  incoming  file  transfers. 


The  lowest  priority  was  given 
to  bandwidth-intensive  file¬ 
sharing  applications  such  as 
Napster,  iMcsh,  CuteMX  and 
Gnutella.  Setting  up  the 
PacketShaper  was  easy, 
Wheeler  says.  You  just  point 
and  click  using  a  Web-based 


because  Napster  traffic 
reroutes  itself  to  get  to  its  des¬ 
tination.  So  this  spring  he 
bought  a  PacketShaper  to 
limit  the  bandwidth  available 
to  Napster. 

“When  Napster  started  get¬ 
ting  popular,  the  librarians 


■  "With  applications  like  IMapster, 
you  can't  solve  the  problem  by 
throwing  bandwidth  at  it." 


Hap  Wheeler,  network  manager,  Plattsburgh  State  University 


interface  to  first  monitor  all 
network  traffic  and  then  set 
up  classifications. 

“I  didn’t  think  of  getting  a 
bandwidth  management  device 
before  Napster,”  Wheeler  says. 
“With  applications  like 
Napster,  you  can’t  solve  the 
problem  by  throwing  band¬ 
width  at  it”  because  users  will 
keep  consuming  all  the  avail¬ 
able  bandwidth. 

Napster  is  already  accessi¬ 
ble  again  at  the  College  of  St. 
Benedict  and  at  St.  John’s 
University,  both  in  St.  Cloud, 
Minn.  The  two  colleges  share 
a  computer  network  with  two 
T-l  lines  for  Internet  access 
and  a  total  of  4,000  users. 
John  Muggli,  who  manages 
the  network,  tried  to  block 
Napster  at  the  firewall  but 
was  only  partially  successful 


started  complaining,”  Muggli 
says.  “They  run  all  of  their 
applications  over  the  Web. 
Their  card  catalog  system  is 
off-site,  so  they  couldn’t  do 
their  work.” 

Muggli  used  the  Packet¬ 
Shaper  to  limit  Napster  to 
one-tenth  of  the  network’s 
overall  bandwidth,  or  a  few 
hundred  kilobytes  per  sec¬ 
ond.  He  also  created  a  “suspi¬ 
cious”  class  of  traffic  that 
includes  other  file-sharing 
applications  and  limited  their 
bandwidth. 

“It’s  been  working  fairly 
well,”  Muggli  says.  “The  stu¬ 
dents  were  happy  to  still  be 
able  to  access  Napster 
although  it  is  slow.  They  just 
turn  it  on  in  the  morning,  set 
it  up  to  download  a  file,  go  to 
See  Napster,  page  1 24 


Living  with  Napster  on  your  net 

Bandwidth  management  vendors  will  demonstrate 
two  ways  of  controlling  Napster  traffic  at  the  iBAND4 
show  in  San  Francisco,  June  11-13. 


Napster  traffic  is 
identified  and  given 
minimal  bandwidth; 
regular  traffic  is 
given  full  bandwidth. 


Napster  user 


©Rate  Control 

This  approach  uses  a 
traffic  shaping  device  to 
classify  troublesome 
traffic  and  control  how 
much  bandwidth  it 
receives. 


Internet 


Business 
application  user 


Business 

application 

traffic 


©Differentiated 

Services 

A  second  approach  identifies 
mission-critical  applications 
and  grants  them  priority. 
Other  applications  battle 
each  other  for  the  remaining 
bandwidth. 


I  A  Business  application 
*  packet  with  high- 


priority  label 


□  Napster  packet 
(lowest  priority) 


Business  application 
traffic  is  tagged  as  a 
priority  by  the  server. 


Policy  manager 


Network  devices  follow  traffic  priority  rules 
set  by  a  policy  manager  and  process  application 
traffic  faster  than  untagged  Napster  packets. 


Napster  user 
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EMA, 

continued  from  page  1 

ns  mission  and  deliver  tangible 
services  to  end  users. 

"EMA  is  an  industry  organiza¬ 
tion  that  has  been  tremendous¬ 
ly  successful,  so  successful  that 
e  mail  is  now  ubiquitous,”  says 
(.ary  Rowe,  a  former  EMA 
board  member  and  now  an 
executive  with  The  Burton 
Group  consulting  firm  in 
Midvale,  Utah.  “Now  they  have 
to  decide  whether  to  move  into 
another  area  or  just  disband. 
The  EMA  was  all  about  creating 
awareness,  education  and  solv¬ 
ing  industry  problems,  but 
those  problems  have  been 
solved.” 

The  group’s  acting  president 
and  CEO  Lauren  Haywood  says 
the  EMA  is  committed  to  mov¬ 
ing  on,  that  it  is  financially  viable 
and  is  preparing  to  launch  new 
programs  aimed  at  educating 
the  industry'  on  the  role  of  mes¬ 
saging  in  e-commerce. 

Observers  say  the  job  will  be 
difficult  because  the  group  is 
near  bankruptcy,  a  charge  the 
EMA  disputes.  “We  have  the 
money  to  run  the  organization, 
but  do  we  have  to  be  frugal? 
Yes,  we  do,”  says  Dave  Folsom, 
secretary  and  treasurer  of  the 
10-member  board  of  directors. 
Staffing  has  been  cut  by  more 
than  half,  and  board  members 
are  taking  on  extra  work. 
Haywood  says  she  cut  $300,000 


out  of  this  year’s  budget  by 
moving  EMA’s  publications 
online. 

She  says  the  nonprofit  group 
has  $300,000  in  cash  and 
$200,00  in  a  growing  reserve 
fund. 

And  the  EMA  this  month  is 
planning  to  roll  out  some  new 
programs.  The  first  is  the  publi¬ 
cation  of  a  revised  copy  of  its 
Privacy  Tool  Kit,  first  published 
in  1991  to  help  companies 
develop  privacy  policies  for 
messaging.  The  revision  reflects 
today's  messaging  industry, 
Haywood  says.  The  kit  will  be 
published  online  and  updated 
quarterly.  The  EMA  also  will 
host  the  week-long  E-business 
Institute,  taught  by  university 
professors  and  focusing  on 
such  topics  as  supply-  and 
value-chain  management.  EMA 
also  is  adding  a  jobs  database  to 
its  redesigned  Web  site. 

That’s  not  enough  for  some 
observers.  “I’m  looking  for  a 
charter  they  can  get  passionate 
about,  something  more  than  a 
marketing  slogan,"  says  Joyce 
Graff,  an  analyst  with  Gartner 
Group  in  Stamford,  Conn.,  who 
co-chaired  the  EMA’s  manage¬ 
ment  committee  for  five  years 
in  the  mid-’90s.  “I  haven’t  seen 
that  spark.  What’s  the  unique 
added  value  from  this  organiza¬ 
tion?  Right  now  it’s  a  ‘me  too’ 
thing.” 

Haywood  says  people  are 
down  on  the  EMA  because  it  is 


changing:  “We  will  be  different. 
But  look  at  how  the  industry 
has  changed.  We  are  headed  in 
the  right  direction.  We  are  get¬ 
ting  our  stride  back.” 

That  stride  was  formidable  in 
the  mid-’80s  and  early  ’90s 
when  the  EMA  helped  draft  the 
Electronic  Communications 
Privacy  Act  of  1986  and  pro¬ 
duced  the  Privacy  Tool  Kit.  It 
also  helped  facilitate  interoper¬ 
ability  between  messaging  plat¬ 
forms,  including  X.400. 

But  the  EMA  lost  its  way 
when  the  Internet  blossomed, 
and  observers  question 
whether  the  group  can  inter¬ 
pret  the  emerging  e-commerce 
market.  “When  Internet  mail 
and  SMTP  took  off,  EMA  missed 
the  curve,”  says  one  former 
board  member  who  wished  to 
remain  anonymous.  “They 
failed  to  follow  the  issues  and 
lost  relevance.” 

“It’s  sad  that  with  messaging 
going  gangbusters  and  with 
over  one  billion  e-mail  address¬ 
es  out  there  this  industry  asso¬ 
ciation  is  in  tatters,”  says  Eric 
Arnum,  editor  of  the  Web-based 
newsletter  “Messaging  Online.” 

Critics  direct  much  of  the 
blame  for  EMA’s  downward  spi¬ 
ral  at  former  CEO  Victor  Parra, 
who  reportedly  bet  the  organi¬ 
zation’s  reserve  fund  on  build¬ 
ing  a  Comdex-like  trade  show. 
Parra  was  fired  in  1997  after 
EMA  depleted  a  nearly  $  1  mil¬ 
lion  reserve  fund  to  stage  its 
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Find  out  what  life  was  like  in 
the  heyday  of  the  Electronic 
Messaging  Association. 


conference  and  exposition  in 
Philadelphia. 

But  his  successor,  Kerry 
Stackpole,  who  resigned  last 
month,  didn’t  do  the  clean-up 
job  he  was  hired  to  do,  some 
say.  “The  old  Irish  saying  ‘May 
you  be  in  heaven  a  half  hour 
before  the  devil  knows  you’re 
dead’  seems  to  belong  on  Kerry 
Stackpole ’s  wall, ’Arnum  says. “If 
they  fold  because  of  Stackpole’s 
decisions,  people  will  be  upset.” 

A  second  former  board  mem¬ 
ber  says,  “Stackpole  screwed  it 
up,  he  left  the  scene  of  the 
crime.”  The  source  says  bad 
management  and  overprojec¬ 
tions  for  attendance  at  EMA’s 
conference  led  to  revenue 
shortfalls,  as  did  declining  mem¬ 
bership. 

Stackpole  denies  the  allega¬ 
tion:  “Clearly  they  don’t  under¬ 


stand  the  facts.  I  took  over  after 
we  had  just  lost  nearly  $1  mil¬ 
lion.  I  had  to  rely  on  what  we 
had  in  reserve  to  try'  and  make 
it  better." 

Insiders  say  even  after  the 
Philadelphia  spending  spree, 
the  EMA  had  money  on  hand, 
but  that  too  was  lost.  By  last  fall, 
sources  say,  the  group  had 
depleted  its  remaining 
$800,000  certificate  of  deposit 
reserve  and  had  only  $60,000  in 
cash.  “They  were  living  pay- 
check  to  paycheck,”  says  anoth¬ 
er  former  board  member. 

Stackpole  acknowledges  the 
organization  lost  money  the 
two  years  under  his  leadership. 
“I  was  trying  to  turn  the  Queen 
Mary,  and  we  had  to  try  and  sus¬ 
tain  our  programs  and  services 
on  a  tight  budget.” 

The  troubles  have  been  a  rev¬ 
elation  for  board  members,  who 
also  might  be  accused  of  taking 
their  eye  off  the  ball. 

“The  board  has  become  very 
proactive  in  watching  finances 
and  numbers  [for  projected 
show  attendance]  in  hopes  of 
bringing  EMA  back  to  health,” 
says  Lisa  Pratt,  vice  chairman  of 
the  board  and  a  user  member 
from  a  large  Northwest  manu¬ 
facturing  company.  Pratt  says 
her  company  is  aligned  with 
the  new  EMA  focus  on  e-busi- 
ness  as  are  other  member  orga¬ 
nizations,  including  Credit 
Suisse  First  Boston  and 
See  EMA,  page  124 


Rise  and  fall  of  a  user  group 


The  Electronic  Messaging  Association  began  as  a  powerful  industry  force  to  promote  e-mail  standards.  However,  the  group's  influence  has  waned  as  e-mail  technologies  have 
become  simpler  and  more  mainstream. 


1983 

Mike  Cavanagh  gathers 
companies  such  as 
IBM,  AT&T,  CitiBank 
and  ITT  to  help  start  the 
Electronic  Messaging 
Association,  with  a 
goal  to  foster  inter¬ 
operability  for  e-mail. 


1986 

EMA  is  instrumental  in 
drafting  the  Electronic 
Communications  Privacy 
Act  of  1986,  which 
provided  wiretap-like 
protection  for  e-mail. 
The  article’s  author,  John 
Podesta,  is  now  Presi¬ 
dent  Clinton's  chief  of 
staff. 


1993 

Cavanagh  leaves 
to  start  consulting 
firm,  replaced  by 
Bill  Moroney. 


1994 

Microsoft  leader  Bill 
Gates  delivers  keynote  at 
EMA  conference  in 
Anaheim,  Calif. 


1995 

•  Moroney  says  EMA  will  take  a  more 
prominent  role  in  areas  of  emerging  interest 
such  as  public  policy,  international  inter¬ 
operability  standards,  e-commerce  and  Internet 
applications. 

•  Torrential  rains  flood  12th  annual  conference 

in  New  Orleans.  EMA  pegs  attendance  at  3,000. 
Vint  Cerf  delivers  keynote. - 


* 


1996 

Victor  Parra  becomes 
president  and  CEO  of 
EMA.  Internet 
messaging 
dominates  talk  at 
conference  in 
Anaheim,  Calif., 
where  nearly  3,000 
hear  Netscape  co¬ 
founder  Marc 
Andreessen,  left, 
deliver  keynote. 


o 


1997 

EMA  spends  association's 
$1  million  reserve  fund  on 
annual  conference  in 
Philadelphia,  which  draws 
3,300  attendees.  Parra 
fired  reportedly  over 
spending  spree. 


1998 

Netscape's  Jim  Barksdale 
delivers  keynote  at  15th 
annual  conference  and 
exposition  in  Anaheim,  Calif. 
More  than  400  member 
companies  involved  in  EMA. 
Kerry  Stackpole,  right,  takes 
over  as  CEO. 


1999 

•  Annual  conference  is  held  in  Dallas  with  theme  of 
electronic  business.  The  show  features  "Great  Debate" 
between  Lotus,  Microsoft  and  Netscape. 

•  Steven  Layne,  CEO  of  United  Messaging,  and  Ray 
Murphy,  a  telecommunications  analyst  for  the  United 
States  Navy  Federal  Credit  Union,  named  to  the  board  of 
directors  in  November.  Layne  resigns  four  months  later. 


2000  - 

•  Attendance  is  down  at  the  April  show  in  Boston. 
EMA  pushes  its  transition  to  E-Business  Forum. 

•  William  Parker,  CEO  of  Digital  Impact,  is  a 
featured  speaker  with  his  talk  on  online  direct 
marketing. 

•  Membership  lists  277  user  and  vendor 
organizations,  down  from  a  high  of  500  in  1995. 
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ADTRAN 
(800)  923-8726 
www.adtran.com 
Booth  #527 

ADTRAN  unveils  the  industry's  first  end-to-end 
G.shdsl  deployment  solution  in  Booth  527. 
Configured  as  a  DSLAM,  Total  Access™  3000 
supports  224  subscriber  interfaces  in  six  inches 
of  rack  space.  This  modular  platform  reduces 
deployment  costs  and  increases  revenue  oppor¬ 
tunities.  Ask  for  a  demo! 


FOUNDRY 

NETWORKS 

Foundry  Networks 
(888)  TURBO-LAN 

www.foundrynetworks.com 
Booth  #1807 

Foundry  Networks  introduces  the  Netlron1500  — 
a  high  density  carrier  class  Internet  backbone 
router  which  offers  customers  the  ability  to 
deploy  a  full  spectrum  of  broadband  WAN  net¬ 
work  interfaces  ranging  from  OC-192c/STM-64, 
OC-48c/STM-16,  OC-12c/STM-4,  0C3c/STM-1 , 
ATM  to  DS3.  It  also  supports  LAN  interfaces 
ranging  from  lO/IOO/IOOOMbps  Ethernet  to  10 
Gigabit  Ethernet.  For  more  information,  please 
visit  booth  number  1807. 


Switch  &Data 


Facilities  Co. 


Switch  &  Data  Facilities 
(800)  455-9922 

www.sdfc.net 
Booth  #403 

Switch  &  Data  Facilities  Co.  (S&DFC)  operates  an 
international  network  of  carrier-neutral,  shared- 
infrastructure,  co-location  facilities.  S&DFC  helps 
ISPs,  CLECs,  data  storage  companies,  ASPs,  and 
telcos  implement  their  network  expansions  faster, 
more  economically  and  with  more  options  for 
connectivity.  Facilities  are  located  in  40  key  mar¬ 
kets  with  another  50  in  development. 


VERILINK® 

Verilink  Corporation 
(800)  926-0085 

www.verilink.com 
Booth  # 1341 

Verilink's  products  are  designed  for  easy  access  to 
multiple  communications  services  and  extensive 
monitoring  and  control  in  the  changing  environment 
of  data,  voice,  and  and  video  communications.  The 
company's  latest  product  offerings  provide  total 
solutions  for  network  access  and  web-based 
network  monitoring  and  control  —  ensuring  multi¬ 
service  networks  perform  as  promised  for  all 
voice  and  data  applications. 
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ew  York  bank  may  breathe  life  into  Iridium 


BY  JAMES  NICCOLAI 

Ill-fated  Iridium  has  asked  a 
U.S.  bankruptcy  court  to 
approve  a  letter  of  intent 
under  which  New  York  mer¬ 
chant  bank  Castle  Harlan,  Inc. 
would  acquire  most  of  the 
assets  of  the  failed  satellite 
communications  firm. 

Terms  of  the  proposed  deal 
call  for  Castle  Harlan  to  pay 
$50  million  cash  in  exchange 
for  the  bulk  of  Iridium’s 
assets,  including  the  compa¬ 
ny's  constellation  of  66  com¬ 
munications  satellites,  its 
trademarks  and  trade  names, 
and  its  Reston,  Va.,  facility, 
court  documents  show. 


Castle  Harlan  would  pay 
Iridium  an  additional 
$900,000  per  month  from  the 
time  the  court  gives  its 
approval  for  the  acquisition 
until  the  deal  closes. 

The  bank  would  also  issue 
Iridium’s  senior  lenders  with 
a  5%  equity  stake  in  any 
successor  company  that 
might  result  from  the  acquisi¬ 
tion.  The  merchant  bank  is 
eyeing  the  possibility  of 
establishing  a  new  company 
that  would  operate  and  mar¬ 
ket  Iridium’s  global  commu¬ 
nications  service,  Castle 
Harlan  spokesman  Charles 
Storer  says. 

Castle  Harlan  apparently 


sees  an  opportunity  to  turn 
Iridium’s  satellite  network 
into  a  profitable  venture,  with 
the  likely  goal  of  selling  the 
new  company  some  years 
down  the  road.  Castle  Harlan 
wouldn’t  reveal  specifics  of 
its  business  plan.  The  mer¬ 
chant  bank  has  45  days  to 
determine  whether  its  plan  is 
viable,  and  is  under  no  obliga¬ 
tion  to  go  ahead  with  the 
acquisition,  Castle  Harlan  said 
in  a  statement. 

Iridium,  a  $5  billion  ven¬ 
ture  backed  principally  by 
Motorola,  filed  for  Chapter  1 1 
bankruptcy  protection  in 
August  of  last  year  in 
Bankruptcy  Court  for  the 


Southern  District  of  New 
York.  In  March,  Iridium 
announced  it  had  begun  to 
shut  down  its  satellite  phone 
service  after  failing  to  find  a 
buyer  willing  to  take  on  the 
company’s  debts,  estimated  at 
$4.4  billion. 

Motorola  has  been  main¬ 
taining  Iridium’s  satellite  net¬ 
work  in  the  interim,  although 
most  of  the  independent 
gateway  companies  that  con¬ 
nect  the  satellite  network  to 
public  telephone  networks 
have  switched  those  gate¬ 
ways  off.  Limited  services  are 
still  available  in  North 
America  and  Italy,  but  Iridium 
has  virtually  no  customers 


remaining,  according  to  Bob 
Beury,  Iridium’s  deputy  gen¬ 
eral  council. 

Though  some  analysts  have 
raised  questions  about  how 
much  life  remains  in  the 
Iridium  network,  Beury  said 
today  the  satellites  should 
remain  operational  for  at 
least  another  four  years.  The 
gateways  could  be  turned 
back  on  at  any  time,  allowing 
service  to  be  resumed,  he 
added.  Castle  Harlan  isn’t  the 
first  company  to  propose 
buying  out  Iridium. 

Niccolai  is  a  senior  editor 
with  the  IDG  News  Service 
in  San  Francisco. 


JavaOne  highlights 

What  to  watch,  and  watch  out  for,  at  JavaOne 
(http://java.sun.com/javaone/): 

Tuesday,  June  6, 8:30  a.m. 

Keynote  by  Sun  CEO  Scott  McNealy,  costarring  Patricia  Sueltz,  who  oversees 
Java  software  at  Sun.  Otherwise  known  as  "The  Annual  JavaOne  Bill  Gates 
Roast." 

Tuesday,  June  6, 2:45  p.m. 

"A  Web-Based  Face  Recognition  Prototype  System  Using  Java  Technology." 

Wednesday,  June  7, 8:30  a.m. 

Keynote  by  Bill  Joy  and  James  Gosling,  Sun's  Java  gurus.  "The  Annual  JavaOne 
Microsoft  Windows  Roast."  Expect  Gosling  to  point  out  that  the  Melissa  virus 
affected  ONLY  Microsoft  PCs  and  software  and  if  everyone  had  Java  the  virus 
wouldn't  have  spread. 

Thursday,  June  8, 9:00  p.m. 

Linux  frenzy,  including  the  "Java2  Platform  on  Linux"  birds-of-a-feather  session. 

Ongoing 

Preview  of  the  Jiro  Technology  1 .0  specification  in  Pavilion  Booth  #232.  This 
is  Java  2-based  storage  management  architecture.  Impress  your  friends  by 
building  a  Java  Bean  on  the  Jiro  Runtime  Environment,  and  win  a  free  Jiro 
logo  jacket. 


Network  World,  118  Turnpike  Road,  Southborough, 


Java, 

continued  from  page  8 

tual  machine,  the  Kilobyte 
Virtual  Machine  (KVM),  is  for 
simpler  cell  phones  and 
embedded  systems. 


A  series  of  “profiles”  will  add 
specific  Java  APIs,  for  certain 
types  of  devices  and  markets, 
to  the  underlying  J2ME  soft¬ 
ware.  The  soon-to-be-unveiled 
Mobile  Information  Device 
Profile  adds  HTTP  support 


and  a  user  interface  for 
the  more  powerful,  larger- 
screened  cell  phones  or 
PDAs. 

Network  connectivity  has 
been  evolving  slowly  for 
J2ME,  CrossRoads’  Greco 
says.  His  programmers  were 
frustrated  by  the  lack  of  net¬ 
work  features  in  the  earliest 
version  of  the  KVM  for  the 
PalmOS. 

Partly  to  address  such  con¬ 
cerns,  Sun  has  crafted  Java 
interfaces  that  will  insulate 
applications  from  the  under¬ 
lying  network  protocols,  says 
Eric  Shu,  a  Sun  group  market¬ 
ing  manager. 

Vendors  and  developers 
can,  in  effect,  plug  in  un¬ 
derneath  this  framework 
whatever  specific  net  con¬ 
nections  their  devices  need, 
he  says. 

The  evolution  of  the  soft¬ 
ware  foundation  is  being 
matched  by  a  slew  of  new  sys- 
tems-level  boards  and  special¬ 
ized  Java  implementations 
aimed  at  device  manufac¬ 
turers.  The  Java  APIs  that  are 
part  of  the  J2ME,  coupled 
with  the  promise  of  faster 
processors  and  Java  code  exe¬ 
cution,  are  a  heady  mix  for 
corporate  developers. 

“When  Java,  as  a  lingua 
franca,  is  spoken  by  clients 
as  well  as  servers,  we  can 
then  distribute  corporate 
data,”  says  Farooq  Butt,  a  strate¬ 
gic  business  manager  with 
Motorola.  “We  can’t  predict 
what  will  happen  when  Java 
is  unleashed  on  mobile 
devices.”  3 
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MAKING  JAVA 
APPS  ZIPPIER 

Among  the  technolo¬ 
gies  on  display  at 
the  JavaOne  event 
this  week  will  be 
system-level  products  designed  to  speed  Java  applica¬ 
tions  running  on  assorted  mobile  and  specialized  net¬ 
work  devices.  Here  is  a  sampling: 

•  A  new  Lucent-funded  start-up,  called  SavaJe  Tech¬ 
nologies,  has  created  an  operating  system  called  Jscream 
that's  written  in  C  but  is  designed  to  run  Java  programs  on 
devices  using  ARM  or  StrongARM  microprocessors.  This 
approach  eliminates  several  layers  of  software,  enabling 
applications  to  run  faster,  says  Matthew  Catino,  president  of 
SavaJe.  Jscream  uses  the  full-featured  Java  2  Micro  Edition 
Java  Virtual  Machine  (JVM). 

•  Another  start-up,  Zucotto  Systems  of  San  Diego,  has 
taken  this  a  step  further,  designing  a  Java  microprocessor  to 
run  wireless  applications.  Company  CEO  Mark  Wells  claims 
applications  can  run  20  to  40  times  faster  on  its  chip  than  on 
a  software-based  JVM.  The  Expresso  Board  will  be  available 
later  this  month  for  use  in  cell  phones  and  assorted  devices 
using  the  Bluetooth  wireless  technology. 

•  Websprocket  will  unveil  VMFoundry,  software  that 
enables  users  to  run  Java  applications  on  ARM-  and  Strong- 
ARM-based  devices  such  as  cell  phones  without  the  need 
for  a  Java  Virtual  Machine.  The  company  has  created  an 
open-source  version  of  Java,  called  Jemini,  specifically 
designed  to  support  such  applications. 

—  By  John  Cox 


f|§  JavaOne 
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SL  vendors  to  demo  interoperability 


BY  TIM  GREENE 

DSL  vendors  will  show  off 
interoperability  among  their 
equipment  this  week  at 
SuperComm  with  interbooth 
connections  that  support 
voice  and  data. 


The  demonstrations  will 
simulate  DSL  connections  to 
customer  sites  and  then  link 
to  the  public  phone  network. 
Calls  will  then  be  completed 
via  DSL  gear  in  other  show 
booths. 

The  point  of  the  demon¬ 
strations  is  to  show  that  cus¬ 
tomers  and  service  providers 
can  have  a  choice  of  equip¬ 
ment  when  they  sign  up  for  or 


provision  new  DSL  services. 
Customers  will  be  able  to  buy 
DSL  equipment  and  continue 
to  use  it  when  they  switch  ser¬ 
vice  providers  if  interoperabil¬ 
ity"  becomes  widespread. 

Service  providers  like  to 
have  a  mix  of  equipment 
makers  because  competition 
helps  drive  down  costs. 

The  demonstrations  will 
link  data  equipment  to  the 
Internet  using  a  mix  of  cus¬ 
tomer  site  equipment  and 
DSL  access  multiplexers,  as 
well  as  ATM  switches. 

In  addition,  telephones  will 
be  hooked  to  DSL  customer 
gear  that  turns  voice  into  IP 
packets  or  ATM  cells  and  for¬ 
wards  it  over  a  DSL  link  to  a 
voice  gateway. 

The  gateway  converts  the 
traffic  back  to  circuit- 


switched  voice,  which  is  then 
sent  to  the  public  switched 
telephone  network  (PSTN). 
From  the  PSTN,  the  traffic  is 
switched  to  another  gateway, 
which  delivers  it  through  yet 
another  gateway,  to  a  DSL- 
connected  phone  in  another 
booth. 

Among  those  participating 
are  AccessLAN,  Anda,  Con¬ 
vergent  Networks,  Copper¬ 
Com,  Copper  Mountain, 
General  Bandwidth,  Jet¬ 
stream,  Paradyne,  RC  Net¬ 
works,  Tekelec,  Tachion  and 
Woodwind.  3 


More  on  what's 
to  come  at  the 
SuperComm  show 
Page  lO. 


Napster, 
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class  and  whatever  they  are 
targeting  is  there  when  they 
get  back  to  the  dorm.” 

Students  at  the  two  col¬ 
leges  should  see  Napster 
speed  up  in  the  fall,  as  Muggli 
plans  to  add  two  more  T-ls  to 
the  campus  network.  “We 
were  planning  on  upgrading 
our  lines  this  summer  any¬ 
way,  but  I  think  the 
PacketShaper  will  help  us 
control  the  bandwidth,” 
Muggli  says.  “Without  some¬ 
thing  like  this,  we  could  buy 
more  and  more  T-ls,  and 
they’d  just  keep  filling  up.” 

Some  colleges  are  continu¬ 
ing  to  block  Napster  because 
of  copyright  concerns  but  are 
using  traffic  shapers  to  con¬ 
trol  other  bandwidth-inten¬ 
sive  multimedia  applications. 
For  example,  Texas  Christian 
University  installed  an  Allot 
Communications  Net  En¬ 
forcer  between  the  firewall 
and  router  on  its  network, 
which  has  four  T-l  lines  and 
supports  5,000  students,  fac¬ 
ulty  and  staff. 

Senior  network  engineer 
Jim  Mayne  says  he  bought  the 
$12,000  Allot  device  in  the 
spring,  when  the  university 
discovered  that  60%  to  70%  of 
its  traffic  was  related  to  MP3 
music  files.  He  used  the 
device  to  give  the  highest  pri¬ 


ority  to  faculty,  staff  and  labo¬ 
ratory  traffic,  granting  these 
users  a  guaranteed  minimum 
bandwidth.  He  set  e-mail,  tel¬ 
net  and  news  traffic  as  the 
next  priority  down.  To  the 
dormitory  Web  traffic,  he 


Bandwidth  bullies 


Scour  www.scour.com 


assigned  the  lowest  priority 
and  set  bandwidth  at  128K 
bit/sec. 

“Napster  is  currently 
blocked,  and  it  will  stay  that 
way,”  Mayne  says.  “We  blocked 
it  originally  because  of  the 
need  to  gain  our  bandwidth 
back,  but  we’ll  continue  to 
block  it  until  there’s  some  clear 
position  about  its  legality.” 

This  summer  Mayne  is 


increasing  his  Internet  con¬ 
nection  to  handle  up  to  12M 
bit/sec,  almost  double  the 
current  bandwidth.  He  says 
the  extra  bandwidth  plus  the 
Allot  traffic  shaper  put  him  in 
a  good  position  to  manage 


Portal  for  finding  digital  music, 
movies  and  videos  on  the  Web. 


Gnutella,  iMesh  and  other 
multimedia  applications  next 
fall. 

“These  new  applications 
create  a  distributed  comput¬ 
ing  environment  across  the 
globe,”  Mayne  says.  “It’s  going 
to  be  tremendous  in  terms  of 
its  possibilities,  but  it’s  going 
to  be  a  real  headache  for  peo¬ 
ple  trying  to  maintain  their 
network  properties.”  H 


New  bandwidth-intensive  Internet  applications  to  watch  out  for: 


Application 

Site 

Description 

Freenet 

freenet.sourceforge.net 

Distributed  system  for  publishing 
information  over  the  'Net. 

Gnutella 

www.gnutella.wego.cortt 

Protocol  for  swapping  music, 
software,  images  and  other  files. 

iMesh 

www.imesh.com 

Client  software  for  sharing 
videos,  music  and  other  files. 

MP3.com 

www.mp3.com 

Web  site  offering  digital  music 
for  downloading  or  listening. 

Napster 

www.napster.com 

Popular  music  Web  site  where 
users  swap  MP3  music  files. 

Trend  Micro,  Network 
Associates  settle  dispute 


BY  JACK  MCCARTHY 

Antivirus  software  makers 
Trend  Micro  and  Network  As¬ 
sociates  have  settled  technol¬ 
ogy  patent  lawsuits  pending 
against  each  other  and  will 
cross-license  their  patent 
portfolios,  the  firms  said  last 
week. 

The  companies  say  they 
hope  the  settlement,  finalized 
Wednesday,  marks  an  end  to  the 
legal  dueling  over  use  of  patent¬ 
ed  antivirus  technology  that  has 
marred  relations  among  anti¬ 
virus  firms  in  recent  years. 

“We  think  the  result  of  this 
settlement  signifies  a  new  era 
of  cooperation  among  antivirus 
companies,”  said  Mike  Cornier, 
president  of  Trend  Micro  North 
American  operations.  “Were 
happy  to  put  the  lawsuit 
behind  us  and  concentrate  on 
our  customers.” 

As  part  of  the  settlement, 
Network  Associates  will  pay 
Trend  Micro  $12.5  million, 
according  to  documents  filed 
with  the  U.S.  Securities  and 
Exchange  Commission. 

Trend  Micro  sued  Network 
Associates  in  May  1997  in  U.S. 
District  Court  in  San  Jose,  alleg¬ 
ing  infringement  of  its  patents 


for  antivirus  software  covering 
Internet  data  transfers  and 
e-mail.  Network  Associates  sued 
Trend  Micro  last  month  in  U.S. 
District  Court  in  Dallas,  claim¬ 
ing  infringement  of  patents  for 
embedding  antivirus  technol¬ 
ogy  into  Internet  and  network 
applications. 

Litigation  among  antivirus 
companies  has  been  a  familiar 
occurrence  in  recent  years. 

Trend  Micro  settled  a  patent 
infringement  suit  against  Sym¬ 
antec  in  April  1998,  with  the 
companies  agreeing  to  cross- 
license  patents,  Conner  said. 

In  December  1999,  Network 
Associates  and  its  subsidiary. 
Cybermedia,  came  to  an  agree¬ 
ment  with  Symantec  on  copy¬ 
right,  trade  secret  and  unfair 
competition  lawsuits  brought 
against  each  other. 

McCarthy  is  a  correspon¬ 
dent  with  IDG  News  Service  in 
San  Francisco. 


EMA, 

continued  from  page  120 
Chevron. 

But  the  EMA  has  needed  a 
health  checkup  for  some  time 
and  little  has  been  done.  In 
1998,  the  EMA’s  big  projects 
were  to  develop  guidelines 
for  certifying  messaging  spe¬ 
cialists  and  acting  as  an 
observer  to  a  fax  interoper¬ 
ability  test  run  by  the  Internet 
Mail  Consortium.  In  1999,  the 
group  tried  to  launch  a  four- 
city  traveling  tutorial  but 
three  of  the  four  dates  were 
canceled  and  money  was  lost. 

Also  in  that  two-year  time 
frame  membership  was  falling 
and  show  attendance  was  off. 
A  record  3,300  people 
showed  up  at  the  annual  con¬ 
ference  in  1997,  but  by  this 
year  only  1,200  were  present, 
although  Arnum  and  others 
claim  it  was  half  that.  At  its 
height,  the  EMA,  which  is 


unique  in  that  it  brings 
together  users  and  vendors, 
boasted  500  member  organi¬ 
zations,  but  now  lists  about 
half  that  number. 

Participation  in  the  EMA’s 
committees,  which  investigate 
topics  such  as  interoperability 
and  standards,  has  dwindled  as 
members  lost  interest  in  issues 
that  have  for  the  most  part 
been  resolved. 

A  move  is  now  underway  to 
reorganize  EMA  committees 
into  four  core  groups  focused 
on  e-business  infrastructure, 
applications,  awareness,  and 
government  and  legal  issues. 

But  it  won’t  be  easy  to 
achieve  success.  “It’s  too  early 
to  write  the  EMA’s  obituary,” 
former  CEO  Stackpole  says. 
“But  they  are  clearly  restruc¬ 
turing  and  downsizing,  and 
getting  into  a  fighting  stance.” 

“It’s  sad  to  see  them 
become  irrelevant,”  Messaging 
Online’s  Arnum  says.  lai 
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from  the 
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in  the 

Business! 

COMPUTERWORLD 


IT  LEADERS 

CONFERENCE 

June  19-21, 2000 
Marriott  Desert  Springs 
Resort  &  Spa 
Palm  Desert,  CA 


At  Computerworld’s  Premier 
100  IT  Leaders  Conference, 
June  19-21, 2000  at  the 
Marriott  Desert  Springs  Resort 
&  Spa,  you’ll  meet  and  learn 
from  the  finest  leaders  in 
information  technology  today. 
Since  many  who  will  attend 
and  present  will  be 
Computerworld’s  Premier  100 
IT  Leaders  -  Fortune  1000 
IT  executives  honored  by 
Computerworld  as  outstanding 
practitioners  of  leading-edge 
IT  -  you’ll  see  early  adopters 
of  technology  and  business- 
savvy  executives  who  excel 
at  leveraging  strategic 
information  resources. 


CONFERENCE  AGENDA 


A 


■' 


Sunday,  June  18, 2000 


12:00pm  -  5:00pm 

Registration 

7:00pm  -  9:30pm 

Pre-Conference  Networking  Reception 


Monday,  June  19, 2000 


8:30am  -  9:00am 

Welcome  and  Opening  Overview 

Maryfran  Johnson,  Editor-in-Chief 
Al  Computerworld 

9:00am  -  9:45am 

Opening  Keynote:  “IT  Leadership  vs.  E-Leadership” 

Charlie  Feld,  E-Leader  and  former  CIO,  Delta  Airlines 
CEO,  The  Feld  Group 


10:00am  -  11:30am 

“The  Naked  Truth  About  B2B  E-Commerce” 

Kevin  Fogarty,  Business  Editor 
Computerworld 


Moderator 

Panelists: 

Robert  Schwartz,  VP  &  GM 
Panasonic  Corp. 

Kathy  Brittain-White,  CIO  &  EVP 
Cardinal  Health  (cardhealth.com) 

Peter  Burrows,  CTO 
Reebok  International 

John  Keast,  CIO/CTO 
NetworkOil 

Bruce  Carver,  VP  of  Informational 
Management  and  Technology 
Reynolds  &  Reynolds 


Everybody’s  talking  about  business-to-business  collaboration  as 
the  hottest  of  the  online  trends  in  2000.  But  many  feel  this  emper¬ 
or  still  has  no  clothes.  This  panel  will  cut  through  the  hype  sur¬ 
rounding  e-marketplaces,  answering  some  critical  questions  on 
the  benefits  versus  the  risks.  Should  your  company  participate  in 
someone  else's  B2B  marketplace  or  create  your  own?  When  and 
how  do  you  measure  ROI  when  you’re  executing  at  Internet 
speed?  There  are  multiple  decision  points  for  entry  into  Web- 
based  collaboration,  including  infrastructure  concerns,  business 
application  readiness  and  trust  issues  between  trading  partners. 
As  these  new  business  and  organizational  models  evolve,  what 
are  the  key  factors  your  company  must  consider?  Can  it  really  pro¬ 
mote  higher  sales  or  lower  your  production  costs?  IT  leaders  from 
several  industries  will  share  their  successes  and  candidly  discuss 
the  pitfalls  of  B2B  e-commerce  in  this  interactive  session. 

11:30am  -  12:15pm 

Insider  View:  “Raytheon  Corp.’s  Unfolding 
E-Business  Strategy” 

Eric  Singleton,  Director  of  Global  E-Business 
Raytheon 

12:30pm  -  1:45pm 

Interactive  Luncheon  with  IT  Leaders 

2:00pm  -  3:30pm 

“Enterprise  Security:  Will  Only  the  Paranoid  Survive?” 

Priscilla  Tate,  President 
Technology  Managers  Forum 


Moderator 


Panelists: 

Scott  Charney 

former  head  of  computer  crime 
investigations,  U.S.  Pepartment 
of  Justice  and  now  Partner 
PricewatertiouseCoopers 

Allan  Palter 

Columnist  Computerworld 
and  Research  Director,  SANS 

Tim  Talbot,  VP  of  Technology 
Management,  PHH  Vehicle 
Management  Service 


The  costs  of  electronic  attacks  and  security  breaches  are  rising 
sharply,  more  than  doubling  each  year  into  hundreds  of  millions  of 
dollars.  Every  week,  it  seems,  a  new  high-profile  victim  joins  the 
list  of  companies  that  failed  to  protect  themselves  and  their  cus¬ 
tomers.  Never  have  the  business  imperatives  of  secure  commerce 
been  so  prominently  in  the  spotlight.  For  IT  leaders,  the  issues  go 
beyond  technical  concerns.  What  are  your  company’s  legal  liabili¬ 
ties  when  customer  data  is  compromised?  How  do  you  get  past 
political  wrangling  over  budget  allocations  for  security  products? 
What  are  the  questions  you  should  be  asking  inside  your  own 
company  -  or  of  your  outsourcers  or  suppliers?  This  session  will 
explore  enterprise  security  in  depth,  drawing  out  examples,  ideas 
and  action  items  from  our  expert  panelists. 


3:30pm  -  4:15pm 

Afternoon  Keynote:  “Innovation  &  Change” 

Thornton  May,  VP  of  Research 
-  4  Cambridge  Technology  Partners 

4:30pm  -  5:30pm 

Premier  Sponsor  Breakout  Sessions  1  and  2 

5:30pm  -  8:30pm 

Expo  Open  and  Reception/Buffet  Dinner 

Tuesday,  June  20, 2000 

8:45am  -  9:00am 

Remarks  and  Day  Two  Overview 

9:00am  -  9:45am 

Keynote 

David  Lord,  CEO 
<4h  Toysmart.com 


10:00am  -  11:30am 

“ASPs:  The  Double-Edged  Sword  of  Outsourcimf 
Mark  Hall,  West  Coast  Bureau  Chief 
Computerworld 


Moderator 


Panelists: 

Dick  Hudson,  CIO 
Global  Marine 

John  Voeller,  CKO,  CTO  &SVP 
Black  SVeatch 

Sateesh  Lele,  President 
Lele  Consulting  Group 

Tsvi  Gal,  CIO.  CTO  &  VP  of  Mergers 
and  Acquisitions,  GBS 

Mark  Mathias,  President 
Eureka  Digital 

James  Lubinski,  EVP 
Gallileo  Intemabonal 


This  latest  trend  is  both  an  option  and  an  obstacle.  As  the  a;!.'-:. 

tion  service  provider  market  grows  beyond  the  io 
business  space  to  take  advantage  of  enterprise-class  servo,  tu- 
leaders  are  considering  ASPs  as  a  serious  tool  ir.  ibe:r ' 
strategies.  Yet  will  these  outside  vendors  offer  arWert  •*••••• 
for  your  IT  operations?  Can  you  control  point  procuo 
from  ASPs?  How  do  you  insure  that  ASPs  deliver  on  ser-n. 
agreements?  Will  today's  high-flyers  crash  to  earth  and  mv.  , 
company  with  them?  This  panel  session  will  nail  down  the 
success  and  failure  points,  and  answer  tot  most  press .-. 
provocative  questions  that  ASPs  raise  for  IT  executives. 


11:30am  -  12:15pm 

1  Featured  Speaker 

Peter  Solvik,  CIO 
Cisco  Systems 


.  vmt 


12:30pm  -  2:00pm 

Buffet  Lunch  and  Expo  Open 

2:00pm  -  3:30pm 

“Walking  the  E  Customer  Tightrope” 

Julia  King,  Senior  Editor 
Computerworld 


Moderator 

Panelists: 

Cathy  Hotka,  VP 
National  Retail  Federation 

Joseph  Smialowski 
Vice  Chairman 
Fleet  Boston  Financial 

Robert  Rubin,  CIO 
Elf  Atochem  North  America 

Manoj  Tripati,  CIO  and  Vice  President 
Jamba  Juice 


Technologies  such  as  data  mining  and  customer  relationship  manage¬ 
ment  software  can  put  your  company  right  in  its  customers’  pockets,  not 
only  anticipating  their  current  needs  but  discovering  new  ones.  But 
where  does  e-business  cross  over  that  line  between  customer  knowl¬ 
edge  into  invasion  of  privacy?  Does  your  company  know  how  to  walk  this 
tightrope  without  falling  off?  ’What  are  the  best  strategies  for  leveraging 
and  managing  high-impact  business  data  without  alienating  customers 
along  the  way?  How  are  leading  companies  using  technology  to  sustain 
old  relationships  while  developing  lucrative  new  ones?  Does  online  cus¬ 
tomer  service  differ  from  the  traditional  approach?This  panel  session  will 
explore  the  positives  and  the  perils  of  the  customer  connection. 


3:30pm  - 


4:15pm 

Insider  View:  “Taking  Care  of 
E-Customers  at  Autobytel” 

Ann  Deiligatta,  COO 
Autobytel.com 

4:45pm 

Premier  Sponsor  Breakout  Session  3 

6:30pm 

Expo  Open  and  Reception 

9:00pm 

Premier  100  Awards  Presentation  and  Gala  Dinner 

Featured  Keynote:  Jim  Yost,  CIO 
Ford  Motor  Company 


Wednesday,  June  21, 2000 

8:45am  -  9:00am 

Remarks  and  Closing  Day  Overview 

9:00am  -  10:30am 

“How  to  Win  the  Hiring  War  Between 
the  ‘Dots’  and  the  ‘Nots’” 

David  Weldon,  Careers  Editor, 

Computerworld 


Moderator 

Panelists: 

Irene  Dec,  VP  of  International 
Investments,  Prudential  Insurance  Co. 

Margaret  Schweer,  HR  Director 
Kraft  Foods 

Robert  Bruce,  CIO 
Allmerica  Financial 

David  Foote,  Managing  Partner 
Foote  Partners  LLC 

Jim  Prevo,  CIO 
Green  Mountain  Coffee 

Fran  Quittel,  Columnist 
Computerworld 

10:30am  -  11:15am 

I  J  Closing  Keynote:  “Putting  All  the  Pieces  Together: 
The  E-Management  Difference” 

Peter  Keen,  Author,  The  eProcess  Edge,  and  Chairman 
Keen  Education 


Many  traditional  companies  are  reeling  from  the  impact  of  the  dot-com 
drainpipe,  as  sexy  little  startups  puli  top  talent  from  their  employee 
ranks.  Beyond  the  stock  options  and  the  thrill  of  new  ventures.,  what 
are  dot-coms  offering  that  your  company  may  be  overlooking?  Are  you 
talking  about  career  development,  or  droning  on  about  employee 
retention?  How  can  you  “steal”  from  your  own  staff  in  other  divisions 
to  enrich  and  strengthen  the  technology  operation?  What  kind  of 
employee  referral  programs  really  work?  We’l!  hear  from  both  sides  of 
the  debate  in  this  lively,  provocative  discussion  of  hiring,  head  hunting 
and  holding  onto  the  best  IT  people  in  a  sizzling  job  market 


REGISTER  TODAY 

Registration  fees  include  entrance  to  Computerworld’s  Premier  100 
IT  Leaders  Conference  and  all  meals  and  networking  receptions. 


Earlybird  Registration  (on  or  before  May  26) 

Pre-Registration  (May  27-june  19) 

$1,295 

$1,495 

.  .  ..  . . . . j 

Crazy  and  customers:  More  chaos 


“The  world  is,  for  the  most  part, 
a  collective  madhouse,  and  practi¬ 
cally  everyone,  however  ‘normal’ 
his  facade,  is  faking  sanity.” 

—  John  Astin 


MARK 

GIBBS 


Customer  service  is  supposed 
to  be  your  defense  against  the 
big,  bad  world,  the  thing  that 
stops  your  company  from  becom¬ 
ing  completely  psychotic  when 
flooded  with  questions  that  must 
be  answered. 

You  provide  warm  bodies  and/ 
or  an  Interactive  Voice  Response 
System  in  an  attempt  to  defuse 
the  incoming  problems  as  quickly 
as  you  can  while  pro¬ 
viding  the  best  cus¬ 
tomer  impression 
possible. 

But  what  happens 
when  customer  ser¬ 
vice  becomes  bureau¬ 
cratic  and  exists  sim¬ 
ply  to  allow  the  rep¬ 
resentatives  to  switch 
off  their  brains?  The 
answer  is  chaos. 

CompUSA  is  a  fine 
example  of  how  not 
to  treat  customers 
and,  for  that  matter,  a  fine  exam¬ 
ple  of  chaos. The  customer  ser¬ 
vice  people  are  never  available 
and  never  know  anything  about 
whatever  it  is  you’re  looking  for. 

Now,  following  my  column 
‘The  end  of  civilization  as  we 
know  it”  (ATT,  May  8,  page  210), 
reader  Steve  Claydon  wrote  with 
the  following  observation: 

“I  know  a  number  of  really 
good,  efficient,  helpful  people  at 
several  phone  companies.  But 
the  further  away  from  the  street 
you  go  the  dumber  and  less  car¬ 
ing  they  get.  That  is  until  you  get 
to  the  poor  people  at  the  cus¬ 
tomer  service  and  order  depart¬ 
ments  who  either  obviously 
don’t  care,  don’t  get  anything  at 
all  —  ever  —  or  can’t  trust  a  sin¬ 
gle  other  person  to  follow 
through  on  anything.  It  all  trans¬ 
lates  to  bad  management.  It’s  a 
signal  given  down  the  line  to 
protect  your  own  ass  and  not 
rock  the  boat,  while  ‘business  as 


usual’  becomes  the  rules  of 
engagement,  not  ‘serve  the 
customer.’ 

“Did  you  ever  call  Land’s  End 
catalog  service?  If  not,  try  it. 
Somebody  there  really  gets  it. 
Everyone  on  the  phone  is  trained 
carefully.  No  boiler  room  answer¬ 
ing/order  taking. Your  order  gets 
to  you,  and  they  know  how  to  do 
e-mail,  fax  and  phone  updates  on 
orders.  You  can  track  your  prod¬ 
uct  delivery  —  just  like  the  rest 
of  the  modern  real  world  that 
will  be  the  survivors  of  retail. 
There  is  a  chain  of  command. 
People  go  to  nice  school. The  cus¬ 
tomer  is  always  suspected  of 
being  right.  Can  you  imagine  Pac 
Bell  being  like  this?  No  more  bel¬ 
ligerence,  no  more  missing 
orders,  no  more  missed  installs 
while  you  burn  your  precious 
time  sitting  there  for  a  whole  day, 
waiting  for  someone  who  never 
shows. 

“Someone  has  to  care.  Some¬ 
one  has  to  know  how  to  inspire 
people.  You  do  that  on  one  hand 
by  not  being  a  complete  jerk  to 
your  employees,  and  on  the  other 
hand  by  rewarding  people  for  get¬ 
ting  on  the  case  and  staying  there. 
Yes,  yes,  I  know,  the  union,  bene¬ 
fits,  hiring  problems,  etc. . . .  But  it 
is  not  inherently  the  destiny  of 
every  corporation  to  *&A%  it  up 
so  badly.  It’s  a  choice.” 

Thanks  Steve,  never  was  a  truer 
word  spoken:  “It  is  not  inherently 
the  destiny  of  every  corporation  to 
*&A%  it  up  so  badly.  It’s  a  choice.” 

Now  why  is  it  we  use  comput¬ 
ers  and  automation  in  customer 
service,  girls  and  boys?  Correct!  It 
is  to  be  more  efficient,  to  provide  a 
better  customer  experience,  and 
not  to  be  too  blunt,  to  save  lots  of 
money.  But  every  layer  of  automa¬ 
tion,  every  inhuman  process  that 
drives  a  human  being,  erodes  the 
perceived  value  of  customer  ser¬ 
vice  to  the  end  user  and  ultimately 
to  the  company. 

The  time  has/will  come  for  us 
all  to  consider  how  far  our  cus¬ 
tomer  service  is  from  reality.  Want 
to  find  out  how  your  customer 
service  appears?  Call  it  up  your¬ 
self  and  see. You  may  be  driven 
crazy  by  what  you  find. 

Service  requests  to  nwcolumn 
@gibbs.com. 
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At  a  cookout  Saturday,  an  IT  execu¬ 
tive  told  Buzz  he  has  been  harried  by  plan¬ 
ning  the  logistics  of  a  departmental  meeting 
that  will  bring  colleagues  from  across  the 
country  and  Europe  to  a  swanky  area  hotel. 

The  exec  doesn't  hold  out  much  hope  for  the 
meeting's  usefulness  —  it's  his  boss'  baby  — 
but  there  is  a  silver  lining: 

Most  of  the  associated  expenses,  you  see, 
will  land  on  my  friend's  corporate  credit  card. 

"You  wouldn't  believe  the  frequent-flier 
miles  and  hotel  points  I'll  be  getting  out  of 
this,"  he  cackled. 

Such  an  anecdote  should  thrill  the  entre¬ 
preneurs  behind  WebMiles,  a  customer-rewards  start-up  that  launched 
its  site,  www.webmiles.com,  earlier  this  year. 

"People  do  all  sorts  of  crazy  things  to  get  frequent-flier  miles,"  says 
Jennifer  Case,  vice  president  of  marketing  at  WebMiles,  which  has 
attracted  an  impressive  $41  million  from  investors  such  as  NBC, 

Patricof  &  Co.  Ventures  and  Maritz,  Inc. 

Those  people  doing  the  crazy  things  have  spoken  clearly  regarding 
what  works  when  companies  are  ladling  out  goodies  to  build  brand  loy¬ 
alty:  "Never  mind  the  trinkets  and  T-shirts.  We  want  free  travel." 

So  think  of  WebMiles  as  a  cross  between  the  airline  frequent-flier 
plans  and  customer-loyalty  programs  such  as  "Membership  Rewards" 
from  American  Express.  However,  one  accumulates  WebMiles  points 
not  by  enduring  coast-to-coast  red-eyes,  but  by  buying  goods  and  ser¬ 
vices  from  a  50-plus-member  network  of  WebMiles-affiliated  sites, 
including  Borders.com,  Dell.com,  Disneystore.com  and  FTD.com,  as 
well  as  old-world  merchants  such  as  Nordstrom  and  Toys  "R"  Us. 
Purchases  made  with  a  WebMiles  MasterCard  also  earn  reward  cred¬ 
its;  a  double-dip  if  made  from  an  affiliated  merchant. 

As  with  frequent-flier  miles,  WebMiles  are  redeemed  for  free  air 
travel.  The  difference  —  and  this  is  the  start-up's  trump  card  —  is  that 
WebMiles  can  be  redeemed  for  unrestricted  tickets  on  any  airline. 

Case  says  WebMiles  will  also  differentiate  itself  by  letting  partici¬ 
pants  earn  free  travel  faster  than  other  rewards  programs. 

WebMiles  intends  to  make  money  by  selling  the  points  wholesale  to 
merchants  who  in  turn  will  distribute  them  to  customers. 

The  unrestricted  tickets  should  prove  popular.  And  that  pile  of  cash 

—  $34  million  of  which  was  landed  after  the  e-comm  shake-out  began 

—  should  give  WebMiles  a  running  start  on  building  its  brand,  espe¬ 
cially  since  NBC's  involvement  will  help  with  the  TV  ads. 

But  no  matter  how  rosy  a  picture  the  company  paints,  the  WebMiles 
accumulation  rate  is  likely  to  prove  disappointing  . . .  unless,  of  course, 
you  happen  to  be  planning  your  company's  next  off-site  meeting. 


PAUL 

MCNAMARA 


Speaking  of  air  travel,  a  reader  who  prefers  anonymity  offers 
this  observation  about  plans  to  put  Internet  connections  on  planes: 

"I  get  edgy  when  it's  proposed  that  someone  will  place  a  TV/Internet 
monitor  in  front  of  the  face  of  each  airline  passenger  [on  a  seat-back] 
that  serves  as  a  cushion  in  case  of  emergency,"  he  writes.  "In  low- 
speed  runway  crashes  or  during  turbulence,  the  passenger  can  swing 
forward  on  the  lap  belt  to  smash  the  display  with  a  human  face.  This 
will  work  wonders  for  insurance  companies,  lawyers  and  plastic  sur¬ 
geons,  but  not  much  for  travelers,  especially  babes  in  arms.  Has  any 
ethical  person  thought  this  through,  or  does  profit  overcome  all?" 

Interesting  point,  although  I  see  airline  food  as  a  bigger  risk. 


Question:  Might  the  Federal  Communications  Commission  consider 

this  "domestic  slamming"? 

Mrs.  Buzz  recently  switched  our  long-distance  service  from  AT&T  to 
MClWorldComSprintWhateverThey'reCallingltThisWeek.  She  did  so 

without  notifying  her  husband,  or,  dare  I  say  it,  seeking  his  permission. 

A  formal  complaint  to  the  FCC  appears  unnecessary,  since  she 
swears  we're  getting  a  better  deal. 

Of  course,  that's  what  they  all  say. 


You’d  like  to  slam  me,  too?  The  address  is  buzz@nww.com. 
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Presenting  the  first  switches  to  offer  Ethernet 


service  provisioning  for  MANs,  Internet 
exchanges  and  cyber  building  networks. 


Looking  for  a  way  to  deliver  more  bandwidth  to  your 
broadband  infrastructure?  How  about  a  way  to  slice  and  serve 
that  bandwidth  with  incredible  granularity  and  flexibility  while 
guaranteeing  fixed  latency  for  delay-sensitive  services  such  as 
video  and  voice?  Add  the  ability  to  deliver  different  classes  of 
IP  transport  services  to  your  customers  by  combining  IETF 
DiffServ  and  quality  of  service  while  simultaneously  providing 
the  necessary  billing  information  and  you’ve  got  the  ideal 
switch  for  MANs,  Internet  exchanges  and  cyber  buildings.  You 
get  SONET-like  resiliency  between  customer  access  points  on 
the  network.  Plus  WDM  to  increase  carrying  capacity  by  allocating 


See  us  in  Booth  #715  at  SUPERCOMM  2000 

t  2000  Extreme  Networks.  All  rights  reserved.  Extreme  Networks  ts  a  registered  trademark,  and  Alpine  and  the  Extreme  Networks  logo  are 
trademarks  of  Extreme  Networks.  All  other  company  names  or  products  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


bandwidth  to  multiple  wavelengths  on  a  single  fiber.  It’s  that 
simple.  Oh,  one  other  thing.  As  the  case  with  all  Extreme 
Gigabit  Ethernet  Layer  3  switches,  the  Alpine  3808  and  3804 
Ethernet  service  provisioning  switches  are  housebroken  and 
won’t  chew  up  the  furniture,  but  you  probably  knew  that. 


www.extremenetworks.com/go/nw2.htm 

888-257-3000,  ext.  3131  (U.S.) 


+  1  408-579-3131  (Outside  U.S.) 


The  new  Alpine'  3808  and  3804. 

Ethernet  service  pr< 
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ATLAS  550  IAD 
pports  multiple  T Is  over 
TDM  or  packet  networks 
th  migration  path  to  ATM 


ATLAS  800™  IAD 
Large-capacity  IAD  supports 
multiple  T Is  or  T3  over  TDM  networks, 
or  multiple  T Is  over  packet  networks 


TSU  600e  “  IAD 
Supports  single  T1  installations 
with  up  to  24  remote  sites 


To  speak  to  a  network  engineer  about  implementing 

ADTRAN  IAD  solutions,  please  call  8??  402-1383  (toll-free). 

To  register  online  for  an  IAD  Buyer’s  Guide,  visit  www.adtran.com/iadbuyer. 


SUPERCOMM 
Booth  52? 


ADTRAN  also  offers  the  Total  Access "  line 
of  integrated  access  devices  for  carriers. 


Experts  choose  ADTRAN 


Spring  1999  Update:  Wide  Area  Networks.  Oataquest,  May  31, 1999. 
ADTRAN  is  a  registered  trademark  of  ADTRAN,  Inc. 


These  sponsors  will  provide  information  that  will  help  you  determine  if  an  ASP  is  right  for  you. 


FREE  EVENT .  FREE  EVENT .  FREE  EVENT 


Platinum  Presenting  Sponsors 


Gold  Exhibiting  Sponsor 


CiTRIX 


Citrix's  application  serving  technology  enables  organizations  of  all  sizes  to  achieve  "Digital 
Independence"  —  the  ability  to  reach  more  users,  with  more  applications,  in  more  locations  at  record 
speed.  This  technology  is  at  the  heart  of  the  Application  Service  Provider  (ASP)  solution,  providing  a 
greater  competitive  advantage,  while  reducing  total  cost  of  ownership.  Phone:  (954)  267-3000. 

www.citrix.com/ibusiness 


Q  CORIO 


Corio  is  the  leading  Application  Service  Provider  (ASP)  for  rapidly  growing  companies,  enabling  a 
world  where  Corio  customers  get  Fortune  500  e-business  capabilities  without  the  costs  and 
challenges.  For  a  monthly  fee,  Corio  provides  its  customers  a  platform  for  unlimited  growth  with  a  full 
suite  of  integrated,  best-of-breed  business  applications  such  as  Siebel,  BroadVision,  Commerce  One, 
Moai,  SAP,  and  PeopleSoft  —  hosted  over  a  secure  network,  and  supported  by  world-class  IT  talent 
24  hours  a  day.  Call  toll-free  at  1.877.267.4627. 
www.corio.com 


SilverBack^* 

TECHNOLOGIES.^^ 


the  ease  of  information 


SilverBack  Technologies,  Inc.,  is  an  industry  leading  Management  Service  Provider  (MSP)  delivering 
InfoCare,  a  turnkey,  subscription-based  management  information  service.  InfoCare  delivers  specific, 
timely  and  actionable  network  and  server  information  to  the  small/medium  business  (SMB)  IT 
professional  via  a  Web-based  portal.  By  taking  disparate,  off-the-shelf  applications  and  integrating 
and  correlating  them  into  a  single  information  stream,  SilverBack  can  help  SMB  users: 

•  Access  a  broad  set  of  functionality 

(asset  inventory,  alerts,  security  scanning  and  network  performance) 

•  Increase  IT  staff  productivity 

•  Prevent  meaningless  data  overload 

•  Reduce  implementation  risk 

•  Rapidly  deploy  applications 

•  Avoid  capital  investment 

•  Focus  on  core  competencies 

•  Become  more  competitive 

For  the  information  you  need  ...  when  you  need  it  most,  turn  to  the  gorillas  of  SilverBack  Technologies. 

www.silverbacktech.com 


Top 

layer 


Top  Layer1"  Networks'  AppSwitch1”  products  are  the  first  7  Layer  Switches  in  the  networking  industry. 
The  AppSwitch  products  automatically  provide  an  e-Application  Control1"  approach  needed  by  service 
providers  and  enterprise  networks  to  intelligently  prioritize  traffic  at  full  wire  speed.  By  using  our 
state-of-the-art  Top  Flow1"  data  collector  utility,  the  AppSwitch  device  captures  information  that  can 
be  used  for  detailed  billing  and  user  reports.  The  award-winning  AppSwitch  family  identifies  and 
controls  over  225  specific  applications  while  providing  prioritization  and  admission  control  based  on 
stateful  analysis  of  information  contained  in  the  higher  levels  of  each  information  packet. 
www.TopLayer.com 


^  concentric 

Concentric  Network  Corporation  provides 
complete  Internet  business  solutions  for  growing 
companies.  An  award-winning  Application 
Infrastructure  Provider  (AIP),  Concentric  enables 
Application  Service  Providers  (ASPs)  to  deliver 
applications  over  the  Internet  or  a  VPN  so  they 
can  focus  on  their  core  competencies  rather  than 
infrastructure  requirements.  Concentric's  services 
are  offered  through  a  global  network  of  data 
centers  and  a  private,  worldwide  ATM  network. 
Concentric  services  are  backed  by  24/7  customer 
care  and  most  include  service  level  agreements. 
www.concentric.net 


SILVER  EXHIBITING  SPONSORS: 

CreekPath 

myCIO.com 


CyberLink 

ITUtility 

Mi8  Corporation 

Network  Technology  Group 

Personable.com 

Pointivity 

Telecomputing 

ThinKnowledge  Networks 


To  become  a  sponsor  of  this  event, 
please  contact  Andrea  D'Amato  at 
(508)  490-6520  or  adamato@nww.com. 


Seating  is  FREE  but  limited,  so  hurry  and  reserve  your  place!  Visit  our  Web  site  or  call  us  today  to  make  your  reservation. 

www.nwfusion.com/realitycheck/asp  or  (800)  643-4668 
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ATLAS  550  IAD 
pports  multiple  T Is  over 
TDM  or  packet  networks 
[th  migration  path  to  ATM 


Scalable  solutions  for  converged  voice/data 

and  TDM -to -A  migration. 

You  know  it’s  in  your  future.  Converged  voice  and  data,  and 
packet  technologies.  Both  promising  lower  costs  and  greater 
performance.  Make  it  happen  now  with  ADTRAN  integrated 
access  solutions.  These  converged  voice/data  solutions 
deliver  optimum  cost-efficiency  and  ADTRAN  IADs  make 
streamline  network  operations.  They’re  to  meet  the  demani 
scalable,  so  you  invest  only  in  what  you  today's  application 
need  today,  knowing  you  have  the  positioning  your  ne 
flexibility  to  accommodate  greater  band-  next-generation  tei 
width  and  newer  technologies  at  a  later  time.  With  options 
for  standard  TDM  voice,  as  well  as  voice  over  Frame  Relay 
and  voice  compression,  ADTRAN  IADs  make  the  transition  to 
a  converged  network  simple.  It’s  no  wonder  we’re  already  the 
market  share  leader  in  enterprise  IADs.  It’s  our  business, 


ATLAS  800pu,s  IAD 
Large-capacity  IAD  supports 
multiple  Tls  or  T3  over  TDM  networks 
or  multiple  T Is  over  packet  networks 


TSU  600e "  IAD 

Supports  single  Tl  installations 
with  up  to  24  remote  sites 


To  speak  to  a  network  engineer  about  implementing 

ADTRAN  IAD  solutions,  please  call  877  402-1383  (toll-free). 

To  register  online  for  an  IAD  Buyer’s  Guide,  visit  www.adtran.com/iadbuyer, 


SUPERCOMM 
Booth  52? 


ADTRAN  also  offers  the  Total  Access  line 
of  integrated  access  devices  for  carriers. 


Experts  choose  ADTRAN 
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